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IN THIS ISSUE: 


A Triple Convention That Promises Definite 
Results—Complete Information Concerning 
the Forthcoming Meeting of Three Mill 
Supply Associations on S. S. Noronic, Includ- 
ing Business and Entertainment Programmes, 
Facts About Places to Be Visited and Photo- 
graphic Views. 

Comments of Distributors and Manufacturers on 
Facts Brought Out in Editorial, “A Plea for 
Fair Play” 

EDITORIALS—The Triple Convention—The _ Busi- 
ness Situation—Are You Really Set?—Off to a 
Good Start—Editorial Paragraphs 

Report of National Pipe and Supplies Association 
Convention 

Valve and Fittings Demand Has Reached Levels of 1926 

Joseph H. Barber 
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Should the Distributor Advertise? 
Edwin Lee Goucher 
Human Interest in Supply Business 


Shall Malleables Be Sold by Piece? Ruel McDan‘el 
George B. Baldwin 


“The Mill Supply Salesman” Section 
Develop Real Interest in the Buyer 
Ride Yourself to Win Frank Farrington 
: Big Field for Mechanics’ Tool Sales 
/ a Look Out for This Gang 
< a " 
usa 
Entered as second-class matter August 3d, 1917, at the post 
office at Chicago, Illinois, under the act of March 3d, 1879. 
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GENUINE DETROIT ra 
Air and Priming Cups 
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Detroit Air Cocks are of standard weight, properly de- 
signed and well finished. They are carefully manufactured 
of high grade metal and will not leak. 


Every cock is carefully tested and inspected before ship- 
ment, and guaranteed to be perfectly tight. 


We manufacture a complete line of air and priming cocks, 
| both with and without spring keys. 


fime fi 


Full information regarding types not shown will gladly 
be furnished on request. 


*) 


Write for catalog and prices 








DETROIT L[UBRICATOR (COMPANY. 


\ _ Piscean U.S. A. a 


Made to Fill a Demand— 


Not to Meet a Price 


HERE always has been a 
demand for vises with 
—— strength, utility and durabil- 
= ity built into them. Columbian 
| Vises were made to fill this de- 
mand, not to meet a price. 
The sturdy qualities of Colum- 
bian Vises and their many exclu- 
sive patented features, make 
them popular with mechanics 
who appreciate good tools. 
Columbian Vises are always a 
profitable item for dealers. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 


COMUMBIAN VISES | 


Trade Mark Re U. S. Pat. Of. 
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Lupton Bench Legs 
Made from T-Bars of rolled steel 
with riveted joints. These bench 
legs are low in price but high in 
serviceability. Height 31 inches. 
Takes a top 28” deep. Price each 
$3.50. Shipping weight, 20 Ibs. 
Bench Drawer and Tray 


A substantial steel drawer for 
tools, blue prints, etc. No. 512— 


14”x 5” x 18” —$6.10—15 lbs. No. 
498—14”" x 6" x 24” — $7.50—22 Ibs. 
Prices F.O.B 


Philadelphia 


Write us today for a complete catalogue of Lupton Steel 
Equipment and an outline of our dealer arrangement 


LU 


STEEL 
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Dealers handling the CAPITAL Red Cap Line of Indus- 
trial Brooms and Brushes know that we co-operate with 
them to the fullest extent, that our policy protects the 
dealer to the limit, that we perform completely every- 
thing we promise. Because of that fair, square policy, we 
enjoy the fullest co-operation of our distributors. 


That policy, as much as the superior quality of our goods, 
is responsible for our leadership in the industrial brush 
and broom business. If you are not selling the CAPITAL 
Line, we have a real story to tell you. Write for details 
of our proposition. 


The Indianapolis Brush & Broom Mfg. Company 


126 N. Brush Street Indianapolis, Indiana 


Lupton Factory Desk 
Rugged!y made for hard wear but 
smoothly finished. Full width 
drawer with cylinder lock. Top is 
reinforced and hood contains pen- 
cil holder on each side. Widely 
used by foremen, timekeepers, ship- 
ping clerks, etc. 

Width 3 36”; height 431,” at front, 

2" at back; ‘depth 28”. Finish— 
velvet green enamel baked on. Price 
each $38.40. Shipping wt. 150 Ibs 
DAVID LUPTON’S SONS COMPANY 


2239 E. Allegheny Ave. + Philadelphia 
Makers of Quality Steel Products since 1871 
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TESTING KEWANEE UNIONS 

















“Tf she bubbles, 
OUT she goes!”* 


Millions of Kewanee Unions, 
one by one, have been put 
through this toughest of 
tests. Every single one of 
them is made up tight, shoved 
down under water and given 
a good stiff shot of com- 
pressed air at 125 pounds 
pressure. A leak as big as a 
pin point means a bubble and 
a bubble means rejection on 
the spot—by Walworth 
standards. 


This final individual inspec- 
tion is Walworth’s protection 
against your ever getting a 
defective Kewanee Union. It 
means that whether you 
order them by the carload or 
the fraction of a dozen, every 
Kewanee Union you install 
will go on to the job leak 
tight and ready to stand 
rigid inspection daily, for 
years to come. 


5 Points of advantage 


. Bronze-to-iron thread con- 


nection—no corrosion. 


. Bronze-to-steel ball-joint 


seat—no gasket. 


. Solid three-piece construc- 


tion—no inserted parts. 


*4. Tested by compressed air 


under water—no defective 
unions. 


. Easily disconnected with 


a wrench—no force re- 
quired. 





WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plant- at Boston, Mass.; Kewanee, IIb; ¢ and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 





sreensburgh, Pa.; 
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THE NEW “TOLEDO” AUTOMATIC PIPE CUTTER No. 40 





_ It cuts off 2° to 4" pipe straight, smooth, and without burr. Amazing in its simplicity. 
Startling in its performance. But one set screw to center tool on pipe, and one hand 
wheel sets knives for cutting or backing out. Knives fed automatically. Nothing to ad- 
just, nothing to get out of order. A fast-cutting trouble-proof pipe cutter that is the most 
remarkable pipe tool since the first “TOLEDO” ’s in 1901. Net Price $60.00. 


THE TOLEDO PIPE THREADING MACHINE CO. TOLEDO, OHIO 

















Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 
Philadelphia Office, 617 Arch Street New York Office, 256 Broadway 
Chicago Office, 39 South Clinton Street 7 
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EEP down in tae bowels of the earth these men are And the same control which S)UG{ has over the ore 
extracting the iron ore which goes to make 215GF taken from its Swedish minesand the forests which go into 
steel, an important factor in the quality of S&S ball charcoal used in =:US steel mills, is exercised in every 


and roller bearings. Centuries ago in Sweden before the f 


time of powder, prehistoric man extracted the ore for his 
crude implements by fire and water from shallow pits and 


stage of manufacture before the S3ES ball or roller bear- 
ing is ready for service. With ten factories, four research 
laboratories, 120 branch offices and distributors throughout 


brought it to the surface with primitive hoisting gear. the world, &:US{> is linked to an investment too large to 
Now the peaceful vista of farming country or silent forest be jeopardized by the non-performance of anything with 





rm ne 


which it is connected. Therefore SiLGUP’ supervision 
assures the purchaser a full measure of performance in 
products endorsed with the mark S)LS{*—the world over. 


gives little evidence of the intensive work going on far 
below the surface. For SUS ore is now taken out of 
its own deep mines with the most modern equipment. 


SKF INDUSTRIES, INCORPORATED, 40 East 34th Street, New York City 


FOR NEAREST 


DISTRIBUTOR SEE THOMAS’ REGISTER 1816 
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BONNEY’ CV Chrome Vanadium ) 
Miniature Kit Vo. 20 


HIS kit contains 

5 Bonney C-V 
(Chrome Vanadium) 
double end Engineers’ 
Wrenches, with openings 
from 3/16" to 15/32''— 
designed to fit the 10 
most popular small bolts. 


Price of complete 
kit, including 
leatherette roll $3.35 


These 5 Wrenches, if pur- 
chased separately with- 
out leatherette roll. .$2.85 |B : 

; 1 OY vf 

(Attractive discounts to Up). 

Dealers.) Wy 
bo 


4 


4 


(Patents Pending) 


‘ei Nin, AL / ig My 

s ry ei ei / A i a 
is a Bonney trademark / Uy 4 Wy ve 
registered in the ip Wijys, WL, eae 
U. S. Patent Office. “li UY Yfss. ee! hh 

NOY, he, 

Uy, ' 


Chrome Vanadium 
registered 
August 11, 


1925. 


These wrenches are covered by the Bonney guarantee, as follows: 
‘‘Bonney C-V (Chrome Vanadium) Wrenches are guaran- 
teed to strip the thread or break the bolt without damage 
to the wrench. We will replace, free of charge, any Bonney 
C-V Wrench that does not live up to this guarantee.’’ 


BONNEY FORGE & TOOL WORKS 
ALLENTOWN, PA. 


Write your name and address below, cut out this coupon, attach remittance, 
and mail to 


BONNEY FORGE & TOOL WORKS, ALLENTowN, Pa. 
| a 
Address 


» Advertisers please mention Mitt Supp ies. 
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Making a Belt 
Transmit ALL 
Its Power 


OW much power is lost between 
line shaft and machine? How much 
is wasted through belt slippage over the 
surface of pulleys that will not deliver? 


And yet, belt slippage can be prevented 
so easily. REEVES Wood Split Pulleys 
GRIP the belt—they cannot slip like 
cast iron or steel. REEVES Wood Split 
Pulleys are stronger, lighter, run truer, 
and they keep everlastingly on the job. 
They cost less, and they last much 
longer. 


What kind of pulleys do you sell? Do 
you know whether or not there is a 
REEVES representative in your terri- 
tory? Write today for full information 
on territories and discounts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 
\ O's: “See about 


construction 


every pulley in the REEVES 
line Send for it and find 
out why hundreds of dealers 


and thousands of users have 
found that REEVES Pulleys 
are the finest they can buy 
af any pmce 














Ask Us To Pitch In And 
Help You Work Out Any 


Pressure Control Job 


Because we make pressure regulators for every serv- 
ice and have been specialists in that line for forty- 
three years, you may be able to use our experience 
to advantage. 


Whenever you are planning an installation or have 
some special job where standard equipment doesn’t 
seem to fit, don’t hesitate to call on us. A lot of 
distributors do and find it saves them a heap of time 
and trouble. 


Our engineers will gladly work with you to hel 

8 gladly y P 
you solve any pressure control problem the one best 
way. Will you call on us? 





Mason 
Regulators include: 
Reducing Valves 
Standard 
Differential 
Lever Style 
Hydraulic 
Pump Speed Governors 
Pump Pressure Regula- 
tors 
Blowing Engine Regula- 
tors 
Boiler Feed Line Regula- 
tors 


Hydraulic Damper Regu- 
lators 


Steam Fan Regulators 


Boiler Pressure Control- 
lers 


Balanced Valves 
Pipe Line Strainers 





Mason Hydraulic 
Damper Regulator 














MASON REGULATOR CO. 


Boston. Mass. 643 
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"We only have to sell Woods 
ONCE ” 





‘The Annual Report shows that Wood's Products stay 
sold, called for repeats and required little or no ad- 
justing among our customers.”’ 


When the secretary reads the annual business report, the 
true merit of Wood’s Power Transmission Equipment is 
immediately apparent to the Mill Supply Dealer. 


He realizes the many profitable possibilities of satisfied 
customers in terms of repeats as well as the considerable 
savings effected by the elimination of adjustments and 
repairs. 


Then, too, he has the assurance that the Wood's Line of 
Transmission Machinery is complete enough to meet every 
customer’s requirement, no matter how large or how 
unusual the specifications. 


You, too, will find it profitable to tie up with T. B. Wood’s 
for power transmission machinery. TRY IT! 


T. B. WOOD'S SONS CO. Wood’s Power 
CHAMBERSBURG, PA. Transmission Machinery 





Shafting Pulleys 
Write for Descriptive Catalog Hangers Pillow Blocks 
Couplings Belt Contactors 


Rope Drives Speed Reducers 
Friction Clutches Conveyors 
Ball Bearings 


WOOD'S 
POWER TRANSMISSION MACHINERY 


When writing to Advertisers please mention Mitt Suppties. 
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‘The CHICAGO Line”’ Ball Bearing Loose Pulleys 


Power Transmitting Appliances CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 
Lubricate but two or three times a year. 
Hot bearing impossible. 





No noise—no dirt. 
No dripping of oil. 
Each pulley fitted with two high class Ball 


Bearings. 
This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 





MAIN OFFICE: FACTORY 
“DAGGETT” BALL BEARING 17 No. Desplaines St., it =Menomonee Falls, 
LOOSE PULLEY Chicago, Ill. Wisconsin 


















No. “0” 
Junior 









Take These Two 
Steam Traps 
For Example 











A trap of the highest 


efficiency. Can be used ELECT any members of the Ander- 

on steam pressure vary- ‘ 

ing from 250 lbs. to son Line of traps, test them out on Our newest trap. A_ practical 
gravity by simply chang- . P trap with limited capacity at a 
ing valve and seat. Fitted your steam lines and you Il find they low price. Suitable for steril- 
with removable _ strainer : izers, paper dryers, radiators, 
pe feo align measure up to the Anderson Quality Se (Pq enh aaa 


for shipment. from 150 Ibs. down. 


Reputation. 





The two traps shown above, for example. will give you years of 
satisfactory, reliable service. Put them on, then forget them. 
Their simple, rugged construction, coupled with their efficiency in 
reducing fuel costs, will soon be reflected in an appreciable reduc- 
tion of your overhead. Just a note from you will bring complete 
information on the popular Anderson Line. 


THE V. D. ANDERSON COMPANY 


336 Third Ave., New York City Cleveland, Ohio 100 Pearl Street, Boston 


242 Race St., Philadelphia 434 Plymouth Court, Chicago 207 Union Trust Bldg., Baltimore 
RNR 
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Z Z The Flexitite Principle Has 
4 Changed Buyers’ Habits 


cor" OT ONLY in the plumbing and heating 

eld, but in scores of industrial plants, 
the Flexitite principle of gate valve con- FLEXITITE DISC 
struction is winning unqualified, even en- ELIMINATES 
thusiastic endorsement. 


No longer are gate valves considered “pretty 
much the same”. There is too great a dif- 
ference between a gate valve that leaks and 
the gate that never leaks. So Flexitite is 
remembered and specified. Valve users 
make a point of including Flexitite Gates 
in their orders, once they have seen and 
examined the valve itself. 


Wholesalers’ salesmen now show the Flex- 
itite Gate every time they make a call. 
They are selling more valves than ever 
before, as well as other items, as a result. 
And the demand for Flexitite Gates has 
never stopped after the first order. 


Are you taking advantage of this profitable 
opportunity? Address 
Ohio Brass Company Sab cedie ot hake ae 


Mansfield, Ohio and two-piece disc without the 
347V disadvantages of either. 
































LEAKAGE RISK 





The Flexitite one-piece flexible 




















@ PORCELAIN 
INSULATORS 
LINE MATERIALS 
RAIL BONDS 
CAR EQUIPMENT 
© MINING 
ee 





MATERIALS 
| VALVES 












\ DIXON’S 
4 |. SILICA~ Pp AT NT 


: | GRAPHITE 


provides your customers with better paint protection for ex- 
posed surfaces at lowest cost per year of service. 










The Dixon Line of Graphite Paints fully meets their require- 
ments as to long-life and economy. 


TT The pigment, flake silica-graphite, provides a tough, yet 
SS elastic, film that expands and contracts with heat and cold 

= without cracking or peeling. The graphite and silica are 
naturally and not artificially combined resulting in long life, 
efficient surfaced protection, elasticity and resistance to 
dampness. 


Write for trade prices and Booklet 71-B. 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City XX New Jersey 


SEIC. Taace Wr ann 
caarnere PAINT 1827 ONE HUNDREDTH ANNIVERSARY 1927 
5< FOUR COLORS 
fe | JOSEPH DIXON CRUCIBLE CO 
/ s JERSEY or = 
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The first electric drill— 
aU.S.\%4-inch 
Handle made of wood to protect against shocks. 


The switch was like today’s street car controller, 
having 6 speeds. Total weight 2314 pounds. 








ln A STABLE at Dayton, Kentucky, in 1897 
the first electric drill and grinder were introduced to 
the world. They were conceived in the brain of John A. 
Smith, founder of The United States Electrical Tool Com- 
pany and its president since the beginning. 

Today, portable electric tools are used in production and main- 
tenance work by over 90 percent of all industry. Practically all of 
the improvements in design and construction which have made 
possible this progress in time and labor saving, have been intro- 
duced first in U.S. Tools. And our seniority in the field carries 


with it the responsibility of keeping U.S. Tools in the lead— 
in other words, keeping them better. 


ie 











The 
latest 14-inch 
electric drill 

—a U.S. 
The motor alone is only about one-fourth 


the size of that in the original drill. The “ , . 
present weight of the drillis only 534 Ibs. x « ‘ - 























THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 
2498 WEST SIXTH STREET, CINCINNATI, OHIO, U.S.A. 


Export Sales Representatives — WESTINGHOUSE ELECTRIC INTERNATIONAL CO., 150 Broadway, New York, N. Y. 


When writing to Advertisers please mention Mitt Supetirs. 





June, 1927 KIL, GQuppi 13 


mi 


\ ) ; 
— — SS ee _ a 















































































































































































































































































































































































































Get the Right Yale Nl 
Chain Block for Your Purpose 


= 












































It is worth any man’s time to find out what is the exact 
value and purpose of each type of Yale Chain Block. 


< 


Take the Yale Screw-geared Block for example. Of the 
many varied types made by Yale, including Spur-geared, 
Screw-geared and Differential, it possesses certain distinct 
features of its own. 


=-—— + = Se 
ee 


i) Yale Screw-geared Blocks are unequalled for jobs where 
. portability, lightness and strength are essential but where 
speed is the secondary factor. 


Like all Yale hoisting equipment, every part is made in 
i} the Yale plant. The bronze gear is cast integrally to the 
steel load shaft. Yale castings, forgings, stampings, and 
f the Yale die formed steel load chain are all Yale made. 


fh Yale invites correspondence which anticipates a full 
discussion and examination of hoisting and material 
| handling equipment needs. 


2. 2 omen > 
ome tee pet_ ly . 


A letter from you to us will bring an 
immediate and mutually advantageous 
contact. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 
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Yale | 
Screw-Geared | Hit i 


Chain Block ]}) | | Hi | {|| 





AVITAL HT 


“Hoisting ~ Conveyi ng Systems. 
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rapered 
ROLLER BEARINGS 


The red bands on Howell motors have become a sign of their 
character. Contributing to Howell character and success are 
Timken Tapered Roller Bearings. More than a means of elimi- 
nating friction, Timken Bearings add extreme durability, high 
capacity for thrust, shock and radial loads, starting efficiency, 
lubricating economy and refinement of design. 


In smaller, simple, perfectly sealed mountings—without any 
shaft wear or auxiliary parts—Timken Bearings scientifically 
carry ALL the load on their POSITIVELY ALIGNED ROLLS of 


Timken electric steel. 


The best records in industry, for extended motor life and re- 
duced motor cost, are being made by Timken-equipped motors. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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LEATHER BELTING 


SCHIEREN BELTS DO LAST LONGER” | 


Something for Sale 


A Duxbak Belt is not a mere prom- 
| FB q ise of good service. It is more than 
- Tee eae ) that. It is a proof of good service, 


Ca She, fee = based on the records of its prede- 
vy ! cessors and the fact that it is made 
in the same way from the same 

materials. 


It is much easier to sell proofs than 


os oP promises. Perhaps you would be 
= interested in the sale of belting from 


RGGG ihe a new angle. An inquiry from you 


mene uel does not obligate you and you may 
Bawa > ; i ee 
i © find our sales plan to be particularly 
RREkE interesting. 





ESTABLISHED /868. 


FERRY ST. NEW YORK 
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Three dominant features (SPEED— 
POWER—EASE OF OPERATION) place 
the New Clipper No. 8 SPEED Lacer in a 
class by itself. 

SPEED: This new machine laces both ends of any belt 


up to 8 inches in width in 11/2 minutes. 


POWER: 45,900 pounds pressure, the weight of 300 


men, is developed by a new principle. 


EASE OF OPERATION: One man operates it easily. 


Weight 100 pounds. Price on application. 
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Every lacing requirement is antic- 
ipated by the Clipper Belt Lacer 
Company. 


The use of Clipper products is an 
assurance of increased production, 
efficiency, and economy in plant 
operation. 


GRAND RAPIDS MICHIGAN 
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What does 
YOU— 


to spend thousands for modern efficient 
machinery and limit your production by 
not using the same care in the selection of 
tools? The measure of a production tool is 
the quality and quantity of the work it 
does. 


MORSE Drills, Reamers, 
Cutters, Taps and Dies, 


both High Speed and Carbon, invite com- 
parison on this basis. 


They are the result of over half a cen- 
tury of tool making experience. 


Let us put our facilities at vour service. 


WT “ 
TWiST DRILL & MACHINECS, 


W BEDFORD, ,MASS.U:.S.A. 


MORSE High Speed and Carbon Drills, 
Cutters, Reamers, Taps and Dies, 
Sold by Responsible Dealers Everywhere 
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PATENTS PENDING 













Still new 


—hbut proved in service 


NE year ago “American” Pressed Steel Hand Trucks were placed 
on the market as “Something New in Transportation.” 
Since then these all-steel,* red-coated trucks have been confirming 
the severe shop and service tests which preceded their being offered 
to the world of commerce and industry. 
Fleets of these strong, durable, easy-running, but light “American” 
hand trucks are being used all over this country and in foreign lands. 
They are cutting the cost of trucking for steamship companies, rail- 
roads, warehouses, cotton compresses, contractors and industrial 
plants. 





Moderate in first cost, they prac tically stop after-cost. Truck main- 
tenance is almost eliminated where “American” Pressed Steel Hand 
Trucks are used. 


THE AMERICAN PULLEY COMPANY, Philadelphia. Pa. 


Wooden hand-qrips for comfort 


MERICAN 


? RU CKS FOR DETAILS SEE 


PATENTS PENDING NEXT PAGE 








PMitirmation 1s necessary— 


x all, there is no proof like that of 
actual use. These extracts from two 
letters by one owner of an “American” 
Pressed Steel Hand Truck tell a story dupli- 
cated by other users. 

In July of last year he wrote: “We have pul 
it at a point in our warehouse where other 
trucks have been unable to stand the strain. 
We are watching it carefully.” 


Four months later: “It has proven more than 


Another user wrote to his mill supply house: 
“Our men report these “American” Trucks are, 
without question, the best trucks they have 
used. We can assure you that when additional 
trucks are needed we will specify the ‘Amer- 
ican’ All-Steel Truck.” 


Still another distributor received this letter: 
“Already have two ‘American’ Trucks in ser- 
vice. Think they are the best we have seen. 
Whenever we need any more, you get the 


satisfactory. The writer took particular notice order. 

of it the other day and examined it to see how 
many bolts and nuts were missing, as is usually 
the case after a truck has been in service a 
few months. We are happy to say it is all 
intact and is in the same condition as it was 
when received, with the exception of its com- 
plexion, which is disturbed slightly here and 
there.” 


And from a fourth, this comment: “Truck is 
well built, prefer it to the ordinary type, also 
very reasonablé in price.” 

Bul the best way to check these statements 
for yourself is to order a sample “American” 
and put it to work where the service is hardest. 


Ten styles illustrated in catalog. Write for it. 


THE AMERICAN PULLEY COMPANY 
Vanufacturers of Steel Split Transmission Pulleys, Pressed Steel Shaft Hangers, 
Pressed Sleel Shapes and Pressed Steel Hand Trucks 


1200 Wissahickon Ave., Philadelphia, Pa. 
The “American” franchise is of real value lo the mill supply house 
because of The American Pulley Company's consistent dealer 
policy. Find out aboul * American” products and policy. 


MERICAN 





PRESSED STEEL 


SIDE RAK. a are 
yh: Bx —=«e: PATENTS PENDING 
/ 
° [T° ee 


LOCK WASHERS 
OM ALL BOLTS 


LONGITUDINAL SECTION THROUGH CENTER OF | 
SIOE PAIL SHOWING DETAIL OF AXLE SUPPORTS, 
LEGS AMO LEG BRACES 








vd 
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PATENTS PENDING 


STEVEDORE TRUCK 


ONE OF 10 STYLES SEE OTHER SIDE 
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—made with the same fine care and 
finish as all Goodell-Pratt Tools 


— good-looking — made with the 
same fine care and Al finish that you 


find in all Goodell-Pratt Tools—yet you 





can sell it at a moderate price. 

It has a 1-inch spindle, provided with two 
sets of flanges for wheels with 34-inch holes, 
of any size up to 8 inches diameter and 1 
inch thickness. 

Pulley is 2 inches diameter and 14% inch 
face. Bearings are lubricated by patent oil 
cups. Nuts are case hardened. Work-rests 


are adjustable and detachable. Iron parts 





See our current advertising in American 
Machinist, Machinery, Automobile Trade 
Journal, Motor Service, Carpenter, Popu- 
lar Science Monthly, Popular Mechanics. 











GOODELL-PRATT COMPANY 
GREENFIELD, MASS. 


Sehith 








NO. 40 
Light 
Grinding 
Head 


finished in red and black enamel, steel parts 
polished. Stands 8 inches high. Weighs 25 
pounds. List, without emery wheels, $16.§0 


Other light polishing and grinding heads 
and polishing lathes, listing from $2.70 to 
$15.50, are pictured and described in a 400- 
page catalog which covers the 1500 


Good Tools, mailed on request. 









No better tools are 
made than those that 
bear the name 
of Goodell- 
Pratt. 


GOODELL PRATT 








When writing to 


Advertisers pl 


se mention 


1500 GOOD TOOLS 
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ge SCOIT VALVES 


A COMPLETE LINE OF 


1) BRONZE «a IRON-BODY VALVES 
bilioy BUILT FOR LONG LIFE 


Since 
1886 





No. 1 Scott Bronze Gate is an outstand- 
ing valve which has always been a 
leader in the market. Heavy and rug- 
ged in construction—of the highest 
quality of material and workmanship— 
fitted with the famous long life Scott 
split wedge disc—provided with malle- 
able iron non-heating handwheel—this 





~hterature : : 
valve has had a large part in establish- 
for daca ing the enviable record of Scott Valves, 
7 for dependable and effective service. =>. . mt 
125 Ibs. 
SCOIT VALVE MFG. CO. a 
SIGN , VALUE 


DETROIT MICH. 


“MAXIMUM SERVICE PER DOLLAR’ 























| ONE LIFT-TRUCK PER DAY 











y E arr} a 7 3 beet 
Eight Barrett Lift-Trucks, an average of more Ee Baw Wm une | au 
‘ ’ — : 5 UROUTRES ey 
than one per day, plus several ‘Steeleg”’ Plat- 2h aasus te 
| a —< 
fie form orders came from Jordan last week. i a ee > 
| MUU ee 
| H aS be a: vi 
Bh Sales are easy when backed by an organ- sar : 
SES Sales are eas eB -a- cad oo 
ization which makes a product that can Merry: "3S 
; Wate Se 
be guaranteed to operate 50% quicker and 25% See 
easier. Business is always good when you are sell- “Gm 3 i 
. . ° ° 7 ap tl Raszate a i 
ing a quality product at a fair price. 4 2 ; 
We are sending sizable commission checks to mil! * Sige rp = 
supply dealers every week. Under the Barrett Plan 5 ; 
no investment is necessary—just send the order in roel i 


for shipment from our warehouse stock. 


Send for full details of our plan, which enables your = 
salesmen to sell the profitable Barrett line of material \ 
handling equipment to potential buyers in every in- 0 
dustry—buyers who know and specify Barrett qual- 

ity. Write us now. 


Barrett “Steeleg” Platforms and 
Barrett Portable Elevators are 
companion units to Barrett Lift- 
Trucks. 


BARRETT-CRAVENS COMPANY 


1333 W. Monroe Street, Chicago 
A 1S ain amie ~ 
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7 Make that joint 
02... permanently tight! 
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x JN a gasket, it is the material that 
Keel counts; the time and labor of 
ora a ' 

See) cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 
















Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 





New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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Built to Meet 
Modern 


Handling Needs 


Today, most industrial plants are faced with en- 
tirely different material handling conditions than 
those existing a few short years ago. Hoisting and 
conveying equipment designed for conditions of 
the past is, in many cases, inadequate for condi- 
tions of the present. 
































The standard “C-M" 
Electric Hoist) capa 
ble of numerous 
modications to meet 
every special require 
ment. Any standard 
make of hoist motor 
‘an be used 


“C-M” Electric Hoists are built to meet modern | 
conditions. The principle upon which they are 
designed marks an absolutely new standard in | 
electric hoist construction. A few of the many 
possible modifications of the standard “C-M” Elec- 
tric Hoist are illustrated on this page. 4 


Send for Bulletin No. 21 containing illustrations 
of the standard and special models; specifications ; 
descriptions; and complete information pertaining 
to “C-M” Electric Hoists. 


Every progressive mill supply concern should in- 
vestigate the unusual sales and profit-making op- 
portunities offered by “C-M” Electric Hoists. 


The Chisholm-Moore Mfg. Co., Cleveland, O. 


Branches: New York, Chicago, Pittsburgh 


CHISHOLM- 


THOISTS | 
OVERHEAD 


lerritor for Prompt Ser 





Standard Ty pe 
M-2, Motor 
Driven Hoist 5 
Ton Capacity; 
floor control 













|} CRANES | 
TROLLEYS | 


TRACK SYSTEMS 




















t 
' 
FAMOUS “C-M" PRODUCTS: “Cyclone” Hoists; “C-M” Elec- | | 
tric Hoists; “Matchless” Trolleys; “C-M" Traveling Cranes } 
(hand and electric); “C-M’’ Overhead Track Systems; Morgan Uj 
Universal Charging Machines; Mast and Jib Cranes; Winches; ‘ 
Malleable Iron Castings. ‘ 
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®  (shemically 
“- —~ Physically 


A Mechanically 
‘ee, right 







Bearing Bronze at its best 


Because they are chemically, physically and mechanically right, 
Bunting Phosphor Bronze Cored and Solid Bars deliver this time- 
proven, anti-friction metal—bronze—to the user in that form 
which renders the greatest measure of serviceability and worth. 
The staying quality, so characteristic of Bunting Phosphor 
Bronze, is the result of specific manufacturing processes which 
include scientific analysis and blending of raw materials, and 
absolute control of foundry methods and pouring temperatures. 
There are 88 stock sizes of Bunting Phosphor Bronze Bars. Pat- 
terns for hundreds of other sizes are put freely at the disposal 
of the customer. We have an interesting proposition for the m 1l 
supply jobber. 


THE BUNTING BRASS & BRONZE CO. 


Bunting Phosphor Bronze is con- 


TOLEDO, OHIO sistently advertised in the Satur- 
day Evening Post and all leading 
BRANCHES AND WAREHOUSES AT trade publications. Your customer 
NEW YORK EXVORT OFFICE CHICAGO PHILADELVUHIA . 
ii Lafayette St 27) Lafayette St 2015S. Michigan Ave LE Arch St knows and respects it. 
Canal 1374 New York City Calumet G8S50-0851 Spruce 52 
SAN FRANCISCO BOSTON 
19S Second St i Oliver St 


Douglas 6245 Hancock 0154 








PETOS FOR BRONZE 
CORED and SOLID BARS 





PATENTED 
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Scores of equipment, such as you see ~— 
here, contain ee." | 





WILLIAMSPORT ~ aT 
WIRE "Factory Certified ROPE 
as part of the standard equipment because 
it gives long enduring service—and the 


equipment manufacturer KNOWS what 


grade he is putting into service. 































There's plenty of inferior low price rope 
on the market, but reliable manufacturers 
never compromise their product with such 
stuff. 


And to make certain of no mistake being 
made, they just use Williamsport and - id oe we 
Know the make and grade they are get- , ° ; i Soya eyes > 
ting. You can easily check up any equip- : ‘=e 
ment using Williamsport Wire Rope by 
looking for the tape in the core of the 
rope—That’s your guide to quality. It’s 

| pretty certain the equipment is good where 
Williamsport is used— 





« : 
We show here, equipment of the Barber- a4, 
Greene Company, who have used Wil- Pas a = 
liamsport ropes for years i fe 
= Ly “ 
They don't compromise with quality. be tad 
ox as 





Williamsport Wire Rope Company 


Main Office and Works: 
Williamsport. Pa. 


General Sales Offices: Peoples Gas Bldg.. Chicago 


Use Madesco Tackle Blocks, They Stand the Gaff 





| — ag 4 


cy, em 
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= YOST VISES —= 


GUARANTEED THROUGHOUT 

































Machinists’ oe 
Vise ipe 
Vise 





3” to 7” jaw 


12 Sizes” 
2” to 8%” jaw 4 Sizes _ 


f]Machinists’ 
Vise 














Hinge Pipe 
Vise 


Machinists’ 
Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 


12 Sizes. Drill Press Vise 
2” to 8%” jaw 





2 Sizes 
3%” and 5” jaw 


Gas Soldering Furnace 


> 4 Sizes 
Pattern | a Holds Pipe Vise 
Makers’ Jaws %” to 8” 
8”x16” 


Vise 





Single and 
Double Burner 


All Steel 





2 Sizes 
7” and 10” jaw 





60 Ibs. to 450 lbs. 


Complete Line Manufactured by 


Yost Manufacturing Company 


Meadville, Pa., U. S. A. 
Established 1908 


When writing to Advertisers please mention Mitt Suppvirs. 





































Help him get rid of 
this nightmare! 


Sooner or later he’ll balk at paying 
out his good money for truck 
“charity patients”! 

Truck doctoring is costly business 
for your truck customers! 

Anchor Trucks thrive on hard 
knocks and_ gruelling service. 
Made of steel throughout. Have 
no wood to splinter or break. Only 
a few parts—practically nothing to 
get out of order. 

Made in a wide variety of types 
and sizes. Write for complete in- 


formation and a copy of Catalog 
102. 


ANCHOR POST FENCE 
COMPANY 
9 East 38th St., New York, N. Y. 





U-BAR 


STRENGTH 














STRONG as Steel 





ion Mint 











IGHT as wood. 


0) PELIES. 
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»MEDART> 


MANUFACTURERS OF 


Vg 


V7, 


The 


THIMEN 
EQUIPPED 


PILLOW 
BLOCK 


Easy to Apply! 


Bearings Properly and Permanently Set Up 


EDART Timken-equipped Spherical 
Ball-and-socket Pillow Blocks 
come to the user filled with lubricant, 
ready to go into immediate line-shafting 
and kindred service. They can be easily 
applied to the shaft without disturbing 
any working elements— simply by tight- 
ening two smooth bored steel clamping 
collars. This approved construction 
principle insures a thoroughly tight fit of 
sleeve on shaft and provides a threadless 
sleeve that is stronger than one of the 
same diameter which has been weakened 
by threading. 


29 











Bearings are properly set up and remain 
permanently aligned, regardless of sub- 
sequent handling. 


Highly desirable in duplicate machin- 
ery—save power and lubricant—preserve 
alignment—eliminate wear. Can bemodi- 
fied to suit almost any engineering or 
structural requirements. 


Other appliances in the Medart Timken- 
equipped Line of Industrial Applications 
are (1) The Ball and Socket Hanger for 
line shafting usage, (2)The Unit Mount- 
ing adapted to use in individual ma- 
chines and (3) The Loose Pulley. 


This added Line makes Medart a more complete source for mechanical power transmitting 
machinery and allied products than at any time in its nearly 50 years of serving Industry. Ask 
for Bulletin on Timken-Equipped Line and for Catalog No. 43 0n all other Transmitting Equipment. 


THE MEDART COMPANY 


( Formerly Medart Patent Pulley Co.) 
General Offices and Works St. Louis, U.S. A. 


Office and Warehouse in Cincinnati « + 


s Offices in Chicago, Philadelphia, Pittsburg, New York and Seattle 
POWER TRANSMITTING 


Everything in Line Shalting Equipment 


AND KINDRED MACHINERY 


“MED, ae ie Wf Y rr 











For Every 


Oxy-Acetylene 


Welding and 
Cutting Job 


There is an Imperial Outfit for every opera- 
tion for which the Oxy-Acetylene process is 
adapted. Whatever the requirements of 
your shop may be, there is an Imperial Out- 
fit to meet them. Light equipment for light 
work— heavy duty equipment for heavy 
work— outfits for welding only or for both 
welding and cutting—all these, and others, 
are fully described in our new catalog. Im- 
perial equipment has won wide favor in fac- 


tories, shops and mills because of its depend- | 


ability and because it produces better work. 


The No. 11 Imperial Welding Outfit shown 
here, includes the new Type X Imperial 
Welding Torch and comes packed in a steel 
carrying case. The price of this outfit is $90. 





Save 2to5 Cents 
per Cubic Foot 
of Acetylene 





The Imperial Acetylene 
Generator provides acon- 
stant supply of pure acet- 
ylene gas at asaving of 2 
to 5 cents per cubic foot 
over gas compressed in 
cylinders. Approved by 
the Underwriters Labo- 
ratories. No weights, pul- 
leys or motors. Send for 
complete description. 














Send for New Complete Catalog sq “ 
THE IMPERIAL BRASS MEG. Co. 





When writing 
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MAKING SIMPLE 
THINGS RIGHT 


It is important that 
a cuspidor should 
not leak. The 
modern pressed 
steel receptacle 
that takes the place 
of the sawdust 
filled box, is in 
keeping with the 
efficiency of the 
present age. But there is a right and a wrong way 
to make even so simple a thing as a cuspidor. We 
learned how to make cuspidors before cigarettes 
became more popular than a “chaw” of Horse Shoe, 
and we have been making them right ever since. 





FACTORY CUSPIDOR 


Tote Pans are 
another thing 
that have 
little or no 
artistic ap- 
peal, but they 
should be 
able to stand 
the hard 
TOTE PANS knocks of 

every day 

shop work. Our Tote Pans are not easy to bang out 





of shape; have no seams to bulge and are guaranteed 
to carry amaximum load without losing their figure. 


The same thing goes for 
our Shop Barrels and Ship- 
ping Barrels. We have put 
a lot of strength into these 
items without adding any 
extra weight. They are 
built to hold—and they do! 


We also make a complete 
line of melting and pouring 
kettles, skimming and dip- 
ping ladles— all at prices 





which permit a ready sale 


SHOP BARRELS 


with nice profits. 


Write for our Special Jobber 
Offer and Catalog 


MULLINS BODY CORPORATION 
102 MILL STREET SALEM, OHIO 
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the trade 


F YOUR tool department sales need bolstering 
up, the Genuine WILLIAMS’ “Vulcan”’ Pipe 
Vise will do it. Every man who uses tools, whether 


e in his business or about his home, is interested in 
3 a BETTER vise. Show him the ‘‘Vulcan”’ 
\ Notice the features—entire wrought-steel construction ;drop- 


4 sizes for 


Patented forged jaws, base and handle, positive grip, in- ¥g to 8” pipe 
“Vulcan” stantly locked or released by a turn of the handle. 
Lugs 


Bolt a ‘‘Vulcan’’ Vise on your counter where it 
Sena Sas SRR catches the attention of your trade. Watch ’em 
the gap between the b Li > 
vise jaws and prevent start to Duy. Literature: 
the bending of small 


pipe. he H. WILLIAMS & CO. 


This is an exclusive “The Drop-Forging People’ 


“Vulcan’’ feature. No 





other vieccan haveit. New York BUFFALO Chicago 


GENUINE 


WILLIAM 


UPE OLs 


“VULCAN” 


DROP - FORGED 


CHAIN PIPE VISE 


When writing to Advertisers please mention Miri Suppties. 
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A SELF CONTAINED OUTFIT FOR REDUCING THE DEALERS EVERYWHERE 





SELL THEM AND 


COST OF PLATING AND FINISHING MAKE FRIENDS 

















GOODS IN METAL, GLASS, COM- 
POSITION OR OTHER MATERIAL 


may be cheapened in cost and improved in appearance 


Hardware Medals Buttons 

Name Plates Dies and Tools Machinery 
Brushes Jewelry Gears 

Gas Fixtures Skates Bag Frames 
Glassware Aluminum Jars Firearms 
Cameras Silverware Suspenders 
Combs Caskets Telephones 
Electric Bulbs Elevators Electrical Goods 


Leiman Bros. Automatic Continuous Feed 


SAND BLAST 


will prepare the surface of metal goods of every shape, 
size and quantity—an easy, simple method of doing the 
work that any one can use—an inexpensive outfit to buy, 
used by the world’s leading manufacturers in every line. 
The article may be any size or weight—we have an 
outfit for all. 


Full information for a postal 
LEIMAN BROS. 


23-(L627) Walker St., New York 


Vakers of good machinery for 35 years 





‘y We) 
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What would your reac- 
tion be if you opened up a 
letter like the following ? 


This Republic jobber thought he 
had no market for Fairway until 
we proved he did have. 


“The samples of Fairway Water Hose 
came to hand a few days ago and it did 
not take us long to see that it is the 
best piece of hose we have seen in 
many days. 

We are enclosing our order which will 
no doubt take care of our requirements 
for the balance of the season. 


Thanking you for putting us wise to 
such good hose, we are—” 


We can do the same for you 


THE REPUBLIC RUBBER Co. 
Youngstown, Ohio 
BELTING PACKING 
HOSE FLOORING 
MOLDED GOODS 





























600,000 


Satisfied Users of U. S. Automatic 
Injectors requiring repairs and 
replacements, together with an 
assured and proper profit to the 
jobber through our established re- 
sale prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
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DETROIT, MICH. 
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BEARIUM 


oo Nee ne ee 


A Bearing Metal with Increased Service Life 
Non-Scoring— Non Seizing— Proven by Nationally Known Users 


ee OO SR RRA sO ET Ne 























The Bearium Proposition 


Appeals only to those Distributors who put 
Quality, Wearability and Performance first. 

A Constructive Sales Policy, plus 100% Coop- 
eration. Exclusive Territories. 


You are at liberty 
to write any of the 


following Distributors— 


BOSTON—Lewis E. Tracy Co. 

BUFFALO—Root, Neal & Co. 
CHICAGO—Paulsen Supply Co. 
CINCINNATI—The E. A. Kinsey Co. 
CLEVELAND—The Strong, Carlisle & Hammond Co. 
DETROIT—The Strong, Carlisle & Hammond Co. 
ERIE—Coblentz Tool & Supply Co. 
HOLYOKE—J. Russell & Co. 
INDIANAPOLIS—The E. A. Kinsey Co. 
KALAMAZOO—The Edwards & Chamberlin Hardware Co. 
LONG ISLAND CITY—Long Island Hardware Co. 
MONTREAL—F. Bacon & Co. 

NEW HAVEN—The C. S. Mersick & Co. 

NEW YORK—Topping Brothers 
PHILADELPHIA—Maddock & Co. 
PITTSBURGH—Pittsburgh Gage & Supply Co. 
ROCHESTER—Cook Iron Store Co. 

ST. LOUIS—Handlan-Buck Manufacturing Co. 
SCHENECTADY—Clark Witbeck Co. 
SYRACUSE—The C. H. Wood Co. 
TOLEDO—The M. I. Wilcox Co. 

TORONTO —H. A. Harrison Tool Co. 


BEARIUM BEARINGS, INCORPORATED 


32 BROADWAY, NEW YORK CITY 
Foundries: Buffalo, N. Y., So. Boston, Mass. and Toronto, Ont. 


Associate Member National Supply & Machinery Distributors’ Association 


When writing to Advertisers please mention Minti Superirs 
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Prompt Servi 

As soon as your order reaches our office it 
starts on its uninterrupted way to fulfill- 
ment—no delays—no broken promises. 
Our record for speedy service has been a 


valuable asset in building business for 
more than a score of years. Your cus- 













Manufacturer’ of Pace- 


maker transmission belting, tomers will appreciate this promptness, 
Arno conveyor _ belting, and the quality of our goods guarantees 
Hose, Packing, etc. 


you repeat orders. Let us tell you about 
our sales proposition. 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 











Sprout, Waldron & Co. 


Muncy, Pa. 















































Manufacturers of Dealers Note 


MONARCH MILLING EQUIPMENT esi aie ena 
MONARCH CONVEYING EQUIPMENT || ¥e@"s we have been manu- 


facturers of Flour, Feed and 
MONARCH CAST IRON PULLEYS ool Wie Wid, 


MONARCH HERCULES SHAFT We recently added a com- 
HANGERS plete line of conveying and 


elevating equipment along 
MONARCH HENDERSHOT SHAFT 


with cast iron solid and split 
COUPLINGS pulleys, and have just pur- 
chased the complete line of 
Power Transmission Ap- 




















A COMPLETE 

LINE OF POWER , ¢ 
TRANSMISSION APPLIANCES Piances for many years 
manufactured by Valley 


Iron Works 






















Catalogs sent 
on request 


Send us your inquiry 
for quotations 
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The holding power 
of six keys 


Imagine a set screw socket and 
wrench — each with 
0 seats. What holding power you 


Ye ah _ 
/ Cre six key 
j , 
would have when the wrench 
+o! and six keys are inserted in the 
i socket! The tightest set would 
be easy and you would not hesi- 
tate to “lean on it” when the 





—._ job required it. 
, ot \ ° ° ° 
f “£™ \ The Bristo socket design is even 
| v M more effective than this. Dove- 
\ AN v tailed flutes are cut in the 


wrench and socket. They inter- 
lock when put together — just 
like dovetail-shaped key seats, 
with the keys an integral part of 
the screw. 


The dovetails transmit the 
power applied to the wrench in 
the direction the screw is turn- 
ing. Actually, the tendency is 
to contract the screw. No trou- 
ble with spreading and _ split 
sockets, rounded corners 
slipping wrenches. 


and 


Here is the set screw for every job. 
In your shop it will help you to cut 
maintenance costs. In your product 
you can depend upon it to give the 
utmost in service and you can claim 
quality in every part. 


Bulletin 820-H describes the Bristo 
line in detail. Write The Bristol 
Company, Waterbury, Conn. 


| This same socket is used in Bristo |, 
Socket Ilead Cap Screws. f 


STO 


Safety —=«, 


SCREWS 








SE 





Mechanics 
say—‘‘Cheney 
Hammers 
are right” 





Men 


use tools 


who 
know tools best. Carpenters, 
machinists—these men who 
are particularly fussy about 
the tools they use, have been 
mighty keen about Cheney 
Hammers for more than 90 


most, tion of working with good 
and well-made tools. And 
from handles to heads, from 
“feel” in the fist to their 
famous ‘‘hang,’’? Cheney 
Hammers have got the stuff 
that men want in hammers. 
That’s why men continue to 


ask for Cheneys. 


years. 
Mechanics like the satisfac- 
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Diesels Prove Value of 
Hoyt Oil Engine Babbitt 


In the big Diesel Engines similar to the 3,000 horse- 
power Diesel shown in the illustration, Hoyt Cil Engine 
Babbitt has stood the strain of trip after trip to all the 
Seven Seas. That is why engineers rely on it for oil 
engine bearings. 








The Hoyt line of babbitts is complete. There are eight 
distinctly different kinds, each of which has its own 
particular use. Send for ‘‘ Babbitt Metal Data’’, a 
booklet which ycu can obtain by simply requesting it. 
It contains a wealth of valuable babbitt information. 


HOYT’S GREAT EIGHT 


Genuine ‘‘A’”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A”’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 
Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 
NEW YORK CHICAGO DETROIT 


Send for 
Booklet I Hoyt Oil Engine Babbitt is the most economical babbitt for 


oil engines. It is purposely made to withstand the strain of 


cont:muous running. 











ou Need a Perma- 
nent and Dependable 


Source of Supply 
for Wiping Cloths 


There are two kinds of wiping cloths on the market 
—the safe and sanitary kind that is sterilized, 
Guarantee branded and guaranteed free from all danger of in- 
fection, and the plain, unwashed cloths that are 


BLUE GRASS Wipers neither branded nor sterilized. BLUE GRASS is 


d lishin loths ; : 
wt aly in as the brand you need not hesitate to show in your 


they are exactly as catalogue and sell without fear of dissatisfaction. 
represented. If ‘ound : Ask for distributors’ prices. 
otherwise, any aid all ‘ 

shipments are return- . ‘ . " 
able to the factory Louisville Sanitary Wipers Co., Inc. 
without cost to you. In 
this connection you robes 
have the last word and Louisville, Kentucky 
are the sole judge. 





Trade Name Reg. U. S 





Factory and Office, 759-765 South Preston St. 
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Red Star Products 
Carried in Stock 


The above seal of 
successful perform- 
ance iS your sguaran- 


RED STAR CARTS 


tee that many of 
the most prominent 
and successful Con- 
structors have inves- 


tigated Red Star Bar- se sin Saati 
rows and recommend 
their adoption by ———— 
others. , RED STAR CHUTES 


The Red Star line has been coveted and 


The Clevela nd Wheelbarrow prized by Contractors Machinery Houses 


in over 100 cities. 
& Mfs. Company We are now opening up the factory field 


‘ ‘ h h MillS ly Distributors. 
Postoffice Station D sett ee 


+ Only one Mill Supply Distributor will be 
Cleveland, Ohio, U.S.A. picked for each city. 


If you wish to merchandise with quality, 
write us now. 
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“Of the making of many books there is no end’’—mills are kept 


busy manufacturing paper for the thousands of volumes pub- 
lished every year. 


In the big paper mills—as in many other important industrial 
plants—Cocheco Belts are a favorite power transmission medium 
because of their quality and durability. 


Heavy machinery in practically constant operation under difficult 
atmospheric conditions creates diffcult power transmission re- 
quirements best met by the highest quality leather belting. 


y 
No En ' Cocheco is chosen because service and durability make it ex- 


The Cocheco “Book on Belts” 
tells why to use, how to select 
leather belting: shows the 
reasons for Cocheco quality. 
May we send it? 
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tremely economical where the requirements are high. 


I. B. WILLIAMS @© SONS 


DOVER, NEW HAMPSHIRE, U.S. A. 












BRANCHES: 


Chicago, 1215 Washington Blvya. 


New York, 71-73 Murray St. 


Detroit, 5219 Trumbull Ave. 


Boston, 111 Summer street 
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**Van Dorn” Drills and Grinders are a 
big part of this production plant. 


Battery of ‘“‘Van Dorn” 
Grinders in operation. 


Every Plant 


a Prospect 


Sounds like a big claim until you consider the 
completeness of the ‘‘Van Dorn”’ line. Production 
plants, large and small, all have many uses for 
‘Van Dorn”’ products ranging from production 
drilling, grinding, screw-driving, etc., to the hun- 
dreds of odd maintenance jobs. Every time your 
salesmen make a call, there is a possibility of a 
sale if you carry this line. 


‘Van Dorn”’ quality is unquestioned, too. Every 
tool is made in our own plant, of the finest ma- 
terials, properly inspected and tested. 


It costs less to stock ‘‘Van Dorn’”’ tools, because 
every item is popular and in general use today. Con- 
sistent National and Business Paper Advertising 
has built a demand that insures a fast turn-over. 


The universal use of these tools in plant, shop and 
home makes this line profitable to all jobbers. 


Have you investigated? Your territory may be 
still open. Write for full information. 


Sales and Service 
Branches Se 

Atlanta 
Boston 
Buffalo 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Indianapolis 
Kansas City 


Electric Drills, Reamers 
Grinders, Screw Drivers 
etc., for Production and 
Maintenance 





“Van Dorn”’ 14" Drill and Bench Drill Stand 


save time on maintenance work. 


Van Dorn Products 


Electric Drills Electric Reamers Electric Screw Drivers 
Electric Valve Lappers Electric Tappers 
Bench Grinders Floor Grinders Aerial Grinders 
Twist Drill Grinders 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, 
Reaming and Grinding Machines, Etc. 


Cleveland, Ohio 


99 


Sales and Service 
Branches 


Los Angeles 
New Y ork 
Philadelphia 
Pittsburgh 

St. Louis 

Salt Lake City 
San Francisco 
Seattle 
Toronto 
Winnipeg 


RIC 
TOOLS 
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Apartments 





HE day of 
better apartment 

buildings is here. In keep- 
ing with the improvements in design, 


location and interior plan, has come a corre- 





sponding demand for better structural materials. Nothing short of the most 
reliable material can meet the purpose of the owner, the architect and the 
engineer—and this is especially true of pipe. 


The large amount of pipe required for the various facturer of wrought pipe in the world—the only pipe 


services in a modern apartment building and the vast made by the Scale Free Process (butt-weld sizes '/7 


amount of water, etc., used daily, add importance to ,,, S-iech) and Soclbaio;d (44k and ended 
the selection of the right material. A review of the Th arena” being f ; le. j ; 
specifications for many of the finest apartment build- _ . being freed of mill-scale, in- 


ings in the country shows a strong preference for sures added life to pipe lines, particularly in those 
“NATIONAL” Pipe—made by the largest manu-_ sections where water is of a corrosive nature. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 


DISTRICT SALES OFFICES 


Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
Pacific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
Export Representatives: U.S. Steel Products Co. New York City 


When writing to Advertisers please mention Mitt Supp tiers, 
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Always Dependable 


Powell Valves 


ARE CONSPICUOUS FOR TROUBLE-FREE AND LASTING SERVICE 





peo 





COND Correct design, accu’ Powell products include 





rate processing, and Bronze, Iron and Steel Globe, 
careful testing insure Angle, Cross, Check, Gate and 
a ale Safety Valves, Lubricators, 
lasting service. 

Oilers, Grease Cups and other 


- engineering appliance. - 


THE WM. POWELL CO. 


2521-2531 Spring Grove Ave. 


Cincinnati, Ohio 


Fig. 512 Fig. 375 
150 Lb. Gate Valve 200 Lb. Gate Valve 
Sizes % to 3 inch Sizes \%& to 3 inch 
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= A Proposition that Fits = 
be. e 
= YOU Like a Glove _ 
= We don’t believe in spreading business out so thin among wae 
- all the jobbers in a territory that no single one can make 

real money. 
es We'd rather concentrate—and YOU can be the exclusive jobber for asl 
— “THE CINCINNATI” DRILLS, GRINDERS AND BUFFERS. You get = 
a the full benefit of inquiries and our generous dealer-helps. = 
pores A chance to line up with one of America’s oldest established and a 
= most progressive electrical tool manufacturers. Sig 
SF, Just drop us a line and we'll give you all the information. iy 
ot 
we Pine 
2 THE CINCINNATI ELECTRICAL TOOL CO. — 
Y 2681 Madison Rd., Cincinnati, Ohio % 
“ Sales offices and service stations in principal cities ~\ 
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THE TRIPLE CONVENTION 

What there is to say about the forthcoming triple 
convention of the mill supply associations will be 
found in two articles in this issue. One leads a 
number of letters from the field, called out by an 
editorial in the May issue of MILL SUPPLIES, which 
was captioned “A Plea for Fair Play.” It is believed 
vou will read them. The article starts on page 45. 
The tentative programmes to be presented by the 
associations start on page 47, with pictures and 
descriptions of various scenic points of interest to 
be met with enroute, information concerning enter- 
tainments planned, etc. A four day trip on a fine 
boat is attractive. Members of the three associa- 
tions will never have a better opportunity to do 
something definitely constructive, but if there are 
any sound plans formulated by any body of men, 
they are unknown in this office. So most of us 
can approach the coming convention with hope and 
a lively curiosity as to the outcome of the contact 
between the officers and members of three associa- 
tions whose aims and interests are in the main iden- 
tical. Till then! 





THE BUSINESS SITUATION 
The business situation at the present time pre- 
sents many unique features, as all our readers have 
no doubt noticed. Despite that, some of these fea- 
tures are worth recalling. The country is undoubt- 


edly prosperous, with the railways, the great utility 
and manufacturing combinations standing out 
strongly. ‘This despite the most freakish weather 
known in years, with untold millions lost by reason 
of floods and cyclonic winds. More than ten mil- 
lions of dollars have been raised quickly to aid the 
flood sufferers in five states. Cotton, in the face 
of the largest crop ever known, recovered sharply 
after a heavy break, and is now selling at a price 
little below that of a year ago. All grains have 
advanced steadily during the last few weeks, and 
show a fair price for the growers. The strike of 
union miners in the soft coal fields is proving of 
little importance due to the heavy output from non- 
union mines. The stocks of scores of corporations 
having their securities listed on the New York stock 
exchange, have reached record breaking heights, 
due to unusual earnings. Money is in abundant sup- 
ply, and at reasonable rates. 

The railways are busy, are making money, and 
are buying freely of rolling stock and improving 
their roadways and terminals. Building construc- 
tion throughout the country continues at a high 
figure, and road building by the government, states 
and counties is running into amazing totals. Mil- 
lions of dollars must be spent in rehabilitating the 
flooded areas and providing for the control of floods 
in the future. To industries that is the silver lining 
for at least one dark cloud. 

Labor is generally well emploved at relatively very 
high rates, resulting in rather extravagant spending 
by all classes, which really accounts in a great degree 
for our widespread prosperity. It is certainly not 
necessary to say that not all branches of business 
and all the units in every line are making money, 
or making all they think they should. Of course 
they are not. If they were, it would mean that sound 
business training, experience and ability stand for 
little or nothing. 





ARE YOU REALLY SET? 

In case you are going to attend the triple mill sup- 
ply convention and someone asks you, ‘Are you all 
set?” what will be your answer? You have made 
your reservation and received your berth or state- 
room assignment, and have completed arrangements 
so that you will be scot free from all other duties at 
convention time, but are you really fully prepared? 

The average distributor or manufacturer has sev- 
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eral reasons for attending this convention. Among 
other things, he wants a brief relaxation from his 
duties, and they say there is nothing more conducive 
to such relaxation than a water voyage. Then, again, 
he wants to mingle and chat with other mill supply 
men—men from Texas, from Massachusetts, Florida 
and Ohio, from Minnesota, from every section of the 
United States. But the most important reason for 
his attendance at the convention is a business rea- 
son. He wants to gather information that he can 
take back with him and profit by, and to talk over 
business matters and perhaps close deals with those 
with whom he has direct relations. In short, he 
wants to benefit himself and his company through 
conversation and the discussions at the regular ses- 
sions. He may not benefit to the full, however, if 
he is not ready to contribute his bit. 

Nearly every man who goes to the convention has 
matters he would like to hear discussed, opinions 
that he might express. If he does not present his 
views, when they are important, he is lacking in 
loyalty to himself, his company and his association, 
or he is too modest. There is no need for modesty, 
for men attending the convention do not expect to 
hear an oration from everyone who takes the floor. 
They would rather hear plain statements of fact, or 
have direct, logical questions asked. They want you 
to express yourself just as you want them to give 
their opinions. There is need for loyalty, however, 
loyalty that impels a man to say what he has to say 
during conventions, not after them; loyalty that in- 
fluences him to stick to remedies advised or agreed 
upon after he returns to his business. 

Why not give an hour to the task and jot down on 
a pad the thoughts that are in your mind, then when 
vou are at the convention keep an eye on that pad 
and see to it that nothing is left unchecked? There 
is every reason why this renewal of the triple con- 
vention should be the most successful in the history 
of the three associations, but it is up to the individual 
members to bring about that success. This can be 
done if everyone will make up his mind to do his 
share. In unity there is strength, but unity to be 
real must have strength in every component part. 
Let’s all be really prepared and make the 1927 con- 
vention the best ever. 





OFF TO A GOOD START 

The April meeting of the board of directors of 
The Power Transmission Association in Chicago 
served to bring out the fact that the association is 
going about its work in an energetic, systematic and 
comprehensive way. The action of the directors in 
authorizing a continuance of the survey of markets 
for mechanical power transmission mediums by 
Homer S. Trecartin, and the decision to create a 
board of advisory engineers, chosen from the lead- 
ing industrial and operating engineers of the coun- 
try, under the chairmanship of William Staniar, 
show that they do not intend to allow haphazard ac- 
tivities to be a characteristic of their program. 

When the survey by Mr. Trecartin has been com- 
pleted, the association will have the whole field laid 
out before it, and a fund of knowledge that will pro- 
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vide a guide upon which the organization may base 
its activities. The advisory board will assist in solv- 
ing the problems that daily confront industry in the 
mechanical transmission of power, and advise, when 
requested, as to the most economical and efficient 
layouts for new installations and the simplification 
and modernization of existing set-ups. The creation 
of this group of unbiased engineers should serve to 
impress upon the consuming public the fact that the 
association is attempting to work in a fair, open- 
minded way. 

The association has already sent out one important 
questionnaire to 16,000 manufacturers and engi- 
neers. It is also providing for the proper publicity. 
A slogan and emblem contest, which closes June 5th 
and is open to all, is being conducted and plans will 
be made for co-operative advertising by the asso- 
ciation, and a better coordination of the advertising 
of individual members at a meeting of advertising 
and sales executives of mechanical transmission 
manufacturers in Cleveland June 11th. 

The attitude of the association was well expressed 
by President Fisher in his report at the directors’ 
meeting when he said: “Let me repeat that it should 
constantly be borne in mind that we are not organ- 
ized to combat or fight electrical driving, but to 
develop and promote the use of our own products 
by advocating the right drive for given installations, 
whether the prime mover be an electric motor, a 
steam or gas engine, water wheels or any other 
method of developing power.” 

The Power Transmission Association has started 
out with a sensible, clearly defined purpose in mind, 
and it has begun its work in a business-like, thorough 
way. There is every reason to believe that with a 
continuance of good management and with the 
purpose of the organization ever in mind, it should 
serve well not only its own members, but industry 
in general. 





It does not appear that many mill supply houses 
in the south were greatly damaged by the Missis- 
sippi river flood. The activities of some were seri- 
ously interrupted, it is true, but much of the loss 
will be made up in the increased business which will 
come with reconstruction. It is to be hoped that the 
people who have suffered so much from the great 
devastation will soon be free from the misery that 
has burdened them and able to continue in their 
efforts to make the most out of life. 





Business men who go up in the air over the trou- 
bles that beset them and tend to become panicky 
over the future may learn a lesson from the recent 
feat of Captain “Lucky” Lindbergh, the intrepid 
pilot who carried the Stars and Stripes in the first 
non-stop flight across the Atlantic. Captain Lind- 
bergh went a lot higher in the air than most of us 
ever will venture, never knowing when, where nor 
how he would come down. Nevertheless, he faced 
the issue courageously, and carried through to a 
glorious success. A photograph of Lindbergh stand- 
ing beside his trusty plane might not be a bad adorn- 
ment for all men’s desks. 
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“A Plea for Fair Play” 
Answered from the Field 


The Result of an Effort to Find Out What Mill Supply Manufacturers 
and Distributors Think Ought to Be Done, or Could Be Done at the 
Forthcoming Triple Convention in June to Better Conditions in the 


Three Mill Supply Associations, and in the Distributing Field Generally 


In the May issue of MILL SUPPLIES there appeared an 
editorial captioned “A Plea for Fair Play.” It covered 
in some detail the situation in the mill supply field, par- 
ticularly as concerned the attitude of distributors and 
manufacturers toward the three associations. Are the 
associations functioning as they should, was asked, and 
if not, where lies the fault? It was held that the exec- 
utives were probably doing the best they could with the 
aid they were receiving from their members, as too many 
of their critics did not attend conventions, and when they 
did attend failed to step out in the open and voice their 
complaints and offer definite constructive plans for their 
betterment. Attention was called to the forthcoming meet- 
ing of the three associations on the steamer Noronic on 
June 13th, with a suggestion that all concerned attend 
this triple convention and do their energetic best to see 
that needed reforms were put in force on a workable 
basis. 

It must be conceded that in a final analysis the mem- 
bership is responsible for the conduct of the associations, 
not the officers alone. If the organizations are basically 
wrong, change the foundations. If the executives are 
incompetent or indifferent, it is up to the members to 
remedy that condition. If there is too little money placed 
at their disposal to accomplish what you think ought 
to be done, then increase the income and see to it that 
the money is properly budgeted. 

It was not assumed in the editorial that associations, 
as such, could correct all the alleged evils connected 
with production and distribution in the industrial field. 
Price cutting and unfair competition can never be less- 
ened by passing resolutions, but can be greatly decreased 
by a better understanding of the other fellow’s position 
and his reasons for operating as he does. You may be- 
lieve he is rankly poisonous in his competitive methods, 
and yet he may be a very decent citizen and business 
man. The natural inference in the editorial was that 
the proper thing to do was to attend the triple conven- 
tion, secure contact with the other fellows who think 
as you do, or somewhat near it, and get into action. If 
you cannot secure what you want with a battle ax or a 
sledge hammer, try a stuffed club, or even sweet reason- 
ableness and diplomacy. 

There follow some comments on the editorial: 

L. J. Larzelere, president, Southern Supply and Machinery Deal- 
ers’ Association, Jacksonville, Florida: 

Your agitation to secure attendance of the jobbers in par- 
ticular at the Triple Convention, to be held on the Steamer 
Noroniec in June is well timed. 

Either the Associations are worthy of support by the trade 
or they are not. There can be no middle ground. 

The general apathy that seems to exist both north and 
south, among the jobbers, can hardly be explained. A great 
many seem to have their heads in the ground, like the 
ostrich, and believe that they are safe. 

If conditions are ideal we don’t need any convention or 
any association, but I haven’t met anyone who takes that 


viewpoint, and it would therefore seem to be a logical defense 

against adverse conditions for every jobber to attend this 

convention and at least make the attempt to place the job- 

ber’s business upon a proper footing for at least a reasonable 

return upon their stockholders’ money. 

Alvin M. Smith, secretary, Southern Supply and Machinery Deal- 
ers’ Association, Richmond, Va.: 

I have read the editorial, “A Plea for Fair Play,” and think 
it is very excellent material. 

It has been my observation that most all the critics in the 
years that I have served the industry have either been men 
who do not participate in the discussions er who do partici- 
pate and, with few exceptions, have nothing constructive to 
offer, except in some cases when they have demanded that 
the association, as a pre-requisite to membership, force its 
members to agree to maintain certain fixed prices; which 
plan, being illegal, could not possibly be gone into, and I 
think such critics knew it. 

As I have seen it, the great weakness in our cooperative 
effort, both in our association and the National, has been 
the refusal of so many of those in the industry to look at the 
broat problem from anything but a selfish, personal view- 
point. What has been for the good of the whole has been 
ignored for the benefit (whenever it seemed possible to put 
it over) of the few or the individual. 

If out of the discussions on the relations between the pro- 
ducers and ourselves that we hope to go into during the 
June convention, a plan to better the situation, and to increase 
the interest in the effert and the membership, with the finan- 
cial support of those in the industry, is adopted, certainly I 
would be wholeheartedly in favor of supporting it to the 
extent of my ability. I have no selfish motives, but am, as 
always, interested in the standing of our industry as a whole 
and look toward proper business ethics and profits. The 
falling off of any of the memberships in the associations has 
not been due, in my judgment, to a lack of unselfish and 
sincere effort on the part of the officers and committees or 
of the paid secretaries, but purely from a lack of proper 
interest that should have been expected from the members 
in the industry in the problems that have confronted us from 
time to time, and which call for solution after consideration 
by the interested thinkers and leaders in the industry. 

Your editorial should make a good many of our people 
think; though whether it is going to make them think 
enough to come to the convention and discuss this matter, 
looking toward a final conclusion upon a basis that will be 
to the interest of all, I cannot say. * * * 

In conclusion: J don’t think the whole situation is any- 
thing like as bad as has been painted, and while I must 
admit that it is quite possible that numbers of distrib- 
utors as well as producers may not have functioned prop- 
erly or faced the facts needed to force them to function 
properly, I don’t think the industry as a whole in either 
branch has failed. There are many reputable concerns that 
are doing well, making money, operating upon a proper stand- 
ard of ethics, with a full knowledge of merchandising, its 
risks and its necessities; and I cannot help but believe that 
many of the difficulties that confront us can be ironed out 
properly and satisfactorily if the majority of the industry 
will pull together in double harness, always bearing in mind 
that the effort must be unselfish and based upon benefits to 
the whole industry. 

I have always believed that any local situation can invari- 
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ably be handled by the people in that locality if they will 
meet the issue fairly and squarely and without personal or 
business prejudice. The most serious difficulties in any com- 
munity where a number of people in the same line of busi- 
ness are located have been brought about purely because 
of personal or business animosities, and the belief that it 
was not possible to cooperate. Such a position is not tenable, 
and no matter what a man thinks about his competitor per- 


sonally, he should be willing to meet him, on questions of 


business policy, without regard to personal or business 
prejudice. 
B. H. Ackles. president, The National Supply and Machinery Dis- 
tributors’ Association, Detroit: 
Your letter of May oth calling our attention to your 
editorial entitled “A Plea for Fair Play,” has been received. 
It is my hope that every person in the mill supply field, 


either distributor or manufact 
give same a lot of thought. 


urer, will read this article and 
In our association we are sending a letter to all our mem- 
bers calling their attention to this article and suggesting 
they read it carefully. 
The officers and executive committees of all three associa- 
tions have spent a busy year in an endeavor to bring about 
a workable plan for the good of the industry. These plans 


ill be explained on board the Noronic. Personally, I don’t 
believe there is a distributor or manufacturer in the mill 
supply field who can afford to be absent from our triple 


convention. I might say it is my honest feeling that if they 
are absent it will be their loss. 

George A. Fernley, 
Distributors’ 


secretary, The National Supply and Machinery 
Association, Philadelphia: 

T have yours of the 14th and particularly note the post- 
script. Your editorial covers many topics of a more or 
related character. 
able, thoughtful 


less 
Permit me to congratulate you upon this 
presentation. 


In our study of the business, we fee! safe in stating there 
are two main causes for the present unprofitable business 
of mill supply distribution. These are: 

First: Price cutting among distributors. 


Necond: 


Direct competition of the manufacturers who sell 


the distributor and then at the same time endeavor to sell 
the customer of the distributor. 

There are, of course, other minor evils, but if the two 
mentioned above were remedied, the distribution of mill 
supplies would be on a much more satisfactory basis. 

During the past twelve months our association has been 
exerting every possible effort to remedy these two evils, and 
we believe our educational work, which has not only been 
conducted by this office through correspondence with our 


members, but also through 
bear fruit, and we have 
mental conditions are 
year ago. 


local associations, beginning to 
no hesitation in stating that funda- 
much better today than they were a 


Don S. Brisbin, president. American Supply and Machinery Manu- 


facturers’ Association: 


Recently you asked for the writer’s comments on your edi- 


torial in MILL SuPPLIES, May issue, entitled “A Plea for Fair 
Play.” 

You may say for the writer that the dealer associations 
and the manufacturers’ association in the mill supply field 


are by no means asleep. Those who attend the triple con- 
vention on board the Steamer June 13th to 17th, 

ill be informed of the constructive programme that is before 
the respective associations. 

Rome was not built in a day, neither is it possible to change 
over night the operating policies of any association, whether 
it be dealer or manufacturer. Perhaps a little patience at 
this time should be the watchword. There is nothing to be 
gained, as the writer sees by becoming panicky, particu- 
larly so because the executive committees of the three asso- 
ciations have spent a great deal of time in finding out just 
what is best for the associations and the industry. 


N oronic, 


The problem at this date is not altogether solved, but it 
will be. I agree with you that there is a new era for asso- 
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ciation work in the mill supply field, and to that end we are 
working. 

It is the duty of those manufacturers and dealers who are 
interested in the problems of distribution—and all should 
be—to attend the triple convention in June. The programme 
will ke constructive in every detail. 

I take this opportunity to thank you for the close co-opera- 
tion extended through MILL SUPPLIEs during the last year. 

F. D. Mitchell, 


facturers’ 


secretary, 


American Supply and Machinery Manu- 
Association, 


New York: 

It seems to me that the editorial which you sent along with 
yours of the 18th is a very fair statement of conditions. 
You would be surprised to know how hard it is to get con- 
structive criticisms. * * Thanks for your continued 
thought and effort on this ees, situation. 


4}. H. Fisher, secretary and sales manager, T. B. Wood's Sons Com- 


pany, Chambersburg, Pa.: 
The editorial in the May issue of MILL SUPPLIES, under 


the title of “A Plea for Fair Play,” undoubtedly is touching 
a subject which sooner or later must be approached and 
solved by the associations representing two lines of business 
which are vitally interested in and dependent upon 
other—the manufacturer and the distributor. 

That there is and has been much criticism and complaint 
under present conditions is a fact, but is it not true that most 
of this unrest is the internal dissatisfaction within the asso- 
ciations, and not one with the other; and in the final anal- 
ysis is not the greater proportion of this unrest due to dis- 
cussion on the subject of the triple convention, whether it 
shall be held, and if so, when and where? 

Most of the arguments and discussions today by members 
of the different associations are about the triple convention, 
and the different trade papers are running columns on the 
subject. 

One suggestion for the elimination of this fertile subject 
for argument is that the manufacturers permit the two 
dealer associations to select each year a meeting place con- 
venient and agreeable to them, which selection undoubtedly 
would always be satisfactory to the manufacturers. If this 
plan were followed it is quite probable the three associations 
would meet together more frequently and with less discus- 
sion, because the one party, the manufacturers, would always 
agree to any decision made by the other two. 

There are certain basic principles for 
tion stands, by following which each would benefit, and the 
sooner these courses are charted and followed the better it 
will be for all concerned. If each association would set its 
own house in order and then confer with the others upon 
subjects of mutual interest, much good could be accomplished. 

In the manufacturers association nearly every industry has 
its own association looking after each particular group, and 
consequently there little general work possible that would 
benefit all the members, but there is one principal function 
it could and should perform, namely, the developing and 
fostering of the best methods and means of distributing 
the product of the manufacturer to the consumer in such 
manner as will be mutually profitable to dealer and manu- 
facturer. 


each 


which each associa- 


Unquestionably there are some dealers who are not receiv- 
ing the support they should have from some manufacturers 
who do not have a sufficient amount of sportsmanship in their 
systems to stand losing an order occasionally, but who 

rather than stand by their accredited representative will try 
to get the business direct or through some other dealer in 
the same territory. On the other hand, there are manufac- 
turers who deserve better treatment than they are receiving 
from some dealers who do not have sufficient backbone to 
stand by their principles, and who are willing to sell any- 
thing the customer wants, even though it is the product of 
some manufacturer whom they are not representing 
who does not protect them. 

The greatest interest of the manufacturer lies in the suc- 
cess of the dealer, and in turn the greatest interest of the 
dealer is in the attitude of the manufacturer; consequently 
it should be to the advantage of the two groups to have 
committees to study the various problems and suggest solu- 

(Continued on page 12.') 
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A Triple Convention That 
Promises Definite Results 





Members of Three Mill Supply Senuintiens to Meet on the Steamer Noronic, 
| June 13th-17th, Northward Bound from Detroit to Mackinac Island, 
Thence to the “Soo,” to Georgian Bap and back to Detroit 











When the Steamship Noronic slips away from its moor- 


ings at the foot of Brush street in Detroit, Monday 
afternoon, June 13th, three great associations—the 
Southern Supply and Machinery Dealers’ Association, 


The National Supply and Machinery Distributors’ 
ciation and the 
facturers’ 


Asso- 
American Supply and Machinery Manu- 
Association—will have embarked on their first 
convention aboard ship, and one which it is hoped will 
be the most successful in the history of the organiza- 
tions. 

Never were more important meetings scheduled by any 
of the associations than those planned for this renewal 


of the triple convention, following a lapse of several 
years. The primary purpose 
of the convention is business, 
and while a stately ship and 
luxurious appointments — will 
supply a fitting environment 
for the gatherings, and a 
goodly measure of fine relaxa- 


tion and entertainment is prom- 
ised, nevertheless, business has 
been uppermost in the minds of 
those arranging the convention, 
and undoubtedly will be upper- 
most in the mind of every seri- 
ous thinking representative who 
walks up the gang plank of the 
Noronic June 13th. 

The Noronic is scheduled to 
leave its dock in Detroit at 3 
o’clock eastern standard time 
on Monday afternoon, June 


13th. <As it glides out into the 
Detroit river, the above pano- 
rama—the impressive sky-line 


f Detroit’s business district— 
will unfold itself. Slowly the 
big steamer will move up the 
Detroit river, past Belle Isle, the famous amusement park. 


Dee 


Noronic” 


A little farther the river widens into beautiful Lake 
St. Clair. Over to the left the voyvagers will see hand- 
some St. Clair Flats, where live many of Detroit’s well- 


to-do in beautiful homes. 


Farther on the pathway will 
narrow again, 


into the St. Clair river. Steadily the 


| to 
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in the 


Noronic will push ahead, finally, at 
the evening, passing between Sarnia, Ontario, on one 
side, and Port Huron, Mich., on the other, into Lake 
Huron—and the journey will be on in earnest. 

Morning will find the Noronic plowing steadily on 
through Huron, until 1 o’clock in the afternoon, when 
the ship will dock at historic Mackinac Island, where the 
delegates will have the opportunity of making a brief 
visit. At 3 o’clock anchor will be up and the ship will 
be on its way once more. At 10 o’clock in the evening 
she will arrive at the locks, will pass through one 
of the locks into Lake Superior, turn around and pass 
back through another of the locks. The locks are well 

lighted, so the conventionites 

will have plenty of opportunity 

to see them, though they will 
there at night. The 
Noronie will not stop at Sault 
Ste. Marie, but will pass on 
down the St. Mary’s river and 
into Georgian Bay, and on 
Thursday morning at 10 o’clock 
will dock at Midland, Ontario. 
Canada, where a stop will be 
made until 5 o’clock in the 
afternoon and golf lovers will 
have an opportunity to play in 
a tournament that has been ar- 
ranged for the occasion. The 
Noronic will ply directly from 
Midland to Detroit, via Georg- 
ian Bay and Lake Huron, dock- 
ing at Detroit at 3. o’clock, 
eastern standard time, Friday 
afternoon, June 17th. 

ADDRESS ON FIRST EVENING 

It will not be long after the 
start of the trip before the 
business of the convention is 
for on the evening of the first night, Monday, 
from 9 until 10 o’clock, the members of the three asso- 
ciations will gather in joint meeting to hear an address 
by William L. Goodwin, of Goodwin, Nicholas & Morton, 
Inc., New York City, who will speak on “Modern Mer- 
chandising.”” Mr. Goodwin is the only outside speaker 


about 9 o’clock in 


ee 
‘Soo 


“Soo” Locks 


under way, 
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ARGUS GENUINE “A” BABBITT 


Main bearings of engines and other heavy duty bearings require 
a babbitt that retains its strength under steady running condi- 
tions at fairly high temperatures; that is sufficiently tough to 
resist sudden and severe shocks, and that is sufficiently fluid 
to make uniform liners free from pits and blow holes. ARGUS 
GENUINE “A” BABBITT meets these requirements. It gives 
entire satisfaction for main and eccentric bearings of engines 
of all kinds. 





Putting Profit into 
Babbitt Sales 


O make the sale of Babbitt Metal profitable to the mill supply house, 

there are two elemental requirements to be met—(1) metal of quality 

and (2) a complete merchandising plan. In this advertisement we tell 
supply distributors briefly just what we have to offer them. 


Engineers and technical men who understand the use of babbitt know that 
there are three grades needed to meet all ordinary requirements—a tin base, 
a lead base and a No. 4 babbitt. Long-lasting bearings depend upon the 
correct use of these three grades. Not only do we produce these grades, 
but we publish a chart showing on what bearings each grade should be used, 
and simple instructions to the user on how to melt and pour each metal. 
This chart is given in generous quantities to our distributors so that every 
buyer of ARGUS, EDISON, and NO. 4 BABBITT may have one. The 
chart has proven a great help to distributors in keeping customers sold by 
helping them to use their babbitt correctly. 


As to our distributor’s proposition, we will not go into the details here because 
there are too many angles to be covered to do it justice. Suffice it to say that the 
purpose of our merchandising plan is not merely to sell the distributor, but to help 
the distributor to sell his territory’s full quota of metal. Ask us to go into this 
with you. 


A word as to deliveries. The capacity of the Argus smelting plant is 75 million 
pounds of white metals a year. We carry warehouse stocks in Savannah, Ga.; Port- 
land, Ore.; Memphis, Tenn.; Houston, Texas; and New York City. Every part of 
the country is well served. 


Write for the sales plan and a sample of the chart 


ARGUS SMELTING CO. 


393 Seventh Avenue’ New York, N. Y. 


EpIsON BABBITT 


Machinery Bearings require lead base, smooth running bab- 
bitt with a low co-efficient of friction, strong enough to 
make a durable bearing and soft enough to conform readily 
to the shape of the shaft. EDISON BABBITT meets these 
requirements. 
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announced at this writing. His message should be 
enlightening and beneficial to the association members. 

On the following morning each of the three associa- 
tions will hold its first executive session. There will be 
no meeting in the afternoon because of the stop at Mack- 
inac Island, but on Wednesday morning the big joint 
session of the associations will be held. That afternoon 
the National and American will hold separate meetings, 
while the Southern is scheduled for an executive session 
Thursday morning. There is a slight conflict in ar- 
rangements here, which will probably be adjusted later. 
Friday will find the two dealer associations in executive 
session, and later a joint meeting, in the nature of a 
grand finale. 

That the distributors and manufacturers have their 
problems clearly before them is indicated by the pro- 
grams that have been arranged. The topics chosen for 
discussion are significant in themselves. They bring to 
the front the very things that are giving the most trouble. 
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American Supply and Machinery Manufacturers’ Asso- 
ciation, and one of the most active of those in charge of 
arrangements for the convention. “The programme has 
heen arranged with this thought uppermost. Detail sub- 
jects have been eliminated this year in favor of topics 
of broad significance, and speakers have been secured 
who know these subjects. To encourage free speech and 
frank discussion there will be no stenographic record of 
talks or comments. Members will thus be encouraged 
to get down to cases, and if actual facts are produced 
and discussed, remedies should be forthcoming. 

“Friday morning brings another triple session, but 
this time on business matters of common interest,” con- 
tinues Mr. Mitchell: “The place of the next triple con- 
vention will doubtless be settled at this meeting, to- 
gether with any other items that may come up. 

MAY FORMULATE CONSTRUCTIVE PLATFORM 
“Following the business meeting will come a summing 
up to determine just what useful ideas have been evolved 








P 
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View of Fort Mackinac Waterfront at Mackinac Island 


Every effort will be made to produce frank discussions. 
Little time will be given to lengthy talks—discussion and 
action is the aim of the convention. 

VITAL TOPICS TO BE DISCUSSED 

“How Can the Manufacturer Assist the Distributor?” 
This is the first of the topics chosen for the big joint 
session on Wednesday morning. It will be presented by 
a representative of The National Supply and Machinery 
Distributors’ Association. “How Can the Distributor 
Render Better Service to the Manufacturer?” is the 
second. R. M. Gattshall, advertising manager of The 
Republic Rubber Co., Youngstown, Ohio, who is well 
known because of his recent activity in bringing to the 
fore the question of dealer distribution and the need for 
concerted action on the part of distributors in selling 
themselves to the consumer, will speak for the American 
Supply and Machinery Manufacturers’ Association on 
this subject. The third, ‘““Methods of Securing Increased 
Recognition of the Distributor by the Consumer,” will be 
presented by a representative of the Southern Supply 
and Machinery Dealers’ Association. There probably 
will be general discussion from the floor on all these 
subjects. 

Just glance over the subjects scheduled for discussion 
at the separate meetings of the associations. Every one 
of them is timely, every one is interesting, every one is 
vital. 

“The basic idea of the manufacturers is to find a way 
to make business conditions better for the distributor of 
mill supplies,” states Fred D. Mitchell, secretary of the 


during the convention. There will have been four days 
of business talks, both in sessions and on the decks. 
With the thought that this should be capitalized there 
will be the formulation of ‘A Platform of Constructive 
Measures.’ This should definitely settle the question as 
to whether something has been accomplished, or whether 
375 manufacturers and distributors have arrived at no 
conclusions as to how to solve the problems that beset 
this mill supply business. 

“The purpose of this entire meeting is business. The 
seclusion secured on the ship, and the fact that every- 
one will be physically comfortable, should conduce to 
thoughtful action, for there will be no telephone bells 
or factory noises. While communication may be had via 
the ship’s radio, there will be no morning mail.” 

At this writing staterooms were still available on the 
Noronic. The entire cost for the journey is seventy 
dollars per person. Reservations should be mailed to 
the Northern Navigation Co., 110 West Forty-second 
street, New York City. 

TO SECURE RAIL FARE REDUCTION 

An announcement of importance recently made by 
the committee in charge of arrangements for the con- 
vention is that it is possible for all attending the con- 
vention to secure a twenty-five percent reduction on 
their round trip railroad fare to and from Detroit, no 
matter where they live. The Central Passenger Associa- 
tion has granted the committee’s request for reduced 
fares on the certificate plan. As soon as the certificates 
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nave been printed they will be forwarded to those who 
have signified their intention of attending the conven- 
tion, and when these are presented by the ticket pur- 
chaser, twenty-five percent will be lobbed off the price of 
the round trip rail ticket. 

The Noronic, flagship of the fleet of the Northern 
Navigation Co., is one of the finest liners on the Great 
Lakes. It is normally used for service between Detroit 
and Duluth, but the convention committee has been able 
to charter it for this special trip because the summer 
season will not have officially opened at the time of the 
convention. The ship is a six decker, with three cabin 
decks, and has a gross tonnage of 6,905. It will have 
accommodations for more than 650 people. Under nor- 
mal conditions the ship has 281 rooms and 552 berths. 
Ten of the rooms are parlors with baths, 34 are outside 
saloon rooms, 92 are cabin rooms and 145 are corridor 
rooms, of which 93 are inside and 52 outside. All rooms 
are equipped with hot and cold running water. Single 

















Another View of the “Soo” Locks 


berths for one person are 30 inches wide and double 
perths 42 inches wide. Upper berths are single. Those 
staterooms without portholes are provided with plenty 
of good fresh air by means of forced draft. 

The dining room seats 272 persons at one time. 
ship includes every convenience for conventions, such 


The 


as assembly rooms, lounges, saloon, observation room 
and hall room. There is plenty of room for sports, and 
six times around the deck provides a mile walk. Good 
meals, including the buffet lunch every night at midnight, 
and a fine orchestra will add to the enjoyment of the 
cruise. 

Throughout the voyage the ship will travel in calm 
waters, never far from shore, so there will be little 
chance of seasickness. Communication will be main- 
tained with the shore at all times by radio. A doctor, 
nurse and hostess will be on the ship. Members are 
advised to bring some warm clothing, as at times it 
becomes quite cool on the northern lakes. It is 
suggested that those having cameras or field 
should bring them along. 

DETROIT HEADQUARTERS TO BE ESTABLISHED 

Announcement has also been made that the Detroit 
members of The National Supply and Machinery Dis- 
tributors’ Association—The Rayl Company, The Chas. A. 
Strelinger Co., and The Boyer-Campbell Co.—have 
secured a suitable suite of rooms at the Book-Cadillac 
hotel, which will be open on Saturday, June 11th, and 
will remain open until the boat sails. This is to be the 
triple convention headquarters in Detroit. Members of 


also 
glasses 
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the three companies. will be pleased to have delegates 
see them at headquarters, where they may procure any 
information they desire. These rooms will also provide 
a good place to meet friends. Conventionites should 
make it a point to call there if possible. 


PLACES OF INTEREST ENROUTE 
Historical and Other Facts About Principal Points That 

Will Be Visited During Triple Convention Trip— 

Detroit, Mackinac Island, the “Soo” and Midland, 

Ont.,. Canada 

Four principal points of interest will be visited by 
those participating in the triple convention voyage: De- 
troit, where the lake journey will start and end; beauti- 
ful Mackinac Island, where the ship will stop for two 
hours, long enough for the voyagers to get out and stretch 
their legs and look around a bit; the “Soo” locks, through 
which the Noronic will pass at nighttime, but which will 
be plainly visible because of the excellent lighting sys- 
tem of the locks, and Midland, Ontario, Canada, on 
Georgian Bay, where the ship will make the longer of 
its two stops. Believing that its readers will be inter- 
ested in a little advance information concerning the prin- 
cipal points of interest, MILL SUPPLIES has gathered and 
herewith presents certain historical and other facts about 
them. 
THE CITY OF DETROIT 


Detroit was founded July 24th, 1701, when Antoine 
de la Mothe Cadillac, leading a fleet of canoes, which 
carried Frenchmen and Indians, entered what is now 
the Detroit river. A site for a fort was selected on the 
right bank of the river, and here the city was born. By 
1749 Detroit had begun to grow very rapidly, and the pop- 
ulation in 1764 was estimated at 300 families. Detroit 
was the most important settlement, next to Quebec and 
Montreal, in what was then Canada, and it was situated 
at a very strategic point. It commanded the upper lakes 
and was on the line of communication used by most 
Indian traders and the whites. 

Although the shipbuilding industry, which is still an 
important industry in Detroit, began to develop between 
1769 and 1794 and some other industries were in opera- 
tion, the city was primarily a fur trading post for the 
first hundred years, and its real industrial development 
did not begin until the fore part of the nineteenth cen- 
tury. Previous to 1820 transportation had been poor, 
and the market for goods necessarily confined to the im- 
mediate region, but with the completion of the Erie 
canal, the introduction of the steamboat and the build- 
ing of railroads, manufacturing activities 
greatly during the next decade. 

By 1880 Detroit ranked nineteenth in the United States 
as a manufacturing city and seventeenth in population, 
with 116,340 inhabitants. By 1909, following the estab- 
lishment and growth of the automobile industry, the city 
had advanced to ninth in population (440,412), and the 
value of its products ranked sixth among cities of the 
United States. Today Detroit is fourth in population 
and one of the leading industrial cities of the nation. 

While there are many industries of importance in 
Detroit, such as the drug, stove and aeroplane businesses, 
and many others, it is as an automobile center that the 
city is most widely known. Charles B. King drove the 
first successful “horseless carriage” about the streets of 
Detroit in 1894, and in 1896 Henry Ford brought out his 
first car. Through the efforts of William C. Maybury, 
the Detroit Automobile Company was organized to manu- 
facture this car, but was short lived, and was reorganized 
in 1902, in connection with the Leland & Faulconer Com- 
pany, and became Cadillac Motor Company. In 1900 the 
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ly. If the cast iron should ; 
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Built Tirst to Serve and then to Sell 


HERE is this job going?” 

is the thought back of the 
manufacture of every unit in the 
complete line of Dodge industrial 
equipment.* Dodge personnel is 
ever on the alert to see that each 
unit is manufactured for the serv- 
ice it is to render. 


Thus, for example, the usual foun- 
dry method of using 


To the naked eye a pulley may be 
a pulley; a bearing just a bearing. 
But to those who test their equip- 
ment in operation for evidence of 
better performance there is a dif- 
ference—a vast difference. Those 
who look, find added value in the 
Dodge name. 


That is one phase of Dodge facili- 
ties — an under- 





one formula for all 


standing of exact 


kinds of castings is 
not countenanced at 
this plant. Each 
particular service 
requirement is spe- 


Distribution 


Fifteen District Sales 
Offices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, Onei- 
da, Boston, Philadelphia, 
New York, Newark, Atlanta, 
St. Louis, Houston, San 
Francisco and Portland co- 
operate with 500 leading mill 


needs and what will 
meet them best — 
Dodge equipment 
is built first to serve 
and then to sell. 


*Power Transmitting 


cifically met in the 
Dodge foundries 


‘ dustry. 
and machine shops. 





supply and machinery deal- 
ers in making Dodge service 
immediately available to in- 


Material Handling 
Special Machinery 











Mishawaka, Indiana 
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Dodge-Timken Bearing Applications 


Dodge Manufacturing Corp. 


HANDLING AND SPECIAL EQUIPMENT 
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Olds Motor Company was organized, and this was the 
first company to turn out cars, manufacturing 418 dur- 
ing the first year. In January, 1903, Ford organized 
his own company and made 672 cars of Model E the 
first year. In this same year other companies, includ- 
ing the Packard Motor Car Company, were organized, 
and since then the growth of the automobile industry 
has been phenomenal. The total value of all products 
of Wayne County (of which Detroit is the principal part) 
in 1926 was estimated at $2,654,845,245. Some of the 
finest mill supply houses in the country are located in 
this city. 

Detroit has kept pace with its industrial growth in 
other ways. It has built up a splendid business section. 
Its fine residences, drives and parks compare with the 
best in the country. In passing out from the city on 
the Noronic, conventionites will have opportunity to see 
the impressive skyline of the business section, the famous 
park on Belle Isle and beautiful St. Clair Flats, where 
will be found handsome residences of many of the 
wealthy. Those who have the time and opportunity to 
do so will do well to spend a few days in Detroit, visiting 
its many places of interest. 

HISTORICAL MACKINAC ISLAND 

For an island scarcely nine miles in circumference and 
containing little more than 2,000 acres, Mackinac (or 
Michilimackinac, as the Indians christened it), has an 
unusually rich historical background. Indians, trappers, 
missionaries, explorers, fur traders, and soldiers of three 
nations all contributed to the small island’s history, mak- 
ing it play an important part in the early settlement of 
the great northwest. 

Records have it that French fur traders, the first white 
people to visit Mackinac, came to barter with the Indians 
in 1626. They, the French, controlled it until 1760 
when, at the close of the French and Indian war, they 
relinquished it to the British. In the meantime, such 
familiar historical figures as Father Jaques Marquette 
and M. de Cadillac, the founder of Detroit, had made con- 
nections with the island, Father Marquette founding the 
first mission on the mainland, very near Mackinac, in 
1671. 

The British did not enjoy peaceable control of Mackinac 
after the French surrendered it to them. The Indians 
objected to their rule. In 1763 the red men staged an 


attack and massacred the mainland garrison guarding 


the island. In 1780 this garrison was moved from the 
mainland to Mackinac island proper, and since the 
church, houses and stores were moved along with the 
garrison, the village of Mackinac took form. It is now 
Mackinac City and has close to six hundred population. 

At the close of the revolution Mackinac was really the 
property of the United States, but the English actually 
held it until 1796. During the war of 1812 they recap- 
tured it, and built Fort Holmes, which is situated on 
the highest point of the island, said to be a 336-foot 
elevation. The United States again acquired the terri- 
tory in 1815 by peace treaty terms, and maintained an 
army post on the island until 1895. 

The Indians and early fur traders evidently laid out 
the trails about the island, trails that are now picturesque 
walks, bridle paths and a comprehensive boulevard. The 
latter extends all around the outer edge of the island and 
carries tourists to points from which they may view the 
town, harbor and the entire Straits of Mackinac, which, 
by the way, divides the upper and lower peninsulas of 
Michigan and connects Lakes Michigan and Huron. 

The island is densely wooded. It is spotted with maple, 


beech, birch, pine, balsam and cedar woods, or “forests,” 
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as guides like to call them. These woods are put to no 
industrial use except as they furnish scenic qualities for 
the tourist’s drive. Many city residents have established 
summer homes on the island, there are several hotels and 
cottages, and sizable huts for the Indians who live there 
the year ’round. Some of these Indians, it is said, are 
descendants of early illustrious Indian warriors. One 
finds the historical John Jacob Astor house (built in 
1809), the original post of the Astor activities and the 
home of the old American Fur Company. He also finds the 
Old Mission church, built in 1830; the Old Stone Quar- 
ters of 1782. and such interesting points as Arch Rock, 
149 feet high; Skull Cave, old cemeteries, Point Look- 
out, 298 feet high; Lover’s Leap, Devil’s Kitchen, The 
Wishing Well, and the Battle Field where the Americans 
made an unsuccessful attempt to defeat British troops 
August 4th, 1814. 

Not every casual visitor knows of the six steamship 
lines that operate lake steamers direct to Mackinac island 
from all principal Great Lakes ports. He may not know, 
either, that three railroads, the Pennsylvania, Michigan 
Central and Pere Marquette, feature service to Mack- 
inaw City, Michigan, the main connection which Mackinac 
has with the mainland. Telegraph and long distance tele- 
phone service are a necessity and are therefore avail- 
able, but, as Mackinac enthusiasts repeatedly boast, 
“There are no automobiles, no street cars and no rail- 
road trains to be found on Mackinac.” 


SAULT STE. MARIE AND THE LOCKS 

We are indebted to the early French explorers for the 
musical name of Sault Sainte Marie, applied to the pic- 
turesque river which connects Lake Superior and Lake 
Huron, with a fall of about twenty-two feet in one mile. 
In English the name means Saint Mary’s Falls. The 
banks of this river were a gathering place for the In- 
dians even before the arrival of the white men. The 
redskins fished in the rapids and portaged their canoes 
along the shores. The importance of the place increased 
when the white men came and traffic grew. There were 
more furs to be portaged down the river and more sup- 
plies to be carried up. For more than two centuries the 
only boats used were birch bark canoes and flat-bottomed 
rowboats, called bateaux. Occasionally sails were used, 
but the boats never ventured far into the river. Larger 
vessels were rare even up to the beginning of the nine- 
teenth century, when the entire fleet of Lakes Michigan, 
Huron and Erie totaled three schooners and six sloops. 

The first steamer made its appearance on the Great 
Lakes in 1818, when the Walk-in-the-Water was launched 
in Buffalo. For several years it made trips between 
Buffalo and Detroit—time, thirteen days: fare, eighteen 
dollars. The first steamboat reached Chicago in 1832, 
and from then on the number of boats increased rap- 
idly. They sailed all the lakes except Superior, which 
vas barred by the “Soo” rapids. But beyond those rap- 
ids were rich regions bordering the lake which could not 
long remain untouched by commerce. The first canal was 
built around the rapids in 1798 to accommodate the 
canoes of the Indians and fur traders, but it was de- 
stroyed by United States troops in the war of 1812. The 
next canal, with a lock 350 feet long, was completed in 
1855. Fifteen years later the lock was enlarged, and in 
1897 the present canal was opened, providing a new link 
in the chain of waterways from the head of the lakes to 
the Saint Lawrence. There are now five locks, varying 
in length from 515 feet to 1,350 feet, four of them being 
on the American side. The 1,350 foot lock is the largest 
in the world, the Panama locks being 1,050 feet long. 

The “Soo” carries the heaviest freight traffic of any 
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What the Triple Convention 
Should Attempt to Accomplish 


ISTRIBUTORS AND MANUFACTURERS ALIKE are easily in agree- 
ment on the idea that many existing conditions should be remedied. 
Some of these are internal or local troubles, and are therefore possible of 
improvement only as individual propositions within organizations and 
cities. Others relate to groups in particular lines of manufacture or dis- 
tribution. Then comes the relationship existing between manufacturers 
as a unit and the supply houses stocking their lines. 

This relationship is the one most talked about and causing the greatest con- 
cern. There is doubtless a lot to be said on both sides, but it is certain that many 
of the irritating situations could be changed if all concerned were of open mind, 
ready to listen to the other fellow’s case and make and take such concessions as 
could be given or secured. A hard and fast opinion that the other fellow is all 
wrong, and a determination not to budge an inch from a stand previously taken, 
makes a compromise impossible and the appointment of arbitration committees a 
farce. 

The forthcoming triple convention on board the steamship Norovic, sailing out 
of Detroit on the afternoon of June 13th, will offer the best opportunity in years 
for individual conferences and group discussions. Something definitely worth 
while should be accomplished for the good of the entire mill supply field, and will 
be if men of strength and acknowledged ability and honesty step out in front. 

All apparently agree that the principal trouble lies in the fact that too many 
supply houses are finding it impossible to make a reasonable percentage of profit 
on their gross business and capital invested. Some of the trouble must be in man- 
agement, but that cannot be universal. Some charge their troubles to manufac- 
turers who sell direct exclusively, some to the over-eagerness of fellow distributors 
to secure volume sales without profit, and others to unfair treatment by the manu- 
facturers whose goods they stock. You all know the oft repeated complaints. 

It is probable that only the millennium will correct all unfavorable conditions, 
but more than likely many of them can be improved if all concerned will get to- 
gether and make an honest effort to compromise all differences. 

As a publication, MILL SUPPLIES is vitally interested in the prosperity of the 
entire field, supply houses and manufacturers alike, has no cure-all in mind, and 
certainly would not dream of pretending or asserting a knowledge comparable with 
that possessed by the capable men who are conducting their own businesses. This 
does not mean, however, that the magazine, standing on the side lines and observ- 
ing all plays in a fairly disinterested way, cannot make suggestions that could be 
used to advantage by either or both sides. Such suggestions always will be made, 
certainly with the best possible intention. 

There is every prospect that the convention will be well attended by execu- 
tives willing and able to speak for their organizations, and it is hoped that every 
reader of this page will give the matter serious consideration and determine on some 
plan of action during the convention which appeals to him as most likely to 
straighten out a lot of somewhat difficult problems. There will be plenty of oppor- 
tunity for distributors and manufacturers to express themselves, for the three asso- 
ciations will not only have individual executive sessions, but there will be several 
joint meetings. 

Aside from the unusual opportunities offered on the ship for conferences, there 
is no doubt the three days on the water will be enjoyed to an extent never possi- 
ble in a hotel in a crowded city. For those who have never viewed the beauties 
of the St. Clair and “Soo” rivers, Lake Huron and the Straits of Mackinac, the 
trip will be an enlightening occasion. For all it will be in the nature of a restful 
vacation. The weather in mid-June should prove about perfect. The steamship 
company reports there are still accommodations on the ship for a few people, and 
that it is expected she will sail with a full passenger list. ‘ 
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There is 


No Substitute 


For Experience 


WHEN the course to profits seems hazy, and you are searching 
for better channels, you need the most skilled e xperience weil 
able in matters that affect your spcontnememaiing efficiency. 


No other single element influences the efficiency of your 


salesmen and your sales turnover more strongly than a well 
compile -d general catalogue issued fre que ntly enough to be a 
reflection ai your business and of the improvements made by 
the manufacturers whom you represent. Such a ci atalogue will 
take a display room of your whole line to the de ia of the 
buyers in your territory. We offer you e qually skilled service 
in mill supplie sor plumbing supplies or electric: al supplies or 
automotive equipment, or in any combination of them. 
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FOR each of the 256 cities on the above map the Donnelley 
organization has compiled, on an average, more than five dif- 
ferent catalogues for jobbers. For more than 20 years The 
Lakeside Press has continuously afforded expert compiling 
service for jobbers who believe in building for permanence 
by selling goods of quality, and by selling them more efficiently 
and more economically than the manufacturers can sell direct. 

The Donnelley Unit Selection Plan brings you the results of 
our experience with the sales problems of all of the jobbers 
whom we serve, and it is significant that a large majority of the 
Donnelley compiled supply catalogues each season are repeat 
orders. There is no substitute for such experience. 


The Lakeside Press 
R.R.Donnelley & 


Sons Company 
Chicago 
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TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 
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Greetings 
To our Mill Supply 
Jobber friends 


and 
To the Voyagers on 
the S. S. Noronic 


from a house that protects the 


jobber’s profit. 
Flexible Steel Lacing Co. 


4633 Lexington St. Chicago, U.S.A. 


In England at 135 Finsbury Pavement, London, E. C. 2 








Sales Manager 
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This trade mark registered : 

at U.S. Patent Office and i 

£ throughout the world, is ; 
43 now being die stamped on 

sae 

every section of Alligator } 

Steel Belt Lacing except : 

sizes No. 00 and No. 1. t 
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“The Leather Belt is the 
Best Medium for the 
Transmission of 
Power” 












All Rahmann Belting can 
be identified by this Trade 
Mark 








We firmly believe Rahmann 
Leather Belting is the best 
belt made and therefore the 
best belt for the reputable 
distributor to handle. 


Of course, our saying so does 
not alone convince, and we 
should like an opportunity to 
prove this statement to your 
entire satisfaction. 


White us if you desire to se- 
cure a dependable, profit- 
able line of leather belting. 


32 Spruce St., New York, N. Y. 
Syracuse, N. Y. Newark, N. J. 
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Pat’d and 
Pat’s Pending 


**Pioneer’’ Steel Hangers, the 
Origitial all-steel hangers, cost 
less to stock than any other and 
are now so well introduced that 
they almost sell themselves. 
Steady repeat business brings 
sure profits. 





**Hallowell’’ Steel Collars are 
recognized to be the best made, 
which, combined with their 
high polish and low price 
explains their great popularity. 






Pat’d and 
Pat’s Pending 






These Lines Do Sell! 


reputation. 















“Hallowell”  All-Steel 
Benches save time and 
money. No carpenter to 
hire—no lumber to buy. 
Can’t burn or splinter. 
Rugged—built to last for 
years. Shift them as you 
will, All-Steel Bench Draw- 
ers protect tools. Steel 
Tables, Steel Tool Stands. 
All lines in stock ready to 
ship. 


**Gast’’ Oiling Machines for loose pulleys 
will pay for themselves in a few months. Loose 
pulleys practically never wear out, when 
equipped with the “Gast” Oiling Machine. Oil 
twice yearly. Brings profitable repeat orders. 


Pat’d and 
Pat’s Pending 


“‘Hallowell’’ Steel Bench Legs 
have become very popular because 
they can be picked up from stock, 
ready for use and as they are rigid 
as rocks, give absolute satisfaction 
and cost little, no wonder they are 
ready sellers. 





*“*Unbrako” Hollow Set and Socket-Head Cap 
Screws stand up under strains that wreck 
every other screw similarly tested. Besides, 
“Unbrako” products cost you and your cus- 
tomers less—but net you more profit, and 
that’s something to think about. 








Standard Pressep STEEL G 
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Jenkintown, Penna. 


Hex’ a page of quality products that you'll enjoy sell- 
ing. Each item has been so consistently advertised to 
the trade that little effort is needed to get orders. Attractive 
prices—exceptional quality—prompt shipments—that’s our 
Send for circulars today. 
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“HALLOWELL” 
STEEL 
TRUCK CHASSIS 


Fig. 767 
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Fig. 833 


Pat. applied for 


This “Hallowell’’ 


Steel Chassis is convertible into a great many 
different styles of trucks, because of its com- 
plete interchangeability and steel construc- 
tion throughout—an entirely new idea in 
floor trucks! 


“Hallowell” Trucks 


run easy; won’t splinter, crack or burn; need 
no repairs—last a life-time. Furnished with any 
kind of wheels. New bulletin describes complete 
line—38 styles illustrated. Send for it today. 


Active representatives wanted. 





“Hallowell” steel lift truck platform 


Fig. 609 
Patented March 2nd, 1926 
Licensed under U. S. Pat. 1575462 


The “Hallowell” steel platform is in a class by 
itself; it possesses features not found in other 
makes. 

If “safety first” actually means something to 
you, insist upon the “‘HALLOWELL” Type W. 
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Fig. 831 
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DIFFERENT 
STYLES AND 


SIZES 








Fig. 834 








Standard Pressep STEEL G@ 
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“We will see 
you at the 
Convention 






Scores of Your Customers 
Need this Ladle 
We don’t want to sell them direct because we are sticking to 


the good old policy of dealer distribution. Given a product 
your customers need, at a reasonable selling price, and a liberal 
discount—isn’t that a good proposition in merchandising? 
You'll say it is when you try it. 


The Rowell “Bottom Pour” Ladle saves Time, saves Labor, 
saves Metal, and in addition is a safety device. Bottom pour- 
ing, an exclusive feature, eliminates skimming. When top pour- 
ing ladles are used each skim loses a minimum of % oz. of 
metal. Skimming takes time and frequently causes moisture 
explosions. Any good salesman likes good selling arguments 
and this ladle has them. 


We have worked out an effective plan of dis- ROWELL 





Interior View of the 


tributor cooperation. There’s profit in it for 
you. Show your interest by asking us to send Bottom Pour 
details of the plan. LADLE 
Roweit Manuracturinc Co Made in 5 sizes—lead capaci 
, ties 414, 9, 18, 25 and 40 lbs. 
APPLETON WISCONSIN 




















Manufacturers of White Metals and Melting Appliances 

























Keyless 


“Sensitive As 
Your Finger Tips 


’ 








Here it is—the No. 2, capac- 

ity to 3%”. Ettco ‘‘ Ettco Keyless Ball Bear- 
eliminate tap breakage. e s . 

“oreen” operator using an ing Drill Chucks can be 












Ettco tapper can bang the . ° r 
bottom of holes and still not supplied with prope 
break the taps. No friction thread or taper for all 
to adjust. Where Ettco tap- 
pers have been _ installed, makes of portable drills, 


tapper breakage has been 
eliminated and_ production 
increased 100°, to 500%. 

Ask your customers to try 
an Ettco tapper for ten 
days, without obligation. 


electric or air. 


















Eastern Tube & Tool Company, Inc. 
594 Johnson Ave., Brooklyn, N. Y. 
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NG MAM, MY GELT Gusivess 
SAY vemuine TERMIGLE. IT IS 
CONTINUALLY FALLING OFF. Do You 
FIND 1T THE SAME wirn Your 
OTHER mitt SUPPLY Houses ? 








NoT WHERE THEY HAVE HEEDED 
‘THE MESSAGE” Some OF my MILL 
SUPPLY JoOCENS wo HAVE TAKEW 
ADVANTAGE OF THE INFORMATION Of” 
THIS PAGE HAVE DouGLED THEIR 
GELtTiIng SALES 







Mitt Suppvies 
BELTING 


TrRansm!SsSiow A 
PACKING 












We Manufacture 


belting best adapted for all different characters 
of conveying, such as for the conveying of coal, 
cement, sugar beets, sugar bags, sand and gravel, 
hot materials, such as clinkers, moulding sand 
and castings in foundries; for potteries; brick 
and clay plants, also for conveying packages. 


There is even a large business with the hotels 
and restaurants for the conveying of dishes and 
foods, for which we manufacture a specially 
constructed belt. 











The Message 


Mr. Mill Supply Distributor: 


Are you securing your share of the en- 
ormous amount of elevator and conveyor 
business in your territory which is being 
placed for Belting, Transmission appli- 
ances such as pulleys, rollers, shafting, 
hangers, etc > 


Are your men looking after this new 
line of business which is rapidly develop- 
ing? 


Investigate and you will be astonished 
to find the number of new installations be- 
ing placed by the manufacturing industry 
to reduce operating expenses. You will 
also find belt conveyors and elevators be- 
ing installed in warehouses, department 
stores, printing houses, and even in res- 
taurants. 


There is a big business not only for new 
installations but for replacements. Our 
distributors have more than doubled their 
belting business through this,—the con- 
veying and elevating business. 


We are equipped to place you in posi- 
tion to secure this business through the as- 
sistance and cooperation we can render 
you. We have competent and experi- 
enced conveyor engineers located in the 
Middle West, South and East, whose 


services we offer our distributors gratis. 


These engineers are competent to plan 
and lay out any and all conveying sys- 
tems so that you can secure the orders for 
the material not only for new installations 
but for replacements and improvements. 


This conveying business is growing rap- 
idly in your territory and affords an out- 
let for you to increase your business. 





Write for our new blue print conveying and elevating 
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literature which fully describes and recommends con- 
veying belting for all materials with technical data. 


Victor Balata and Textile Belting Company 


MANUFACTURERS 


Main Sales Office, 38 Murray St., New York, N. Y. 


Chicago Office, 345-359 W. Austin Ave. Factories, Easton, Pa. 


When writing to Advertisers please mention Mitt Suppttes. 











SHERMAN 


The Hose Clamp 


That Cannot Rust 





Wrought from heavy solid brass. 
Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in 
a vise and drawn tremendously 
tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


LARGEST MANUFACTURERS OF BRASS PIPE FITTINGS IN THE WORLD 
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“Bristol” s Belt 
Lacing holds the ends of a 
belt in a real ‘grip of steel’. 
Easily and quickly applied. 
Anybody can do it.” 


When a belt breaks, simply square up 
the ends and butt them together on a 
block of wood. Drive the fasteners through, 
turn over and clinch. It’s the simplest 
method, for Bristol’s are applied with a 
hammer; no expense for special tools or 


a machine. 


Bristol’s Belt Lacing is made in a series 
of sizes to join all kinds 
and thicknesses of belting. 


Carried in stock at most 
mill supply houses; if yours 
doesn’t have Bristol’s, write 
us direct. 


Send for latest belt lacing 
bulletin No. 722-H. The 
Bristol Company, Water- 





A Hammer is all 
you need 


BRISTOLS 


bury, Conn. 








PATENT STEEL 


BELT LACING 
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NIVERSAL ENDORSEMENT 
INDICATES WORTH 


Increasing Sales of “M&W” Friction 
Clutches Prove Their Superiority 














1885 2,000 
1880 15,000 
1895 30,000 
1900 40,000 


1905 65,000 
1910 90,000 


1915 125,000 
1920 175,000 
1927 250,000 


Time Tested and Approved for 42 Years 




















Dealers will find it profitable to sell the Friction Clutch for 
which there is a steady and ever increasing demand. That 
clutch is the “M&W”. It gives users long and satisfactory 
service. Costs for repairs are minimized through use of first 
class material making for wonderful durability. Hence, its 


popularity. 


Catalogs and information upon request. 


THE MOORE & WHITE CO. 


42nd Year 
2711 North Fifteenth Street Philadelphia, Pa. 
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-and still pulling a good load 


Down by the old mill stream at Monticello, Indiana, early in 1873, a 
10-inch VOLT Brand HiLaB Belt was put to work by the Loughry boys. 
It pulled away at a big job year after year in their mill. Then when the 
business outgrew the mill, a new mill was built and the old belt was 
taken along. 


Day after day, the good belt has continued to pull steadily. Even to- 
day, after the methods and machinery of milling have all been improved, 
and practically all the old millers have earned their rest, the old belt 
keeps on pulling, pulling. No telling how long it will keep on for it is 
still carrying a good load continuously every day. Ask Loughry Bros. 
Milling and Grain Company. 


What anybody can say about a belt may be fine—but what a belt 
actually does is final. HiLaB Belting is every bit as good now as then. 
You ought to be selling it if you’re not. 





Write for Special Jobbing Proposition 


HiLAB 
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Hide Leather 


Indianapolis 


& Belting Co. 


Indiana, U. S. A. 
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Bull Dog Die Stocks 
In 15 sizes for pipe 
from & "to5", plain 
or ratchet type. 


Bull Pup Die Stocks 


Four sizes—for 
%* to 1" pipe. 





Receding Die Stocks 


Three sizes—for 
1* to # pipe. 





Power all 
_ ckly and easily moved— 
ns from a lig 
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HE past three years have 

seen more radical improve- 

ments in pipe-threading 
practice—thanks to Oster engi- 
neers—than any similar previous 
period. They are improvements 
in speed, ease and economy of 
operation—improvements that 
make any Oster easy to sell 
and keep them sold. 


TS most complete line of pipe-threading 
equipment in the world—that’s the Oster 
line. It makes no difference what the size 
of pipe to thread or cut may be— )%" to 8" 
—or under what conditions the job has to 
be done, there’s an Oster that will do the 
job—and do it better and quicker, with less 
work and trouble and at less cost. Push the 
Oster line once and you'll always sell it— 
the quick and steady profits won’t let you 
get away. Send for the Oster catalog. It 
tells you all about it. 


THE OSTER MANUFACTURING CoO. 
2087 East 61st Place + + + + + Cleveland, Ohio 


OSTER 


iting to Adverti 
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Cold-Drawn a > Allen Precess 
Hex. Sockets ~~ Extra Strensth 

















Pack the Strength of Consumer Demand! 


Your customers know “ALLeNs” have 30% more strength than broached 
hollow screws—the only other kind made. Beside strength of socket—because 
of it—they have strength of consumer demand. For operating economy (not 
“price” economy), ALLENs have the call. And isn’t that what makes your 
call pay out in a minimum of time? 








Illustrating the Process Hollow (Safety) Set Screws 


Hollow screws of Allen manufacture 
show 30 percent extra strength over 
broached hollow screws — the only 
other kind made. The patented Allen 
cold-drawing process increases the 
density of the steel around the socket- 
hole, so that even the smaller sizes 
will stand all the strain that the 
best-made wrench can apply. The 
Allen process makes clean, perfectly-formed socket- 
holes, with no chips in the bottom as in broached 
hollow screws. The entire length of the Allen is 
utilized either for solid metal at the point, or depth 
of socket for the wrench. All sizes carried in stock, 
from '4 in. to 1! in. diameter; any length, point or 
thread at no extra cost. 





Socket Head Cap Screws 


These are the strongest, handiest 
screws for punch, die and jig work. 
The head of the Allen is finished all 
over and is turned true to the body of 
the screw. This accuracy enables the 
user to set up the screw in a counter- 
bored hole without grinding off the 


Here’s the Allen process of making hexagon sockets in hol- sides. Scientifically heat-treated like 
_ =< = — figure under the picture shows the Allen safety set screw; threads 
the “‘blank” ready for drawing; note the extra thickness of : i i i 

stock around the upper half of the blank, to be cold-drawn ss aon accurate in pitch and perfect 
down to the size shown in the lower half. The blank is in lead. 
inserted in a die under the punch press; is brought under : ‘ 
a solid hex punch (which exactly fits into the drilled hole) ; The hexagon wrenches give greater 
is driven through the die and drawn down to the finished ¢ purchase than any screw-driver in a 
size—simultaneously forming the hexagon socket. The fig- + slotted fillister. And firmer leverage 
ure under the operator’s arm shows the socketed blank h . . Raacal a 

ready for threading, with 30 per cent increased strength ~* than projecting-head screws; no cor- 
due to increased density of the socket-walls. ners to round and allow wrench-play. 








You could use the handy Allen Catalogue with its size and 
price-charts, sales-points, etc. We'll gladly send it, with 
any further information that would help you personally. 


THE ALLEN MANUFACTURING CoO. 
143 SHELDON STREET HARTFORD, CONN. 
BRANCH W. C. Stauble R. E. Gregory E. P. Crawford W. J. McRae 


2909 Waverly St. 1029 Wesley Ave. 3348 N. Park Ave. 320 Market Street 
OFFICES: Detroit, Mich. Evanston, III. Philadelphia, Pa. San Francisco, Calif. 
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A 704-page Machinists 
and Mill Supply catalog 
recently published for a 
large Chicago jobber. 
Samples of this and other 
books cheerfully sent to 
recognized jobbers upon 
request. 












When writing to Advertisers please 


you can get 
Greater Returns 


from your catalog investment — 
and with no greater initial outlay 


Resulting from a new and novel plan of making each catalog 
published distinctive x not like every other supply catalog in 
the territory x is a definite opportunity to get a greater return 
from your catalog investment. 


The plan is original. The idea is not. It has been suggested 
by every supply jobber interested in a catalog during the past 
several years. One of the first questions asked the representa- 
tive of a catalog house when calling on a jobber is: “Can’t we 
have a catalog that’s different?” Now, for the first time, is 
offered a service under which the catalogs produced are differ- 
ent, affording many distinct advantages. Among them are: 


1A more general use by purchasing agents of the 
catalog built under this plan. 


2 «A far greater volume of business than an ordinary 
catalog could possibly produce. 


Each catalog built under this new plan receives the personal 
attention of an Advertising and Merchandising expert. Mass 
production is not possible. This service is available only thru 
the Bluford Sharp organization. The cost is no greater. So 
why not get the utmost from your catalog investment? 


An expression from you telling us of your interest in “a catalog 
that’s different” will bring a representative to determine your 
requirements and give you complete information. 


The Bluford Sharp Company 


America’s Pioneer Supply Catalog Publishers 
537 South Dearborn Street 


Chicago 
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eee a Belt 
_ Transmit 
Its Power 


OW much power is lost 

between line shaft and 

machine? How much is 
wasted through belt slippage 
over the surface of pulleys that 
will not deliver? 


And yet, belt slippage can be 
prevented so easily. REEVES 
Wood Split Pulleys grip the 
belt—they cannot slip like cast 
iron or steel. REEVES Wood 
Split Pulleys are stronger, 
lighter, run truer, and they keep 
everlastingly on the job. 


Every day, more and more man- 
ufacturers are realizing these 


facts about REEVES Pulleys— 
and that is why the REEVES 
line is proving so profitable for 
REEVES dealers. What kind of 
pulleys do you sell? Are you 
capitalizing on the nation-wide 
trend toward wood? Do you 
know whether or not there is a 
REEVES representative in your 
territory? Write today for full 
information on prices, territor- 
ies, and discounts. 


Note; Our new catalog, M-33, gives detailed 
information about the construction of 
every pulley in the complete REEVES Line. 
Write your firm name and address on the lower 
margin of this page, tear off and mail to us and 
we will immediately forward you this catalog. 


REEVES PULLEY COMPANY - - Columbus, Indiana 


Established in 1887 


When writing to Advertisers pleas 


e mention MILt Supp irs, 
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(Continved from Page 54) 
artificial waterway in the world. The tonnage passing 
through it in one year is three times as large as that 
of the foreign trade shipping of the port of New York, 
four times that of the Suez canal, and five times that of the 
Panama canal. During eight months of the year there is 
an average of more than one steamer every fifteen min- 
utes passing through the locks. The chief commodity car- 
ried through the locks is ore from the iron mines of 
Lake Superior, this constituting seventy percent of the 
total. Coal and wheat are next in importance. The 


— 





Launching the “Lemoyne” at Midland 


largest steamer passing through the locks is the Lemoyne, 
which is the largest vessel on the Great Lakes, measur- 
ing 633 feet long and 70 feet wide. From 1855 to 1881 
tolls were charged by the state of Michigan to cover op- 


erating and repair expenses, but in 1881 control was 
transferred to the United States government and the 


canal has since been free to public use by all nations, 
which is also true of the Canadian canal. 

The city of Sault Ste. Marie has the distinction of 
being the first white settlement in the Dominion of Can- 
ada. Here, in 1668, Father Marquette established the 
first Jesuit mission in the new world, and the priests 
who followed him were the first white men to travel from 
lower Canada to the head of the Great Lakes, where now 
stand Port Arthur and Fort William. The town today 
has a population of about 26,000. It is connected with 
its American namesake on the opposite bank of the 
river by a bascule bridge operated by the Canadian 
Pacific Railway. Power plants have been installed on 
the rapids which generate electricity for industries on 
both sides of the river. Among these industries are 
pulp and paper mills, where more than a hundred huge 
truck loads of news print are turned out every day; saw 
mills, where millions of feet of lumber are cut for the 
markets of the United States; veneer works, where logs 
are soaked in boiling water and then pared into strips of 
wood carpeting, perhaps a hundred feet long; and steel 
mills, which are supplied from the mountains of iron ore 
lving on the shores of Lake Superior. 

MIDLAND—ON GEORGIAN BAY 

Midland, Ontario, a city of 7,000 population, is situated 
beautifully at the southern extremity of Georgian Bay. 
The shipbuilding plants, where ships are under construc- 
tion; saw mills, huge grain elevators and the coming 
and going of the large lake freighters are sources of 
interest. In a picture on this page is shown the launch- 
ing at Midland of the Lemoyne, which is said to be the 
world’s largest bulk freighter. 

Good fishing and bathing are provided in the tiny 
inland lake in Midland’s beautiful natural park, while 





golf is taken care of by the nine-hole course of the 
Midland Golf and Country Club. Three up-to-date hotels 
overlook Georgian Bay. 

A short distance from Midland, on the north shore 
of the bay, is the pretty resort, Sunburn. This may 
be reached by either boat or bus. One mile from Mid- 
land, on the Wye river, is Fort Ste. Marie. Here a 
shrine has been erected, marking the spot where the 
brave Jesuit fathers, Lalement and Breboeuf, were 
burned at the stake during the days of terrible carnage 
in the seventeenth century. Hotel accommodation is 
provided there for the many visitors who make pilgrim- 
ages to the shrine. 


PROGRAMMES FOR MEETINGS 
Three Associations Will Hold Three Joint Gatherings, 
While Each Organization Has Planned Busy Execu- 
tive Sessions—Important Topics U p for Discussion 
Following are the programmes for the business meet- 
ings of the three mill supply associations during the 
triple convention. Three joint sessions—one on Monday 
evening, June 13th, another on Wednesday morning, June 
i5th, and the third on Friday morning, June 17th—are 
scheduled. while the National and Southern Associations 
will each have three executive meetings, and the Amer- 
ican two separate sessions. The first two of the National 
association’s executive meetings are open to associate 
members. 





Joint Sessions 
Monday, June 12th 
9:00 to 10:00 P. M. 

Address—“Modern Merchandising’—William L. Goodwin, 

Goodwin, Nicholas & Morton, Inc., New York City. 
Wednesday, June 15th 
9:00 A. M. to 12:30 P. M. 

Disecussion—‘How Can the Manufacturer Assist the Dis- 
tributor?” presented by a representative of The National 
Supply and Machinery Distributors’ Association. 

Discussion—‘How Can the Distributor Render Better Serv- 
ice to the Manufacturer?”, presented by R. M. Gattshall, 
The Republic Rubber Co., Youngstown, Ohio, representing 
the American Supply and Machinery Manufacturers’ 
Association. 

TDiscussion—*Methods of Securing Increased Recognition of 
the Distributor by the Consumer,” presented by a repre- 
sentative of the Southern Supply and Machinery Dealers’ 
Association. 

Friday, June 17th 
11:00 A. M. to 12:00 M. 

Introduction of New Officers. 

Introduction of Joint Resolutions. 

Adjournment. 


Southern Executive Meetings 
Tuesday, June 14th 
Roll Call. 10:00 A. M. 
Reading of Minutes of Last Convention. 
Report of President L. J. Larzelere, Farquhar Machinery Co., 
Jacksonville, Fla. 
Report of Secretary-Treasurer Alvin M. Smith, Smith-Court- 
ney Co., Richmond, Va. 
Reports of Committees. 
Resolutions. 
New Business. 
Appointment of Committees. 
Discussion of Reports. 
Discussion of Report of Cost Distribution for 1926. 


Thursday, June eth 
10:00 A. M. 
Diseussion—*‘What Can We Do to Make Our Association 
More Useful and Profitable?” 


Discussion—“‘Is Your Salesman a Good-Will Getter?” 
Disenssion—‘The New Bolt and Nut List—Is It Satisfac- 
an 


tory. 


(Continued on Page TA) 
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THIS IS OUR 





1 THE MOST COMPLETE LINE OF MECHANICAL 
RUBBER GOODS MANUFACTURED 


D QUALITY STANDARDIZED AND ABOVE 
QUESTION 3 


3 A LINE SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS 


4 EFFECTIVE, BUSINESS-BUILDING SALES 
ASSISTANCE 


5 A PROFITABLE COST BASIS 








NO OTHER LINE OF MECHANICAL RUBBER 
GOODS ON THE MARKET OFFERS TO ITS 
DISTRIBUTORS THE COMBINED ADVAN- 
TAGES PRESENTED BY THE MECHANICAL 
RUBBER COMPANY. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 


“We Back the Jobber” 


When writing to Advertisers please mention M1. UPPLIE 
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PLATFORM! 
1 



















Sustained high quality 
and dependable service 
distinguish ‘““MARCO”’ 
Belting, Packing and 
Hose from all other 
Mechanical Rubber 
Goods. 











When purchases are 
concentrated, the job- 
ber’s dollar hits the 
very bull’s-eye of buy- 





ing power. 






We are making every 
effort to convert the 
consumer to the truth 
that he can purchase 
as economically and 
with better service 
from the local jobber. 
























The Mechanical Rub- 
ber Company provides 
its distributors with 
values in Mechanical 
Rubber Goods that 
mean better business 
and profits. 


Che Mechanical Rubber Co. 


NEW YORK CITY 











Our responsibility 
does not end when we 
sell the jobber our 
merchandise—that’s 


only the beginning! 






CLEVELAND, OHIO 


“We Back the Jabber” 
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Discussion—“The Sherman Anti-Trust Law—Should It Be 
Repealed or Amended?” 

Discussion—“Standardization—Is It Being Carried Too Far?” 

Report of Nominating Committee. 

Friday, June 17th 
10:00 A. M. 

-“Group Advertising.” 

Discussion—‘ Pool Buying.” 

Discussion—*How to Combat Mill Purchasing Agencies.” 

National Executive Meetings 
Tuesday, June 14th 
9:30 A, M. to 12:30 P.M. 

Opening Remarks—President B. H. Ackles, The Rayl Com- 
pany, Detroit. 

Annual Address of President Ackles. 

Annual Report of Secretary-Treasurer George A. Fernley. 

Diseussion of This Report. 

Diseussion—‘How Can the Distribution of Mill Supplies Be 
Made More Profitable?” Presentation of subject by E. P. 
Welles, Chas. H. Besly & Co., Chicago. (Members are 
urged to participate freely in the discussion of this ques- 
tion after it has been presented). 

Report of Research Bureau on Overhead Expenses. 

Discussion—“‘Business Conditions in Various Sections.” 
(Members from different sections of the country will be 
called upon for brief expressions on present and future 
business conditions). 

Announcements of Entertainment Committee—Chairman 
Charles E. Allinger, The Chas. A. Strelinger Co., Detroit. 

Appointment of Nominating Committee. 

Adjournment. 


Discussion 





Wednesday, June 15th 
2:00 FP. M. te 3:30 P. M. 

Report of Committee on Local and Sectional Associations— 
Chairman George Puchta, The Queen City Supply Co., Cin- 
cinnati. 

Reports of the Chairmen of the Various Local and Sectional 
Associations. 

Disecussion—‘Are Manufacturers Taking Advantage of the 
Opportunity Offered Them by the Division of Simplified 
Practice of the Department of Commerce? If Not, What 
Can Be Done to Induce the Further Elimination of Unnec- 
essary Sizes and Styles?” 

Diseussion—“Are Distributors Simplifying Their Businesses 
Through the Elimination of Unprofitable Lines?” 

Discussion—*‘How Can Manufacturers Be Educated to the 
Fact That the Distributor Is the Most Economical and 
Efficient Medium of Distribution?” 

Discussion—“Is Emphasizing Price Rather Than Service One 


or 


of the Chief Causes for Lack of Net Profits? 


Remarks—“Looking Ourselves Over’—H. H. Kuhn, The 
Hardware & Supply Co., Akron, Ohio. 

Report of Nominating Committee. 

Expression of Preference Regarding Place of Next Con- 


vention. 
Unfinished Business. 
New Business. 
Adjournment. 
Friday, June 17th 
9:30 to 11:00 A. M. 
[iseussion—“*The Bolt and Nut Situation.” 
Discussion—‘The Situation Regarding the Distribution of 
(1) Small Tools, (2) Belting and Transmission, (3) Twist 
Drills, (4) Chucks. (President Ackles will call on mem- 
bers for brief expressions on these lines). 


Diseussion—“Is It Advisable to Eliminate Unprofitable 
Accounts?” 
Question Box. 
Adjournment. 
American Executive Meetings 
Tuesday Morning, June 14th 
Short Talk—President Don S. Brisbin, The Columbus- 


McKinnon Chain Co., Columbus, Ohio. 
Report Relative to the Sherman Anti-Trust Law—Dixon C. 
Williams, Chicago Nipple Mfg. Co., Chicago. 
Discussion—‘Shoutd We Give the Distributor More Help in 
Selling Our Products?” W.C. Allen, The Black & Decker 
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Mfg. Co., Towson, Md., will uphold the affirmative, and 
C. W. Titgemeyer, general brush division, The Osborn 
Manufacturing Company, Cleveland, will support the nega- 
tive, while voluntary opinions from the audience will be 
received. 

Question Box Answers. 
to solve some of the 
members). 

Wednesday Afternoon, June 15th 

Discussion—* Would It Pay to Make a Survey Among Dis- 
tributors to Find the Best Sales Practices?” Irving W. 
Lemaux, Indianapolis Brush & Broom Mfg. Co., Indianap- 
olis, will uphold the affirmative, and K. G. Merrill, M. B. 
Skinner Co., Chicago, the negative. Opinions of members 
of the audience will also be received. 

Talk—‘When Do Technical Considerations Make Direct Sales 
Desirable?” by 2 manufacturer. 

Question Box Answers. 

Election of Officers. 


PLENTY OF ENTERTAINMENT 
Programme Announced by Committee Shows That 
Almost Every Desire Will Be Gratified Because of 
Partety of Events, But Members Are Keeping Some 
Things Up Their Sleeves 


(Here a business expert will try 
problems that trouble individual 


There will be nothing lacking in the way of enter- 
tainment for those attending the triple convention. 
Almost everything will be served “from soup to nuts.” 
Dancing, baseball, bridge teas, stunts, even golf are due 
tor their share of attention, though, unfortunately for 
the manufacturers of the little white balls, the golf will 
not be plaved on board ship, but in Midland, Ontario. 

Dancing will be on the programme every night, as 
will the buffet lunch and cabaret. Two regularly arranged 
bridge teas will be another feature which will be enjoyed 
by the ladies, while there will undoubtedly be many 
informal card games. The National and Southern deal- 
ers will meet in a baseball game on deck, and the win- 
ners will play the American manufacturers immediately 
afterward. Golf will be played Thursday, June 16th, 
when most of the day will be spent in Midland. 

Members of the entertainment committee are: Charles 
KE. Allinger, National Association, chairman; Mark Lyons, 
Southern; Robert B. Skinner, American; orchestra and 
music—A. T. Harland, National, and I. W. Lemaux, 
American; dancing—W. W. Campbell, National; E. L. 
Parker, Southern, and J. C. Ruf, American; sports— 
A. R. Smith, National; T. W. Lewis, Southern, and H. E. 
Dickerman, American; ladies’ entertainment—Alex 
Paton, National; C. Atkinson, Southern, and N. A. Glad- 
ding, American. 

Following is the complete entertainment program: 

Monday, June 1eth 
10 P. M. to 12 P. M.—Dancing. 
Midnight—Buffet Lunch and Cabaret. 

Tuesday, June 14th 


4:00 P. M.—Bridge Tea for Ladies. 


4:00 P. M.—Baseball, National Association vs. Southern 
Association. 
5:00 P. M.—Baseball, Winners of First Game vs. American 


Association. 
8:00 P. M. to 9 P. M.—Monte Carlo. 
9:00 P. M. to 12 P. M.—Dancing. 
Midnight—Buffet Lunch and Cabaret. 
We dnesday, June 15th 
M.—Bridge Tea for Ladies. 
M. to 


4:09 P. 
8:00 P. 
9:00 P. M. to 10:00 P. M.—Stunts. 
10:00 P. M. to 12:00 P. M.—Dancing. 
Midnight—Buffet Lunch and Cabaret. 
Thursday, June 16th 
Kickers Handicap Golf at Midland, Ont. 
9:00 to 12:00 P. M.—Mystery Night. 
Midnight—Buffet Lunch and Cabaret. 


9:00 P. M.—Great Lakes Horse Race Meet. 
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National Pipe and Supplies Meets 


Important Sessions Held at Annual Convention in Pittsburgh May 
10th and 11th—W. C. Hanson Chosen President for Ensuing Year 


Frank discussions of conditions in the field, valuable 
information from the viewpoint of manufacturers in the 
various lines, and enlightening addresses by notable 
speakers characterized the eighteenth annual conven- 
tion cf the National Pipe and Supplies Association in the 
William Pitt hotel, Pittsburgh, May 10th and 11th. The 
convention was well attended and representative. 

It was indicated at the convention that, because of the 
great increase in the number of distributors and con- 
sequent narrowing of workable territories, competition 
has become acute, and that, in some instances, net re- 
turns are not what they should be nor such as the 
importance of the industry would justify. Among the fac- 
tors that have been a handicap to the pipe and supplies 








Tis & hwin Wast 


W. C. HANSON GEORGE D. 


business, it was brought out, are too great desire for 
volume, too much pushing out beyond natural marketing 
areas, too liberal an extension of credit, too many free 
services and too little appreciation of costs. The fittings 
situation, however, brought considerable satisfaction. 
The establishment of a resale sheet by manufacturers 
more than a year ago has resulted in an improvement in 
this division, it was shown. 
OFFICERS ARE ELECTED 

W. C. Hanson, vice-president of the E. G. Schafer 
Company, Washington, D. C., was chosen president of 
the association for the ensuing vear. He was formerly 
second vice-president. C. F. Harvey, vice-president and 
yeneral manager of A. Harvey's Sons Mfg. Co., Detroit, 
was elected first vice-president, and J. H. Borton, presi- 
dent of the Hajoca Corporation, Philadelphia, was named 
second vice-president, while George D. MelIlvaine was 
again appointed to the post of secretary-treasurer, which 
he has filled admirably for a number of years. Follow- 
ing are the members of the executive committee: J. J. 
McArdle, McArdle & Cooney, Inc., Philadelphia; J. A. 
Vann, The Young & Vann Supply Co., Birmingham; 
Francis J. Baker, George H. Tay Company, San Fran- 
cisco; M. M. Cochran, Cochran-Sargent Co., St. Paul; 


M’ILVAINE Cc. F 


Murray W. Sales, Murray W. Sales Company, Detroit; 
Leo M. O’Neil, M. O’Neil Supply Co., New York City; 
A. B. Pierce, N. O. Nelson Mfg. Co., St. Louis, and J. C. 
McEwen, Davies Supply Co., Chicago. 

The retiring president of the association is M. W. 
Dennison, Braman, Dow & Co., Boston, while H. W. 
Strong, treasurer of The Strong, Carlisle & Hammond 
Co., Cleveland, is the retiring first vice-president. 

The opening meeting of the convention, held Tuesday 
morning, May 10th, at 10:30 o’clock, was open to mem- 
manufacturers and guests. President Dennison 
delivered an address of welcome, which was followed 
by a discussion of the business situation, together with 
opinions as to the outlook, by manutacturers represent- 


bers, 





. HARVEY 


ing various lines. These discussions were unusually in- 
teresting. Walter E. Watson, vice-president of the 
Youngstown Sheet & Tube Co., Youngstown, Ohio, rep- 
resented the steel pipe industry; L. M. Johnston, A. M. 
Byers Company, Pittsburgh, wrought iron pipe: H. W. 


Seymour, Crane Co., Chicago, fittings and valves; J. W. 
Oliver, vice-president, Standard Sanitary Mfg. Co.., 


Pittsburgh, enameled ware; Charles K. Foster, vice-presi- 
dent. American Radiator Co., Buffalo, boilers and radi- 
ators, and E. §. Aitkin, Trenton Potteries Co., Trenton, 
N. J., pottery. At a later session the following spoke: 
Alan M. Scaife, vice-president, Wm. B. Scaife & Sons 
Co., Pittsburgh, range boilers; William M. Byrd. Jr.. 
Alabama Pipe Co., Anniston, Ala., soil pipe. and Earl 
W. Roberts, The Roberts Brass Mfg. Co., Detroit, plum- 
bers’ brass goods. Louis kK. Manley, dean of the School 
of Business Administration, University of Pittsburgh, 
delivered an address at the opening session on “The 
Science of Business,” which was one of the most scholarly 
and learned addresses of its kind those in attendance had 
ever had the privilege of hearing. 

The executive session for members and visiting job- 
bers, held in the afternoon. was featured by the annual 
address of President Dennison and various reports and 
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sizes—-Used for sprinkler system, etc 





MODEL “WW” WATERCOOLED 








Size Displacement 
Model W-1 414"x4" 22 cu. ft 
Model W-2 414%x5” 32 cu. ft 
Mode i“x5" 62 cu. ft 
Model W-4 614”x5” duplex 125 cu. ft 


Model W-2 and larger, complete force feed lubr 
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Build Your Business 
With 
Quincy Compressors 


With the idea of installing Air Compressors in every de 
partment becoming more popular daily, every mill, foun 
dry and shop in your territory is a possible prospect for Air 
Compressors. 

As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
of compressors that will sell your reputation as an A+l 
jobber. Start right. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another. 


Quincy Compressors are manufactured in types and sizes 
for practically every industrial air job—are original designs 

not imitations. Only the highest grade materials are used 
in Quincy construction and after the final factory inspec 
tion, every Quincy Compressor is guaranteed free from 
flaws or defects. Silent running, life long trouble-free 
service, quick pumping, are just a few of the features of 
Quincy Compressors. And our service starts the day you 
take on the line. 


This space will not permit us to tell you all of the advan- 
tages of a connection with Quincy Compressor Co. But 
the coupon below, signed and mailed, will bring you the 
complete story. You'll not be obligated in any way by 
sending for information. And it may prove profitable all 
around. 


Quincy Compressor Co., 
302 Maine St., Quincy, IIl. 


If you can convince me that it will mean money in my pocket 
to become a Quincy Compressor jobber, 


Name 


Address 


come ahead. 


City State 





CY COMPRESSO 
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Illinois 





ers please mention Mitt Suppiies. 


seca at eT 


——— 


—————————— 


eRe 


———_ 


ors 








June, 1927 


President Dennison stated that 1926 was 
another year in which distributors of pipe and supplies 
failed to set a mark of which they could be proud, and 
this he blamed on too much volume at the expense of 
profit, too many free services and too liberal an exten- 
sion of credit. He told of the necessity for seeking busi- 
ness near home, due to modern transportation and in- 
creased competition, and declared that there is need now, 
more than ever, for an association such as this, and 
made a strong plea for a membership drive. In con- 
ciusion, he urged all members not to try to out-service 
competitors, not to grant greater credit than competi- 
tors, not to seek volume to reduce the cost of distribu- 
tion and not to fail to co-operate if competitors are will- 
ing. 

The report of the secretary followed. Mr. McIlvaine 
stated that records showed a constantly increasing cost 
of management and services, closer margins of profit and 
increased competition in restricted territories. He said 
that he had noted during the last vear a scarcity of com- 
plaints from members in regard to manufacturers’ meth- 


discussions. 
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STRONG 


distribution. This, he said, had resulted from 
close co-operation on the part of producers. 

W. C. Hanson, the newly elected president, delivered 
a report on conditions in the plumbing supply end of the 
business, in the form of extracts from letters. All com- 
plained of lack of co-operation and too many whole- 
salers in a territory, with insufficient business to go 
around. Credit conditions were as a rule described as 
unsatisfactory, and it was pointed out that, in most in- 
proiits are being sacrificed for volume Mr. 
Hanson suggested as a remedy for existing conditions 
that each jobber select a certain group of people to sell 
to and remain within that field. The wrought pipe dis- 
indicated a fairly favorable situation in that 


ods of 


stances, 


cussion 
line. 
TOO LITTLE THOUGHT TO CREDIT 


‘ 


‘Credit Group Functions” was the subject of an ad- 
dress by F. S. Jeffries, eastern manager, National Asso- 
ciation of Credit Men, at the Wednesday morning’ ses- 
It was his opinion that too little attention is paid 
to credits, compared with that given to sales and pro- 
duction. Much of his address applied to the plumbing 
field, he having been secretary of the San Francisco 
jobbers’ credit group for nine years. He estimated that 
eighty percent of the wholesalers of plumbing and heat- 
ing supplies made no money last vear and attributed this 


sion. 


largely to loose credits. Mr. Jeffries spoke of the neces- 
sity tor co-operation in the interchange of credit infor- 
mation and proper supervision and limitation of credit 
extension. 

Theodore M. Ahrens, president, Standard Sanitary 
Mfg. Co., led the discussion on the National Trade Ex- 
tension Bureau. He made an appeal to those who had 
not contributed to the fund of $500,000 a year for the 
next three years, which is being raised to carry on a 
publicity campaign to increase the sale and use of 
plumbing and heating materials. Mr. Ahrens reported 
that 228 subscriptions, totaling approximately $300,000, 
had been received. 

The business comparisons and information on the cost 
of doing business, prepared by Secretary McIlvaine, were 
among the most valuable features of the convention. A 
report based on information received from 132 houses 
disclosed the fact that the average net profit for 1926 
was 1.68 percent, and the average gross profit, 21.18 per- 
cent. Net sales of 198 houses in 1926 were 101 percent, 
compared with 1925. Houses of a strictly plumbing char- 
acter indicated 1011, percent; plumbing, heating and 
mill supply houses 98.5 percent, and mill and mine 
supply houses 102.6 percent. Ninety-six reports indi- 
cated an average increase to 112 percent, compared with 
1925, and 102 reports indicated a decrease to 90.7 percent. 

BUSINESS VOLUME FOR FIRST FOUR MONTHS 

Volume of business for the first four months of this 
year, compared with the corresponding months of 1926, 
showed that out of 184 reports, 52 plumbing and heating 
jobbers indicated an increase of 13.12 percent, and 72 
a decrease of 11.66 percent; 24 plumbing, heating and 
mill supply houses indicated an increase of 6.66 percent 
and 20 others a decrease of 9.58 percent, and 16 mill 
and mine supply houses a decrease of 13.03 percent. 

Mr. Mclivaine passed out reports and a graph on the 
doing business. These will mailed to 
members for further study. Following is the cost of 
doing business during the last ten vears: 


cost of also be 


Without With 

Gross, Interest, Interest, 

Year Percent Percent Percent 
1916 . 26.43 Rasae 18.08 
1917 25.8 16.24 18.27 
1918 25.08 eT.21 19.62 
1919 24.63 16.96 19.53 
1920 23.36 16.70 18.83 
Average—) years 25.00 6.53 18.85 
1921 _.. : 91,8 22.83 26.11 
1922 22.88 18.15 20.83 
1923 22.59 16.49 18.62 
1924 20.57 17.02 19.32 
1925 20.53 17.55 19.90 
Average— 5 years 21.58 18.41 20.96 
Average—10 years 23.29 17.47 19.90 


r Frank Young, Baltimore, urged that the members 
give earnest consideration to the installment plan of 
selling. It was decided to continue the committee ap- 
pointed last vear to take up the matter of cutting and 
threading. Alvin M. Smith, president. Smith-Courtney 
Co., Richmond Va., and secretary of the Southern Sup- 
ply and Machinery Dealers’ Association, Was appointed to 
the committee. The only resolution brought in by the 
resolutions committee was that the incoming officers be 
instructed to purchase a suitable token of esteem to 
Retiring President M. W. Dennison in appreciation of 
his valuable service. 

Members of the resolutions and nominating commit- 
tees were as follows: Resolutions—-C. S. Harvey, W. H. 
Shurtleff, Fred Kretschmer, E. A. Padden, C. R. Crane, 
2nd, and A. W. Fullerton; nominating—W. H. Baker, 
N. O. Nelson Mfg. Co.; V. S. Ferguson, U. S. Supply Co.; 




























































W. H. Smith, W. M. Pattison Supply Co.; H. W. Thorn- 
dyke, F. W. Webb Mfg. Co., and A. A. Tomlinson, Tom- 
linson Co. 
DEPARTED MEMBERS HONORED 

At one stage in the convention, President Dennison 
paid a tribute to the members who have passed away 
since the last convention: Past presidents L. C. Hues- 
mann, Central Supply Co., Indianapolis, and W. M. Pat- 
tison, W. M. Pattison Supply Co., Cleveland; Director 
C. V. Kellogg, Kellogg-Mackay Co., Chicago; Dr. J. 
Duryea, Pierce, Butler & Pierce Mfg. Co., New York City, 
and W. M. Bellman, Shaw-Kendall Engineering Co., 
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Toledo. The entire gathering then stood, with bowed 
heads, in respect to the memory of the departed. 

Expressions of preference for the place for the next 
annual meeting showed sentiment to be divided between 
an industrial center and a resort, and the matter was left 
for decision to the executive committee. 

On the day previous to the start of the convention 140 
delegates and guests took advantage of an invitation 
from the Central Trades Golf Association to enjoy an 
outing on the links of the Pittsburgh Field Club, where 
a tournament had been arranged. The event was fol- 


lowed by a dinner and distribution of prizes. 





Views on Effects of Flood 


Southern Dealers Say Business Has Been Hit, But Expect Revival 


In response to requests from MILL SUPPLIES, several 
well known mill supply distributors near the territory 
inundated when the Mississippi river and its tributaries 
went on their wild rampage, have written very interest- 
ing letters, reviewing the situation. Newspaper reports 
of the havoc wrought are verified and other interesting 
tacts revealed. As regards the effect the disaster has 
had on business, it is evident, from the letters, that there 
has been considerable slowing up, but confidence is ex- 
pressed that conditions will improve as soon as the flood 
waters have receded. But few mill supply houses were 
reached by the flood waters. 

“Jackson is forty-five miles from the flooded district, 
and our has not been affected in any way,” 
stated Rittelmever, secretary, Mississippi 
Foundry and Machine Co., Jackson, Miss., in a letter 
written May 18th. “Mill supply houses at Greenville, 
Miss., and Belzoni, Miss., have been under water, as 
hoth of those places were flooded. The effects of the 
flood are being felt in a temporary slack up in business 
throughout this section.” 


business 
George M. 


“Naturally, this thing is going to slow business down, 
and has slowed it down mightily for the last thirty days, 
but we anticipate a revival after the water runs off, as 
our people do not sit down and cry over spilled milk, but 
immediately attempt some method of reconstruction,” 
wrote J. E. Dilworth, president, J. E. Dilworth Company, 
Memphis, under date of May 10th. 

“We have noticed very little slowing up in our business 
as a whole,” said C. French, first vice-president, Wood- 
ward, Wight & Company, New Orleans, in a letter writ- 
ten May 11th. “However, it is natural that those towns 
located in the flood region have not bought anything for 
the last two or three weeks, but we are sure that when 
the water recedes we will receive quite a bit of business, 
as rehabilitation will have to take place.”” Mr. French 
emphasized the fact that New Orleans has at 
had food waters within its limits. 

C. J. O'Neill, president, O’Neill-McNamara Hardware 
Co., Vicksburg, Miss., that about three-fourths of 
the the company’s salesmen was 
the time of writing, May 13th. This 
company deals in wholesale and retail! hardware and mill 
supplies. Naturally, Mr. O’Neill states, all the firms 
who do business with the people in the devastated region 
will be affected by the disaster. 


no time 


said 
territory covered by 


under water at 


Plans for rehabilitation 
are already under way in the states of Mississippi and 
Louisiana, but they will have to be worked out carefully 
and it will take some time, he says. Whether the farm- 
ers make good crops this year depends much upon how 


late the fall is and the kind of weather that will prevail 
during the growing season, according to Mr. O’ Neill. 

“The back water, caused from failure of the levees on 
the Mississippi and Arkansas rivers, did reach the lower 
portion of Monroe, doing some damage, but, taking it as 
a whole, we have not been seriously affected by the flood 
waters,”’ wrote H. Nichols, sales manager, Weaks Supply 
Company, Monroe, La., on May 18th. “Excepting for a 
temporary loss of business by the supply houses in the 
South, we do not believe they have been materially 
affected. It is our firm belief that business will return 
with a boom as soon as the high water entirely re- 
cedes.” 

a 
RUBBER BELTING REPRESENTED 
Curtis, The Manhattan Rubber Mig. Co.. Now 
Officer of Transmission Association 

F. L. Curtis, vice-president of The Manhattan Rubber 
Mfg. Co., Passaic, N. J., has been appointed one of the 
vice-presidents of The Power Transmission Association, 
representing the rubber belting division. This brings 
representation in the association for the only line not 
heretofore included. 

The slogan writing and emblem contest, being con- 
ducted by The Power Transmission Association, will close 
June 5th, and the winner will be announced June 15th 
ut the National Industrial Advertisers’ Conference in 
Cleveland. He will be selected by a committee from the 
American Society of Mechanical Engineers, and will be 
awarded the prize of $250. 

A meeting of advertising and sales executives of manu- 
facturers of mechanical transmission mediums will be 
held in Cleveland Saturday, June 11th. Plans will be 
laid at that time for co-operative advertising by the asso- 
ciation, and for better coordination in the advertising 
of individual members on the right drive to give the 
most economical and efficient transmission of mechanical 
power in any given installation. The meeting will im- 
mediately precede the National Industrial Advertisers’ 
Conference in Cleveland, so it will be convenient for 
those wishing to attend the meetings of that organiza- 
tion. Cleveland is also handy to Detroit, from which 
point the triple mill supply convention lake trip will 
start on Monday, June 13th. The advertising confer- 
ence of the power transmission people will be held in the 
Hotel Statler. 

L. H. Hopkins, consulting power transmission engi- 
neer. has been invited to become a member of the newly 
created advisory board of The Power Transmission Asso- 
ciation. 





















THE HIGHEST 
STANDARD 
OF VALUE IN 

MECHANICAL 
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GOODS 
FOR MORE 
THAN 
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YEARS, 
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BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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Demand Has Reached Levels of 1926 


Valve Index Indicates 1927 as a Whole Shouid Compare Favorably 
With Last Year, Though Summer Business May Not Be Duplicated 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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Figure 1. Chart Showing Actual Movement Since 1924 


March Preliminary Index—120 
April Preliminary Index—120 


The monthly index is not based upon any single com- 
pany's experience, but is developed from broadly selected 
measures of the quantity of demand in all those indus- 
tries that use valves and fittings. The index has been 
corrected for irrelevant seasonal fluctuations and price 
variations. 


This month the Valve and Fittings Index shows that 
March and April demand has fully equalled the average 
demand in the same months a year ago. In making this 
comparison, we recognize that April last vear was a rela- 
tively low month as the demand was then running and 
that April this year is at best only an average month. 
Moreover, in contrast with last November and December, 
it is possible that all the recent months may be a little 
above the present underlying trend of demand, and our 
index this summer will probably not average as high as 
the levels of June and August last year. 

On the other hand, the Valve and Fittings Index as it 
now stands gives us a fair summary of the news that 
is currently being reported. Building, in total and in 
many important divisions, has equalled its volumes at the 
same season in 1926. This is encouraging, but we must 
not conclude that building is headed for a new series of 
records. Again, in the case of the oil industry, comple- 
tion of new oil wells and provision of equipment demand- 
ed thereby have been progressing at a faster pace than 
a year ago. It is true that there is over-production of 
oil and a demoralization of prices. This may be a tem- 
porary situation and could easily be righted if the sum- 
mer should bring a heavy consumption of 
match the present heavy production. 


gasoline to 


It will be remembered that our index professes to pic- 
ture the trend of volume demand. It is not distorted by 
financial squalls until they actually upset the volume of 
demand. The volume in these two industries has been 
large and they have an important influence upon our 
average index. For this reason, we may at times doubt 
the wisdom of too readily accepting the indications of the 
index. The average says that demand has improved until 
it is up to last year’s level at this season, but might not 
the average show this because of the favorable influences 
in a few important industries, even though demand gen- 
erally was still sagging? 

To answer just such questions, we find it worth while 
to supplement the studies of our average index with other 


*Copyright, 1927, Walworth Company. 


analyses that aim to tell us whether the average condition 
indicated is also the really typical condition in the major- 
ity of industries. For instance, just at present we would 
ask, are only a few, or are many industries now report- 
ing demand up to last year’s levels? 

There are available past records of the order volumes 
of many national trade associations and representative in- 
dividual companies. These all represent jobbers’ demand 
upon manufacturers, just as do the demand reports which 
we average in our Valve and Fittings Index. We are 
always watching these to see how many are reporting 
“better than a year ago’? and how many are reporting 
“worse than a year ago.’”’ Usually we are not so much 
interested in particular industries, but simply make a 
count of those that are up and of those that are down. 

This count each month tells us whether there is an 
even break between the two or whether the balance tips 
in favor of the ups or the downs. Suppose, for instance, 
that in November, 1925, there was a net balance of thirty- 
two ups out of a total of seventy reports. This net bal- 
ance means there were thirty-two more ups than 
necessary to balance or offset the downs. The best way 
of expressing this idea is to say that there is a forty-five 
percent net balance in favor of the ups. From similar 
counts made for each month, we have plotted a diagram 
of the net balances, as in figure 2. 
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Figure 2. Diagram Plotting the Historical Record of Net 


Balances of Ups and Downs 


In this diagram, when the line begins to rise it mears 
that the net balance of downs is decreasing. When the 
curve gets up to the heavy horizontal line it means that 
there is an even between those reporting “worse than a 
year ago” and those reporting “better than a vear ago.” 
When the curve has risen high, as it did at the middle of 
1925, it means that the net balance is strongly one-sided 
in reporting better business. As the curve declines, there 
are fewer and fewer optimistic reports, and when it gets 
below the heavy line again, then once more there are, on 
net balance, more declines than gains. 

Our usual index in figure 1 shows that in the months 
of March and April this year valve and fittings demand 
was as good as it was in those same months a year ago, 
but we recall that the monthly index is sometimes erratic 
and may not represent the real underlying smoothed 
trend of demand. We have discussed the construction 
and significance of this smoothed trend upon several occa- 
sions. It is the more solid basis for sizing up the real 








The Auditor 


looks at some packings 


HERE’S a huge industry in 
Youngstown, Ohio, (so modest 

its name can be given only on re- 
quest) which maintains closest watch 
on plant packing costs—closer than 
usual, even in well conducted plants. 
The results of its comparative fie- 
ures are more eloquent than a book 
full of words. 
Case A— A Reciprocating Triplex 
pump. Johns-Manville Sea Rings 
tested against ordinary square packing. 
Period, three years. Cost, Sea Rings, 
$139.59; square packing, $387.00. 


Sea Rings showed a profit on the in- 


Here they are: 


vestment forthe three years of 177%. 
Ask any business man’s opinion of 


MANVILLE CORPORATION, 292 MADIS 


B HES IN ALL LARGE CITil FOR CANADA: 


that investmeni! 

Case B-- Pumps handling Ammo- 
nia Liquor and Mixed Tar. Again 
Sea Rings were tested against ordinary 
square packing. Sea Rings, costing 
$69.00, ran thirty months against a 
square packing costing $150.00 for 
the same period. The profit, there- 
fore, on the investment amounts to 
$81.00 or 117 in thirty months. 
Another real investment. 

Here is another Case: 

In Benzol service at this plant Sea 
Rings are lasting eight to ten times as 
long as ordinary packing. 

Aren't these thought-provoking 
facts? 


AVENUE AT 41 


STREET, NEW YORK CITY 


NADIAN JOHNS-MANVILLE CO., LTD., TORONTO 





ane, 1927 





The story on this page ts 
from one of the many engi- 
neering articles that appear 
in The Poxver Specialist—a 
magazine full cf useful in- 
formation aud shop kinks and 
cf course a bit. t humor now 
and then, Well send it to 
you monthly <vithout charge 
tf you'll fll in and mail the 
coupon below. 





Johns-Manville 


Corporation 


292 Madison Ave. 
New Vork City 


Send The Power Specialist 
regularly without cost to me. 

















June, 1927 


developments, so it is unfortunate that we cannot draw 
its curve closely down to date, except upon the basis of 
an assumed projection. At a time when the smoothed 
trend might be turning a corner upward, it would help a 
lot if we could put down actual postings, and that is why 
we are interested in this supplementary up and down 
curve just now. 


T | _ 7 —————— v0. uP 
| } 

uP | | {75% UP 

| | } | So% UP 





















| | 
- : Amen ; 0 CHANGE 
a UP AND DOWN SUMMARY \_/ 
sac r 4 25% DOWN 
3% DOWN as | soxpown 
Ow" | | 757.DOWN 
| | 
13( | 30 
| 
25} 124 
ACTUAL 
120} a 120 
ae | = © PROJECTION i 
SMOOTHED TREND here ae 
to} OF VALVE AND FIT Tine INDEX | abe 
os) | 110 
si, OE A TR aR ERO FSS MeN OO Se AY 
of a ee cme i a e PERS aoe 1 } 
FPQUARIZTQUAR S™QUAR 4™WUAR}("QUAR 2 “GUAR S™QUARSRUAR I GUAR,2°QUAR S"QUAR 4 WuAR @UAR 2SQUAR S™QUAK 4 QUARK) 
1924 1925 1926 i927 | 
Figure 3. Up and Down Curve, Compared with the 


Smoothed Trend of the Valve and Fittings Index 
In figure 3 


we see the two curves compared. Both of 
them 


indicate the broad trend of demand but the 
smoothed trend measures the level of demand in sixteen 
important industries only, whereas the up and down 
curve counts the direction changes in a broad list of 
many industries, regardless of their individual impor- 
tance. 

First, note the similarity between the two curves dur- 
ing the last half of 1924 and the first half of 1925. Here 
is evidence of a first rule, namely, that when the up and 
down curve has turned in a generally upward direction, 
then by that time the smoothed trend will have definitely 
begun rising. Again, note the record of the two curves 
at the opening of 1926. Here we see the operation of a 
rule. When the up and down curve has gotten 
under way in a definite decline, then at about that time 
the smoothed trend will begin falling. The two curves 
usually act jointly, but sometimes one gets a little ahead 
of the other. 


} 
secona 


Just now it is the first rule that helps us most because 
we cannot post the smoothed trend actually down to date 
to tell us whether it has stopped falling and has begun to 
rise again. When the up and down curve has risen nearly 
up to the horizontal line it means that there is then about 
an even break between the ups and downs. The rule tells 
us that probably at about that time the smoothed trend 
has passed its low point and is again on the way up hill. 

Summarizing all this, we can say that several facts are 
now on record. First, we know that in March and April 
the average level of the sixteen important industries in 
our index was as high as the average level in March and 
April last vear. Second, we know that, of over seventy 
reports of jobber demand upon manufacturers, there was 
in March about an even balance between the ups and 
downs, with respect to demand volumes a year ago. 
Finally, our supplementary curve indicates that probably 
the underlying smoothed trend of demand is now defi- 
nitely rising toward levels that will compare favorably 
with the average level of last vear. 

If we think in the broad terms of the annual totals of 
business done, the variations in demand not 


are very 
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great. In normal times, such disturbances as occur in 
the monthly fluctuations of demand usually result from 
the bulking of a disproportionate share of business in 
one end of the year. Referring to figure 1, we see that a 
disproportionately large half-year of business occurred 
in the last half of 1925, just before the disproportionately 
large first-half year business of 1926. This left the 
smaller half of 1926’s business for the last half of 1926. 
This lesser volume carried along into 1927 so that its 
first-half is probably the leaner half. Judging by the 
present indications for the smoothed trend, the year as 
a whole should compare favorably with 1926 even though 
last year’s unseasonably good summer months are not 
likely to be fully duplicated. 





VALLEY IRON LINE IS SOLD 
Sprout, Waldron & Company, Muney, Pa., to Add the 
Manufacture of Power Transmission 

Announcement has been made of the purchase of the 
complete power transmission line of the Valley Iron 
Works, Williamsport, Pa., by Sprout, Waldron & Com- 
pany, Muncy, Pa. The Valley Iron Works is quitting 
manufacture entirely, after thirty vears in business. 

Sprout, Waldron & Company have taken over all pat- 
terns, machinery and stock, both finished and semi-fin- 
ished, of the Valley Iron Works, and will not onlv con- 
tinue to manufacture the Valley Iron lines, but plan to 
make some changes which they believe will add to the 
attractiveness of these lines. Because of the fact that 
Sprout, Waldron & Company are also manufacturers of 
elevating and conveying equipment and iron pulleys, offi- 
cials believe they will be able to give service that the 
Valley Iron Works could not. Officials of Sprout, Wal- 
dron & Company expect to continue to sell to all dealers 
who formerly handled the Valley Iron Works lines. 
L. R. Hall, for the last twenty-five vears associated with 
the Valley Iron Works as sales manager, will occupy a 
similar position with Sprout, Waldron & Company. 


—— i. —— 


DETAILS OF SIMONDS PLANS 
Purchase of The Abrasive Co. by Fitehburg Manufae- 
turers Expected to Benefit Both 

The Abrasive Co.. of Philadelphia, the business and 
plants of which have been purchased by the Simonds Saw 
and Steel Company, Fitchburg, Mass., as announced last 
month in MILL SUPPLIES, has a complete organization 
of branches and sales outlets and will continue to sell its 
products through the same channels as in the past, ac- 
cording to an announcement by the Simonds company. 

The Abrasive Co. is one of the leading companies in 
the grinding wheel manufacturing field, making ‘‘Boro- 
lon” wheels for grinding steel and metals of high tensile 
strength, and also ‘“Electrolon” wheels for grinding cast 
iron, brass, bronze and metals of low tensile strength. 
It also manufactures abrasive cloths and papers. The 
Simonds Saw and Steel Company, established in 1832, 
is one of the oldest and largest manufacturers of saws. 
files and machine knives. It owns and operates its own 
steel mill, in which, in addition to making steel for its own 
products, it produces sheet and bar steel 
mercial market. 


for the com- 


The products of the two companies are used almost en- 
tirely in the industrial woodworking and metal working 
field, and officials believe that the close association of the 
two organizations should not only prove mutually bene- 
ficial, but acceptable and useful to consumers of their 
products. The Simonds company recently discontinued 
the manufacture of hand saws. 





oo 


June, 1927 

















Mill Supply Distributors 


Selling Johnson Leather 
Belting Have the Distinct 
Advantage of Furnishing 
Superior Quality and 
Profitably Competing 
With Manufacturers Sell- 


ing Direct to Consumers 


’ SA ¢ 


Hohnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 
product 
Generul Offices und Factory 


423-435 Kast 56th Street, 
New ork 1.U. 


Distribution Entirely through the Mill Supply Distributor 
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Should the Distributor Advertise? 


“Yes.” Says Edwin Lee Goucher, and Then He Proceeds to Discuss 
Why He Should, How He May Do It and What He Should Emphasize 


EDWIN LEE GOUCHER 
Frick & Lindsay Co., Pittsburgh 


Hark! Hark! The dogs de bark, 
The jobbers are coming to town; 
Some in rags and some in tags 
And some [few] in velvet gowns. 

I think that we may at once candidly admit that evil 
days have come upon that vast fraternity serving in the 
distribution of industrial supplies, 
machinery and tools (embracing 


thus individualizing themselves, and setting a new stand- 
ard for others to emulate. 

A catalogue, representative of the house that issues 
it, and of the merchandise it displays, is advertising, 
and advertising of a high order. Yet many dealers who 
have taken the important step of issuing one will take 
the count when anyone suggests 
the value of advertising by the dis- 





wholesalers, jobbers and retailers), 
who follow old-line methods; and 
while some of them may still be dis- 
porting themselves in velvet, many 
more are clothed in the rags and 
tags salvaged from better days. 

To avoid a too great generaliza- 
tion, this discussion will be con- 
fined largely to the branch of mer- 
chandising known as the mill sup- 
ply business, or, speaking 
broadly, the distribution of 
plies to all industries. 

The thoughtful and analytical 
observer of business activity can- 
not help but reach the conclusion 
that advertising plays a most im- 
portant part in successful merchan- 
dising, and it would not be difficult 
to pick out the relatively success- 
ful industrial distributors by a 


more 
sup- 





tributor, not realizing that a cata- 
logue in itself is a distinctive form 
of advertising. 

Any attempt to say why any par- 
ticular distributor should advertise 
involves an answer to the question 
of why anyone should advertise. To 
unbelievers in advertising I have 
nothing to say; to the dealer who 
believes in advertising but cannot 
justify his faith by action, I hope 
to have much to say in a few words. 

The foremost reason why a dis- 
tributor should advertise is because 
he is a distributor; the second rea- 
son is because he has to if he hopes 
to continue to be a distributor; the 
third, fourth and fifth—up to the 
nth reasons—are all tied up in the 
proposition that selling and adver- 
tising are functions of distribution. 








mere contemplation of the charac- 
ter and extent of their advertising. 
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Why, then, should not the dis- 
tributor perform his obvious func- 
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is an advertiser—simply because 
he lacks perception of what adver- 
tising is. unaware of 
the part advertising has played in 
the development of their own 
businesses, or of the adverse effect he 
general advertising has had in| His 
causing present conditions. They 
are both victims and beneficiaries 
of advertising beyond their control. 

Examine the catalogues issued 
by several supply houses which have been in business 
for more than ten years. You will not have to be an 
expert judge of printed salesmanship to pick out those 
which are a fitting accompaniment to velvet, and you 
will have no difficulty in naming the firms which have 
become the outstanding their 
fields. 


Some seem 


first 


successes in respective 

Some houses have never issued a catalogue; some have 
used abridged syndicate compilations, imprinted; some 
have achieved a fairly representative catalogue by com- 
bining syndicate material with their own compilation; 
some have taken the initiative in assisting in compiling 
and perfecting a catalogue embodying the most effective 
display, listing and description they are able to devise, 


potent factor in dealer advertising 
is one of the many interesting points 
brought out in this article by Edwin 
Lee Goucher, the second written by 
him on the distributor's situation, to 
published in 
article, 
Threshold of a New Opportunity,” 
appeared in the April issue. 


greater obligation to, the distrib- 
utor by the assumption on the part 
of the latter of a portion of the 
burden and most of the reward ac- 
cruing to intelligent 
effort? 

One reason why the distributor 
shies at advertising is because he is 
inherently a good merchandiser. He 
has intuitively seen the economic 
unsoundness of much of producer 
advertising. Those who excel in 
creative effort and productive efficiency are notoriously 
poor salesmen. They are eternally trying to shape the 
demand to fit their products instead of shaping their 
products to fit the demand. 

Advertising is a fact, however, and an influential fac- 
tor in the distributive process. Right or wrong, its 
effects cannot be ignored. The battle for business 
supremacy must be waged with the weapons at hand. 
Without advertising the distributor is weak: with it he 
is strong. 

The distributor should advertise because he can 
thereby increase his prestige with the consumer, and to 
a great extent eradicate the idea of direct buying. Even 
the sophisticated buyer of industrial supplies is sus- 
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Many of Your Customers Are Users. Do You Sell Them? 
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of Profit Rapidly and Stock 
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New Accounts - Frequently 


Users Prefer Conveniently Stored 


Buying from and 


Local Stock Electric Arc—Oxy-Acetylene — Easily Hondled 


Welding 


— Manufactured by — 


E. D. Giberson & Company, Inc., 38 Rector St., New York 


Pittsburgh Boston Havana, Cuba 




















IDEAL Pews* PLEASE 


SPUR-GEARED CHAIN HOISTS 
DIFFERENTIAL CHAIN HOISTS 
BALL BEARING TROLLEYS 
TIMKEN BEARING TROLLEYS 
CRANES, ETC. 


SOLD THROUGH JOBBERS ONLY 


THE 


DICKERMAN HOIST MFG. CO. 
872 EAST 72d ST. 
CLEVELAND, OHIO 























When writing to Advertisers please mention Mitt Suppties. 














June, 1927 


ceptible to suggestion, argument and emotional appeal. 
The dealer who comes to town dressed in velvet is 
certain to have a more considerate reception than those 
in rags and tags. Advertising is partly adornment. 

An organization is likely to live up to its institutional 
advertising, especially when it is a true expression of 
the ideals of its guiding genius. Advertising of business- 
building, profit-making value must state the truth, and 
the advertiser thus committed must live the truth. 

Then again the distributor should advertise because 
of the favorable reaction on the manufacturer. The 
most valuable selling franchises just naturally gravitate 
to the distributor who shows the most animation as a 
salesman. Advertising is definable as printed salesman- 
ship, and manufacturers are only too glad to co-operate 
with distributors whose methods harmonize with theirs. 

Finally, the distributor should advertise to gain and 
hold a partial control of the distributive function. As it 
is, the producers of highly advertised products can prac- 
tically dictate prices, terms and methods to distributors. 
They can, and often do, sell the cream of the consuming 
trade direct by the sheer force of advertising pressure. 
With the right kind of advertising co-operation between 
manufacturers and distributors this induced direct busi- 
ness could all be turned back into distributive channels. 

CERTAIN ADVERTISING FUNDALMENTALS TO APPLY 

Query: How should the distributor advertise? 
Answer: With all the resources at his command and 
every available means! <A weak, vacillating, half-hearted 
and unintelligent attempt will avail him nothing. ‘“‘What- 
ever a man soweth, that shall he also reap” was never 
spoken more truly than of advertising. 

The distributor should advertise individually and also 
collectively through his trade associations. He should 
advertise in whatever mediums are best adapated to his 
own peculiar needs and opportunities. I will not attempt 
to tell a distributor how to advertise, but there are cer- 
tain fundamentals which may be applied to the dis- 
tributor in general and the mill supply house in par- 
ticular. 

The outstanding successful merchandising methods 
are to be found in the humble (?) 5 and 10 cent stores, 
the small unit stores, chain stores, mail order houses 
and department stores, in the order named. Yes, yes, 
I know, our business is different. Quite so; but perhaps 
we can get a valuable idea from each of these other and 
different lines. 

The 5 and 10 cent stores are materialized, solidified 
advertisements. The store, its facilities, its service, its 
merchandise, its personality and its individuality are 
displayed right under the noses and in the direct line of 
vision of the greatest possible number of customers. 

Lacking the power to do this, the industrial distribu- 
tor can do the next best thing—he can take all of these 
things to his customer in the form of pictures, and by 
means of the printed word, keeping his facilities for 
service and his sincerity of purpose right where they 
will do the most good—in the vision of his customers. 

The chain stores and small unit stores have a subtle 
appeal to the thrifty. This is largely induced by boldly 
marking the price in plain figures on all goods. Would not 
some such idea make a confidence begetting idea for the 
advertising of a supply house? 

The mill supply business more closely resembles the 
mail order business than any other. Mail order adver- 
tising is noted for its copious illustration, accurate and 
informative description, and advertising having a value 
creating atmosphere. Also, prices are openly quoted on 
everything from socks to lingerie, and from nails to a 


complete ten-room house (“Subject to change without 
notice’). I hope the inference is obvious. 

We can perhaps dispense with comments on department 
store advertising, but I want to stress the fact that de- 
partment stores are copying from mail order houses, 
that mail order houses are tending toward the adoption 
of chain store methods and that chain stores are follow- 
ers of the 5 and 10 cent store ideas. How far these 
ideas are applicable to the advertising of industrial sup- 
ply distributors depends to a large extent on the charac- 
ter, facilities and scope of the individual house. 

INCREASES EFFECTIVENESS OF PERSONAL SELLING 

It is to be assumed that the distributor’s advertising is 
supplementary to his other merchandising activities. Its 
greatest benefit is to increase the effectiveness of per- 
sonal selling. 

Most manufacturers are more than willing to help 
their distributors and will furnish circulars, catalogues, 
cuts, etc., to almost any extent, if they are used. 

The catalogue is, of course, the bedrock foundation of 
distributor advertising. The fact that it has to compete 
successfully with other catalogues, or go into the dis- 
card, is sufficient reason for making it a real medium of 
service to the user. All forms of direct mail matter, 
such as booklets, circulars, postcards, blotters, price lists 
and discount sheets, are available and are effective in 
proportion to their merit. Novelties are sometimes help- 
ful, and when discreetly used often build a measurable 
amount of goodwill. These are tried and proven methods, 
but they are worth no more than ore in the ground. The 
mine must be worked to make it pay dividends. 

Aside from individual advertising, I think that there 
should be some form of association group advertising to 
educate the manufacturer on the true value of dealer 
distribution, and to influence industrial management and 
buyers to a belief in the economy of purchasing sup- 
plies from a local or nearby supply house, whose stock 
and service are proportional to its patronage. In the 
speculative field, newspaper space is an alluring possi- 
bility which has vet to be tried by the majority of dis- 
tributors. There are perhaps other forms of potential 
advertising opportunities peculiar to local conditions and 
certain specialized lines of business. 

The distributor who would be clothed in velvet should 
advertise with all his might, with all his heart, and with 
all his mind. The mill supply dealer who carries dozens 
or hundreds of lines, and thousands of items, has a real 
selling problem on his hands, but that very fact is the 
outstanding feature of his business that makes his 
service of value to the consumer of industrial supplies, 
and hence has an advertising value of high potentiality. 

SERVICE THE KEYNOTE OF ADVERTISING 

There is a vast difference between the advertising of 
merchandise and the advertising of a service. The dis- 
tributor can advertise a specific kind of merchandise 
only to a very limited extent. It makes little difference 
to him what kind, style or brand of merchandise he 
handles so long as it meets with the approval of his cus- 
tomers, and that he has at least an equal opportunity to 
secure his share of the available business. The excep- 
tion to this rule is when he has an exclusive franchise 
covering the sale of a line in a specified and protected 
territory. 

His service of distribution, then, is the advertising 
keynote for the mill supply distributor. He may play 
on a harp of a thousand strings, but the harmony will 
always resolve itself into the final major triad of service, 
quality and price. 

Every business institution has personality, individu- 
ality, and character. Advertising can mold and develop 
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these attributes along the right lines, and at the same 
time gain friendly recognition of the institution’s merits, 
thus establishing a feeling of good will in all with whom 
it comes in contact. 

Advertising cannot of itself create anything, not even 
demand. It can merely state facts, express truths, direct, 
illuminate, instruct, inform, awaken latent desires, and 
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incite to action that which is ready to move. It is a 
means of conversion and a method of orientation. Pur- 
sued consistently and with understanding, distributor 
advertising will go a long way toward placing the indus- 
try in the position its importance deserves, and then when 
Mr. Distributor comes to town he can don the royal pur- 
ple and wear “rings on his fingers and bells on his toes.” 





Casanave Supply in New Home 


Philadelphia Company Now in Own Building at 2028 Sansom Street 


The Casanave Supply Company, Philadelphia, is now 
settled in its new quarters at 2028-30-32 Sansom street, 
with a third greater floor area than it had in its former 
home, modern fixtures and greatly improved working 
conditions. The building fronts on one of the main 
arteries of Philadelphia, which will soon be widened 
twelve feet. 

The house 
known as J. 


was established in June, 1922, and was 


H. Casanave, trading as Casanave Supply 


New Home of Casanave Supply Company 
Company, and was thus operated for two years, until 
April, 1924, when it was incorporated. All employes at 
that time became stockholders in the organization. The 
house was originally located at 1933 Market street, which 
building was occupied until last April, with the exception 
of a short period when the company was operated at a 
temporary address, because of a fire during the month of 
March, 1924. The standing of the company with the 
manufacturers at that time resulted in a great many of 
the latter taking it upon themselves to forward ship- 
ments by express and charge only freight rates. This 
permitted the company to operate with practically no in- 
terruption, as is evidenced by the fact that the following 
month was the largest in its history up to that time. 
Because of the termination of its lease at the Market 
street address this spring, the company was forced to seek 
new quarters, with the result that it purchased the build- 
ing at 2028-30-32 Sansom street. This structure has a 
frontage of fifty feet on Sansom street, is ninety feet 
deep and has a frontage of ninety feet on the street at 
the rear (Moravian street). The building provides 24,000 


square feet of uninterrupted floor space, compared with 
16,000 square feet at the old location. According to 
F. D. Wilson, vice-president and general manager, this 
provides the organization with the means for greater 
ease in handling its business, with a resulting decrease 
in overhead costs. The building has been altered to suit 
the company’s purposes, and offices and operating depart- 
ments are closely coupled, to make it possible to speed up 
operations. ; 

Officers of the company at the time of the incorpora- 
tion were: J. H. Casanave, president; T. W. Wickers- 
ham, vice-president ; Samuel Schaller, secretary, and J. A. 
Marley, treasurer. Since that time Messrs. Wickersham 
and Schaller have died, and F. D. Wilson has been elected 
first vice-president to succeed Mr. Wickersham, and Win- 
throp Casanave secretary, to succeed Mr. Schaller. In 
addition, the office of second vice-president has been cre- 
ated, and A. L. A. Toboldt has been chosen to fill that 
office. 

The company has a capital stock of $250,000, of which 
$134,000 is outstanding; and carries an average stock of 
$175,000. According to Mr. Wilson, sixty percent of the 
company’s business is in mill supplies and forty percent 
in automotive supplies. 

“We have found it possible, as evidenced by the out- 
standing figures of our business, to at all times main- 
tain a full and complete inventory, due to a method of 
keeping a correct purchase record rather than a record of 
states Mr. Wilson. “This has entailed but little 
detail, as you can see from the fact that the average is 
one purchase to every fifteen sales, and has reduced this 
work to one-fifteenth of what it would be were sales rec- 
ords kept instead of purchase records. This system re- 
quires that a complete inventory be taken of each item 
or group when stock purchases are made, which tends to 
keep stock in excellent condition, and at the same time 
the operating end fully acquainted with the stock.” 


sales,” 


————— 


Paulsen Supply Issues Catalogue 


The Paulsen Supply Co., Chicago, has recently issued 
a complete catalogue. The book consists of 704 pages 
of text and index, including four colored inserts, and 
contains specifications, list prices and illustrations on a 
complete line of machinists’ and mill supplies. The trim 
size is 74% by 10°. inches, the standard size recommended 
by the Purchasing Agents’ Association. It is bound in 
tangerine colored cloth, with an attractive design stamped 
in black ink on the front cover. The covers are lac- 
quered to make them water and dirt proof. The index 
is printed on colored stock and is placed in the center 
of the book. The catalogue was compiled and published 
by Bluford Sharp Co., 537 South Dearborn street, Chi- 
cago. 




















Supply House Indispensable 


In Nation’s Industrial Life 


HE DISTRIBUTOR of mill supplies has a very definite purpose in being 
in business, the successful fulfillment of which makes him an indispen- 
sable link in the chain of industrial production and distribution. 

His business is justified by the fact that he renders a distinct service, 
which is the only justification any organization or group may have for 
being in business. He performs the service of distributing the prod- 
ucts of manufacturers to the industries in his community in the most 
economical and efficient way. He buys and continually stocks machinery, tools 
and industrial equipment and supplies, and stands ready at all times to make 
speedy deliveries. Always he has in mind the needs of those to whom he sells, 
and renders service in the way he knows will best fit him to provide them with 
what they need as they require it. 

The supply house might be called the balance wheel in the field of business. 
When supply exceeds demand the distributor absorbs a certain amount of the 
over-production, and stores it in his warehouse, on his shelves and in his bins until 
such a time as it will be needed. When demand is in excess of supply his stocks 
provide the means to tide over the period when production is catching up to require- 
ments. Never was the necessity for and the value of the distributor as a source 
of supply in time of stress more clearly demonstrated than during the early part of 
this country’s participation in the world war, when he threw open the doors 
of his warehouse and saved the day. 

The supply house is in reality the warehouse of the industries of its section. 
Whether the customer requires a large order or an emergency item, the distrib- 
utor is ready, close at hand, to serve him on short notice. ‘The distributor is a 
member of the community. He knows the needs of its industries intimately. 
His salesmen are calling on the trade regularly, not with one or two items, but 
with almost everything the consumer needs in his production activities. By vir- 
tue of his stock of supplies he saves the consumer rent, insurance, deterioration, 
payroll expense and costly delays, and simplifies all matters of credit. 

It is true that many consumers buy direct. They do so because they think 
they are saving money. Perhaps they ave, in the initial cost of the goods, but 
what of the telegrams, freight and express charges and long distance calls, as well 
as the items previously mentioned, that often go hand-in-hand with direct buying? 
It is believed that consumers are beginning to see the economic fallacy of buying 
direct, and it is time this light was breaking through the clouds. 

The manufacturer who sells his goods through supply houses eliminates the 
necessity for building warehouses and establishing branch offices in many sections 
of the country, saves himself the expense of maintaining a large sales force, and 
is able to concentrate his sales, shipping and financial activities on a comparatively 
few vital points, strategically located—on houses which know their territories inti- 
mately and offer to him their own selling forces and their efficient and quick serv- 
ice. The time, labor and money saved to manufacturers by supply house distribu- 
tion would undoubtedly run into huge figures. 

Were supply houses abolished distribution would soon reach a stage as harm- 
ful to the industries of the nation as the abolishment of grocery and department 
stores would be to the lady of the house. It would be a calamity for every indus- 
trial plant in the country, for every road builder and general contractor. Purchas- 
ing offices of companies using industrial supplies would swarm with salesmen rep- 
resenting manufacturers. There would be a wasteful duplication of effort, harmful 
delay, and, in the end, additional expense to all concerned. 
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Just filings ~ 
but what a story. 





Two high grade brands of files were given identical work in a 
testing machine. One file outwore TWO of the other brand and F 
did three times the work! 


The concern making the test was a large machinery builder. 
After being “wedded” for years to a certain brand, they decided to 
learn definitely whether they were getting full value. ; 


They obtained the use of a machine that would test two files at 
once under exactly equal conditions. They tested seven well-known 
brands to their complete satisfaction, some on cast iron, some on 
tool steel. 





The results amazed them. Good, standard brands differed widely 


~ an oe Se in performance. The sharpest files not only cut the fastest but 
were tested at once, a 1 x 1-inch test 
bar being cut in two, and one piece lasted longest. 
being used on each file. Speed, 
55 strokes per minute. Stroke, 6 : £ 
inches. Pressure, 25 pounds, re- Deltas outcut and outlasted all other brands by amazing margins. 
lieved on back stroke. m = A 4 
Sometimes one side of a Delta was matched against 2, 3 or 4 sides 
oO sts ad asti 
urn: nee aes of other files—and even then the Delta was not worn out! 


side of one Delta was run against 
2, 3, or 4 sides of non-Delta 


laggy = Rea cg Rag The full story is told (omitting names) in a folder entitled “The 
Scale Pans Tell.” You will find it worth reading. 





Look for Delta advertising in “Machinery” and “The American Machinist” 


DELTA FILE WORKS 


‘a 


BRIDESBURG PHILADELPHIA 
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W rite 
for Your 


Free Copy NOW! 


ITH the demand for the 
ARMSTRONG Line steadily in- 
creasing, every Mill Supply Jobber or 
Salesman should have this latest hand- 
book of information on Tool Holders 


and Quality Tools. 


“ARMSTRONG” 


Tool Holders 

Lathe Dogs 

“C” Clamps 

Ratchet Drills 

Drop Forged Wrenches 
H. S. Tool Bits 


“ARMSTRONG BROS.” 


Stocks and Dies 
Pipe Tongs 
Pipe Wrenches 
Pipe Cutters 
Hinge Vises 
Chain Vises 


The Most Complete 
Book in the World on 


TOOL HOLDERS! 


X ARMSTRONG Tool Hold- 


ers—used in over 90% of 
all shops, because they save 
time and money and increase 
production — are now more 
fully described than ever be- 
fore. The new Catalog B-27 
is a veritable Handbook of 
Information. Send for your 
copy today! 





gt 


Do You Know-- 


—the wide range of ARMSTRONG 
Tool Holders—the total number of 
distinct types and sizes for every 
operation on the lathe, planer, 
shaper and slotter? 


—the Quality of the hundreds of 
Tools that make up the “ARM- 
STRONG” and “ARMSTRONG 
BROS.” Lines of Recognized Qual- 
ity? 

—the convenience of ARMSTRONG 
Tool Racks and Cabinets? 


—that a number of new tool holders, 
wrenches and pipe tools are 
shown for the first time in DP 
this new Catalog B-27? se 


Increase your sales by handling the Line of Recognized Quality! 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” ON 


305 N. Francisco Ave. 


CHICAGO, U. S. A. 
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Packing Profits 


Depend Upon 
Quick Turn-Over 


The competition is keen, and to have a ready 
sale a packing must have superior merit, and 
be backed up by broad national advertising. 
Otherwise it is merely another shelf loafer 
tying up capital. 
















For both these reasons the quick and 
profitable turnover can be depended upon 
from 


SQUARE 
“ ” 
BRAIDED PALMETTO” ~< ¥ ALCO TWIST 
for rods seein PLAITEO PACKING for valves 
The packing for Steam, The packing for Hy- 
High Pressure, Super- draulic pressures, espe- 
heated, and Compressed cially Centrifugal 


Air Pressures. Pumps. 


Our claims for the superi- 
ority of these packings are 
proven by free working 
samples. 


You must have the 
stock on hand to ship 
promptly the orders 
for packing as_ re- 
ceived. 


GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St. 
New York, N. Y. 


The character of the 
competition will per- 
mit of nothing else. 
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71L€ Us For Complete 


Information—No Obligations 


Just tell us what your plans 
are, and we'll gladly show 
you how a CUNEO BUILT 
Catalog will save you money 
and increase your sales. 
Write us fully. You are not 
obligated in the least. 
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Without Extra Cost 


), Cuneo Catalogs 


REPRESENT YOUR STOCK 
EXCLUSIVELY 
GOOD CATALOGS are like successful salesmen. To 


attract the reader, to get your message across, to land 
orders, they must have real selling force behind them. 
For years, we have specialized in the planning, writing, 
and printing of catalogs for supply houses and industrial 
distributors. This long experience has shown us exactly 
H-O-W to build catalogs that sell more goods. 


A Complete Organization 
At Your Disposal 


We have men who are experts in every phase of catalog 
building—the proper selection of goods—the planning of 
the cataloge—the writing of the copy—the art work—the 
type-setting—tthe printing—and the binding. In other 
words, our organization will handle your catalog from the 
idea to the mail bag. 

Scores of the most progressive industrial distributors in 
the country have us plan and publish their catalogs year 
after year. Our long experience, plus unlimited coopera- 
tion, assures you of a catalog that is UNUSUAL, AT- 
TRACTIVE, and one that will increase your business. 


The Cuneo Catalog Service Co., 2242 Grove St., Chicago 
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ENILL QUPPILUUES 


ILLINOIS MALLEABLE IRON CO. 


Manufacturers of 


‘Illinois’ Gate Valves 


Malleable and Cast Iron Pipe Fittings 





Backed by Forty Years’ Manufacturing Experience 





“ILLINOIS” Gate Valves 


These iron body, brass mounted gate valves 
are made in sizes from 2” to 12”, inclusive,’ 
with screwed, flanged or hub ends. 


Every valve is tested before leaving the plant 
and is guaranteed for 125 lbs. steam pres- 
sure and 175 lbs. water pressure. 


The bodies are so designed that the weight 
is properly distributed where strength is 
needed, insuring long service. Wheels and 
glands are malleable iron and stems are 
crucible bronze. Length of thread in wheel 
nut, depth of stuffing box, size of spindles 
and corrugated packing surfaces—all con- 
tribute to the long life of ‘|L.|LJNO|S” Gate- 
Valves. 


“ILLINOIS” Malleable Iron Fittings 


Made from a superior quality of malleable 
iron, in standard and extra heavy patterns, 
screwed or flanged. 


“ILLINOIS” Cast Iron Steam or 
Drainage Fittings 

















Made of the best grade of homogeneous 
foundry iron—tapped with particular care to 
secure perfect adjustment when pipe is 
made up. 


MALLEABLE CASTINGS—Made from 


Customers’ Patterns 





Send for catalog 


Illinois Malleable Iron Co. 


General Offices—1801 Diversey Parkway 


Sectional View 2 Sectional View 
Non Rising Stem Valve Chicago, Ill. O. S. & Y. Valve 
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MARKABLE as are all the processes through which 

XX the steel passes before it becomes an Empire bolt, 
the heat treatment is the most dramatic and perhaps 
the most important. This process, known as the Smith 
heat-treating process, is based on a principle new to 
the steel industry, and is the secret of the high tensile 
strength of the Empire New Process Bolt. Every boli 
unfailingly tests over 80,000 Ibs., an increase of about 
15,000 to 20,000 Ibs. over the ordinary bolt. 


RUSSELL, BURDSALL & WARD 
® BOLT & NUT COMPANY © 


PORT CHESTER.NY. 



















Branch Office: Branch Office . Branch Strimple & Gillette Maydwell & Hartzell, Inc 
Straus Building General Motors Bldg. Factory: 169 Jackson Street 158-168 Eleventh Street 
CHICAGO DETROIT ROCKFALLS,Ils. SEATTLE SAN 
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Rip, Slash and Tear 
LENOX WOLVES 


a the Southern shores of Loch Lo- 
mond, where the lowland pastures meet 


the first sweeping hills of the Highlands, 
countless sheep bones bearing the marks of 
strong, savage, ruthless teeth lie mouldering 
under the dust of several centuries. 

The teeth that were responsible, . that 
became in their time the scourge of the shep- 
herd’s existence, were the teeth of the old 
“Wolves of Lenox.” 

The modern “Wolves of Lenox” also tear 
and slash and rip their way, ... but they are 
welcomed by factory managers. Their task is 
to rip their way through the toughest jobs. 

Perfectly fashioned for all sorts of work,— 
built of carefully selected steel,—each one 
thoroughly inspected before being packed,— 
Lenox blades are absolutely reliable for uni- 








BNLL, QUPPLUES 


June, 1927 






































*4p £ 2 


Since 1876 


The above trademark has been a pledge 
of quality and service to abrasive users 
everywhere. 


Scientific Laboratory Controlled 
Production, plus a specially 
trained and experienced sales 
organization insure— 


1. -An extremely high quality prod- 
uct for wood sanding or metal 
abrading. 


2. Quick sales with consequent 
rapid turnover. 


3. Utmost cooperation and constant 





|] 
form performance. ‘ al 
It’s good merchandising to stock the assistance on sales problems 
“Blades in the Plaid Box.” Your trade knows 
them. Frequent turnover and liberal discount 
VY i 1 - r ° ° , 
| ee ee a To the distributors of Barton’s complete 
line of abrasive products. 
AMERICAN SAW & MFG. CO. ' " 
8 Mass. 
LET US SHOW YOU 
a H. H. BARTON & SON CO. 
- dee : Holmesburg 
. Philadelphia, Penna. 
“The Soots in the Plaid Bor” a 
When writing to Advertisers please mention Mitt Suprtirs. 
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New Bad 





Tools That You 
Should Be Selling 


Here are two tools that will sell rapidly 
and return profits. The New Badger Car 
Mover is well known to Car Mover users 
and is standard equipment in many large 
manufacturing plants. The reason is that 
power, speed and durability and ease with 
which it can be handled, makes the New 
Badger better than any other car mover 
on the market. 


And there’s the Advance Safety Wrench 
which has been developed to where it is 
unbreakable with ordinary usage. The 
features of this wrench are that it cannot 
injure the operator, automatically adjusts 
itself to any size winding tap on hopper 
bottom cars, and can be used where other 
style wrenches have failed. 


The Advance Car Mover Co. 
Appleton, Wis. 
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car movers 


‘SLIP PROOF’ 
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| SELL FIRE. 
HL APPLIANCES 











HN 

| The Line of 
\ \f i Reliability 
J \— Quality 

y Service 





2% Gallon S & A 
Extinguishers 


Diener fire appliances bear 
the label of the Underwriters 
Laboratories. 





Safety Cans 


Manufactured by 


GEO. W. DIENER MFG. CO. 
Chicago 


Established 1899 















Diener Products 
Are Sold Through 
Established Dealers 


5 Gallon 
Pump Type 
Extinguisher 





2% Gallon 


Non- Freezing 
Extinguisher 





(FORTIFY FOR 
FIRE al 





Nag in AN WY 
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Fig. 112 
Jenkins Bronze Hose Angle 
"alve 





Fig. 352 
Jenkins Standard Bronze Swing 
Check Valve, Screwed 


In his mail, and in his business 
Magazines, your customer is 
being reached by Jenkins pub- 
licity. 





Fig. 325 
Jenkins Standard Iron Body 
Gate Valve, Screwee 


The chief aim of this publicity 
is to increase dealers’ sales. 
The valve buyer is constantly 
referred to the supply man for 
the purchase of Jenkins 
Valves. 

There is a genuine Jenkins for 
pfactically every valve require- 
ment, and this fact is being 
continually brought out in 
Jenkins publicity. The scope 
of the Jenkins line is empha- 


| 
| 
| 





Fig. 144 
Jenkins Standard Tron Body 
Angle Valve, Flanged 


Fig. 162 
Jenkins Extra Heavy Tron Body 
Globe Valve, Flanged 





In your customer’s 
mail bags 


sized by illustration and by 
description. 


It pays to keep a full stock of 
Jenkins products, which in- 
cludes Jenkins Valves, Jenkins 
Packings, and Moncrieff Gen- 
uine Scotch Gauge Glasses. 


JENKINS BROS. 


80 White Street........... ..New York, N. Y. 
524 Atlantic: Ave:..............— Boston, Mass. 
133 No. Seventh St...........Philadelphia, Pa. 


646 Washington Blvd. ............. Chicago, Ill. 
JENKINS BROS., LIMITED 
Montreal, Canada London, England 


FACTORIES: 
Bridgeport, Conn. Elizabeth, N. J. 
Montreal, Canada 


When writing to Advertisers please mention Mitt Suppties. 
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Ball Bearing 
Buffing and Polishing Lathe 


G.E. 40° Motors and Push Button Control. 
Armature shaft fitted with 4 S.K.F. Ball 
Bearings. : 
High Grade Nickel Steel Shaft. 

Speed from !759 to 3450. 

Made in 3, 5 and 7'4 hp. or up to 15 hp. 






AERIAL GRINDER 
Manufactured in 


= 
ag a poe Ball Bearing Grinders 


“LP. Sizes G.E. 49° Motor and Push Button Control. High 
Grade Nickel Steel Armature Shaft. S.K.F. Bail 
Bearings. Emery wheel guards hinge door type, 
>xhaust connections 


3, 5, 714 and 10 hp. manufactured. 


Aerial Grinders 


Manufactured in YY, 1, 2 and 3 hp. sizes. 
his tool especially designed for and adapted to 

surfacing rough castings. 

1/3 and '4 hp. sizes furnished with universal motor. 


Parallel Grinders 


Manufactured in Yj, 1, 2 and 3 hp. sizes. For 
grinding tools, journals, connecting rods, bushings 
and parallel work of every description. 

We manufacture Universal Elec. Drills in all sizes 
trom Vin. to 1'4-in. capacity. Also Tool Post- 
Bench and Pedestal Grinders and Electric Tools for 


every class of work. 


BALL BEARING BUFFING AND 
POLISHING LATHE 





PARALLEL GRINDERS 


IWrite for New Catalog and Price List 


ESTABLISHED 1912 


THE STANDARD ELECTRICAL TOOL CO. 


BALL BEARING GRINDERS 


1938 W. Eighth St., Cincinnati, Ohio 











MADE RIGHT—Heat-Treated. Accurate and De- 
pendable. High Tensile Strength. Bright Finish. 








TO OUR FRIENDS IN THE MILL 
SUPPLY AND JOBBING LINE 


FROM YOU we derive by far the 


greater part of our total business. 


Isn't this an assurance that you can rely 
upon the quality, delivery, price and 
service you ll get from us? 


The Cleveland t 
Products Co. 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 
















CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 








All Set Screws Case-Hardened. 


AMPLE STOCK—2,000 sizes and types always in 
stock. Prompt delivery of Accurate-Count, CLEAN 
Products. 


PACKED RIGHT—Dipped to prevent rusting, and 
packed in oil-proof, 6-ply, clearly-labeled Cartons, 


double-stapled and double-braced. Easy to stock, 
handle and sell. 


ig _ Send Us Your Inquiries 


When writing to Advertisers please mention Miri Suppttes. 
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LINEA! 
THE JOBBER’S QUALITY PACKING LINE 


This Modern 


Salesman’s Sample Case 







Will assist your men in 
building up your 
Packing Sales 


It is 
ATTRACTIVE 


Gaining the Purchasing Agent’s 
attention at once. 









COMPLETE 


Containing a time-proven Packing for 
every purpose. 


CONVENIENT 


Easy to Carry and Easy to Use. 


Your 

Brands o1 

ours—as you 
prefer 


INVESTIGATE 
This line of High Quality Packings made for distribution through the JOBBER ONLY 





LINEAR PACKING AND MANUFACTURING CO., Inc. 


1901-5 No. Marshall St. Philadelphia, Penna. 











When writing to Advertisers please mention MILt Supp.irs, 
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Paying for Service 





| We give it cheerfully and without extra cost, 

carrying a complete stock of all listed sizes of 
CAP AND SET SCREWS and SEMI FIN- 
| ISHED NUTS in small cartons suitable for 
JOBBERS RESALE. 


When making your purchases of SCREWS and 
NUTS of CHICAGO, where uniform quality and 
precision is thoroughly maintained, you keep 
your sources centralized and save freight. 





The Chicago Screw Company 


Chicago, Illinois 



































" a iF ~ “__your company is the only exclusive 
Ze wien. oe / Babbitt Metal Manufacturer affiliated 


| ae ~ / with us,” 


wees seas wot / wrote Secretary George A. Fernley, of The National Supply 
weg a ee ar A and Machinery Distributors’ Association. The privilege of 
associate membership in this association has been specially 
gratifying to us because it signifies a policy we have followed 
for thirty-two years— that of marketing MONARCH BALL 
METAL through only one distributor in each territory, and 
protecting the distributor on all sales made in his territory. 


Distributors who stock MONARCH BALL METAL, the Steel 
Process Babbitt, can eliminate other brands because Ball Metal 
will take care of 98% of all machinery bearings. It is sold 
under a guarantee that the consumer must be satisfied. Every 
box is stenciled with the distributor’s name—not ours—to aid 
him in securing repeat orders. 





If you believe in fair dealing, protection for 
the distributor, a quality product, and elimina- 
tion of unnecessary brands, ask for our sales 
proposition. 





i, MONARCH METAL Co. 











There’s Flux in the Hole 119 South Lincoln Street, Chicago, III. 
se NJ 
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Electric 


rills—Grinders—Buffers 
Build 


Lasting Customers 


What is perhaps the biggest advan- 
tage of handling HISEY Portable 
Electric Tools is that they build last- 
ing customers. The name HISEY 
on an electric tool means that it’s the 
best drill, or grinder, or buffer that can 
be made. For over 30 years we have 
exclusively manufactured electric 
tools. Naturally, we should build a 
better product. 





To you, Mr. Distributor, this means 
greater cash profits, an increasing good 
will, and ever growing volume of re- 
peat business. Is it any wonder 
HISEY Distributors find the line so 
profitable? 


Write for Details 


We urge you to get complete informa- 
tion on HISEY Electric Drills, Grind- 
ers and Buffers. Our prices are right. 
The profits are liberal. There is no 
obligation, so write us today. 


The Hisey-Wolf Machine Co. 
Cincinnati, Ohio 
Since 1896 





When writing to Advertisers please mention MIiL_ Supp tres. 
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AMERICAN SwIss 
FILES OF PRECISION 


AMERICAN SWISS 


WHO SAYS QUALITY DON’T PAY? 


A Few Quotations of the Many Users of American Swiss Files: 


‘The best buy at any price.” 


““We consider them the best file at any price for they outlast / : 4 
all others we have tried.”’ Mill Supply Dealers 


. Take Notice 
“We would not consider breaking away from American Swiss 
Files because they are perfectly satisfactory. They last from A satisfied file user will 
25% to 35% longer.” go a great way to make 


. ; a satisfied customer. 
“We have found them uniformly satisfactory to quality, life 


and cost.” American Swiss Files 


will do for you what 
““We have kept no account of the actual money saved but we 


they have done for 
think American Swiss Files the best we have ever used.” 


others. 





AMERICAN SWISS FILE & TOOL CO. 
410-416 Trumbull Street 
Elizabeth, N. J. 


























oldest manu- 
facturers of 
wood handle 
car movers 


SAMSON 


Samson Car Movers have 
been the standard of hand 
power car moving appli- 
ances for thirty years. 
Although they still re- 
semble the original de- 
sign, years of engineering 
experience have wrought 
many valuable improve- 
ments in the leverage and 
grippage of these movers. The 
result of these changes has 
largely proved the key to their 
enviable standard of perform- 


G. D. Rowell & Son Bouues located on a side 


track should eliminate their 


Appleton Wisconsin —_— delays by purchasing 
’ a Samson. 
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Three Brass Companies Consolidated 


The MeRae & Roberts Co., Standard-Peninsular Brass Works and 


Michigan Lubricator Co. Merged into General Brass Company 


The General Brass Company, Detroit, a new organ- 
ization resulting from the consolidation of three impor- 
tant companies in the Michigan metropolis, began 
functioning May 25th in the former plant of The McRae 
& Roberts Co., one of the three companies included in 
the consolidation. The others are the Standard-Penin- 


sular Brass Works and the Michigan 
Lubricator Co. | 
W. S. Killam, formerly president and 


manager of The McRae & Roberts Co., 
is president of the new corporation. | 
Klwood C. Johnston, formerly vice-presi- | 
dent of the Michigan Lubricator Co., is 
first vice-president in charge of produc- 
tion; William S. Chilman, formerly vice- 
president of The McRae & Roberts Co., 
is second vice-president and sales man- | 
ager; Milton E. Czarnowski, formerly | 
secretary-treasurer of The McRae & Rob- 
erts Co., is treasurer, and Philip E. Wel- 
ton, formerly of the Standard-Peninsular 
Brass Works, is secretary. Members of 
the board of directors are: Milton A. 
McRae, John B. Corliss, Frederic G. Aus- 
tin, W. S. Killam, Carlton M. Higbie, 
Elwood C. Johnston and William 8S. Chil- 
man. Mr. McRae was controlling stock- 
holder and chairman of the board of 
The McRae & Roberts Co.; Mr. Corliss 
was controlling stockholder of the Mich- 


Ss. 
igan Lubricator Co., and Mr. Austin was ie 
chairman of the board of the Standard-Peninsular Brass 
Works. 

The McRae & Roberts Co. was the oldest brass 


manufacturing company in Detroit, and enjoved a large 
volume of business, extending into thirty-seven states, 
while the other two companies included in the consoli- 


W. S. CHILMAN E. C. JOHNSTON 








dation were well known in the brass industry. It is said 
that the General Brass Company now becomes the coun- 
try’s largest manufacturer of gas stove cocks. 

“The combination brings together into a strong, effi- 
cient unit three well organized and successful operating 
companies having a record of many years’ experience 
in manufacturing,” said Milton A. McRae in announcing 





the merger. “Their combined output will include gas 

stove cocks, radiator valves, plumbing goods, automobile 

parts and a comprehensive line of brass and metal goods, 

all of which they have been manufacturing for years, 

and the distribution of the combined companies will 

extend into nearly every state in the union. The 

__ increased facilities and manufacturing 

economies will make possible a large in- 

crease in the volume of business with 
corresponding plant expansion.” 

All operations of the General Brass 
Company will be carried on at the 
former plant of The McRae & Roberts 
Co. According to Vice-President Chil- 
man, the plants of the Michigan Lubri- 
cator Co. and the Standard-Peninsular 
Brass Works will be dismantled and the 
machinery and equipment moved into the 
one plant. The old McRae & Roberts 
plant comprises several modern brick 
buildings adjoining the main line of the 
Wabash and other railroads and thus ex- 
cellent shipping facilities are afforded. 
Vacant land adjoining the McRae & Rob- 
erts plant is owned by the corporation, 
and this will allow for expansion, al- 
though no building is contemplated at the 
present time, according to Mr. Chilman. 

““As far as we know, none of the pres- 


KILLAM ent lines of any of the companies will 
be dropped,” said Mr. Chilman. “Sales 
policies will remain as at present, distribution being 


through the jobber and the manufacturer.” 

Although Milton A. McRae has been controlling stock- 
holder and chairman of the board of The McRae & Rob- 
erts Co., he has not personally managed the business, 
for he is interested in a number of newspapers pub- 


P. E. WELTON M. E. CZARNOWSKI 
lished in various cities. W. S. Killam, president of the 
new corporation, has been active head of The McRae & 
Roberts Co. for many years, and has earned a reputation 
as a successful manufacturer. The other officers of the 
corporation are also capable and experienced. Mr. 
McRae’s connection with the company began thirty years 
ago, when he became interested in it. 
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Meriden, 
Conn., 


U.S. A. 



































Schultz Friction Clutches 








THE MANUFACTURE 
types of Friction Clutches and their 
correct application to machines and 
power transmission equipment has been 
our service to American industries, ex- 
tending over a period of thirty years. 
Many mill supply houses have profited 
by this expert service. Shall we send 
you our catalogue? 


A. L. Schultz & Son 
1675 Elston Avenue 
Chicago, Ill. 


of several 


Established 1897 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 





KESTER SELF-FLUXING WIRE SOLDER 










5 


SOLDER WA 





2 
KESTER Acid-Core SOLDER 


For general soldering and heavier electrical work. Self 
Fluxing —“Requires Only Heat.” Gia 
Standard size No. 3, about '% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges —— 

also available. 


FLUX IN POCKETS 

























Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about !4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Coare SOLDER 


For very delicate electrical and radio work. Contains 
highest quality metals and 
rosin flux. Standard size 
about 3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 

Ib. boxes. 
Special 
gauges also 














KESTER Radio SOLDER 
(Rosin Core) 
Safe, Sure and Simple—approved by radio engineers. 
Harmless to the most delicate 
parts. Absolutely non-corrosive 
flux makes low-loss 
joints. Ten cans 
about 14 Ib.each # 
percarton. Ten 
cartons (100 
cans) to the 
case lot. 
























CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A 
o> 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 

© 


Your Jobber Can Supply You 
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Human Interest in Supply Business 


Industrial Supply Co., Inc., Los Angeles, Bases Activities on 
Four Principles, Which It Believes Individuals Should Follow 


RUEL McDANIEL 


The Industrial Supply Co., Los Angeles, has gained 
something more than a local reputation for its success 
in “humanizing” business. It has proved that business 
can be highly personal and human and still be successful. 

“There are four cardinal points in the building of a 
life or a business,” declared an executive of the com- 
pany. “Whether a man is merely planning his own life, 
a peanut-roasting business or laying 
out a future for a great supply busi- 
ness, these four points cannot be ig- 
nored. They are the cornerstones of 
our lives, as well as of our businesses. 

“First, we have the house. Speaking 
strictly from a material standpoint, we 
refer to the house as the company we 
work for or are a part of. Before a 
supply firm can be successful, it must 
build solidly its house, both from a 
standpoint of reputation and a material — est. 


Tne., whose 


ronize a house whose charactural struc- 
ture is shaded, nor does he care to pat- 
ronize a house which does not invite him 
hy its appearance. The reputation of a 
house and its appearance should blend. ‘ 

Saige alas chandise than 

“An individual cannot get the most 
out of life if he lives in such a way 
that his reputation is shady, his past 
colored; nor can he enjoy life to the 
fullest in a house that is ill-kept, dirty, 
dark and ramshackle. It is Just as es- 
sential that the supply man keep his 
business house clean, inviting and gen- 
erally attractive as it is for him to 
keep his home looking the same way. 
He can no more get the best out of his 
business with a slovenly building poorly 
kept than he can get the most out of 
life with a home kept the same way.’ 

Following out this belief, the com- 
pany makes a special effort toward attractiveness in its 
place of business. The Industrial Supply Co., Inc., main- 
tains one of the most modernly arranged supply stores 
in the country. It has its show windows, its floor dis- 
plays, its neat signs—everything that makes modern 
merchandising more successful. 

“Second,” the executive continued, “the goods must 
be right. In order for a man to make the most of his 
opportunities, he must have the ‘goods’—the ability and 
brain-power—to do what he is told to do or what he 
is expected to do. A man must ‘deliver the goods’ in 
whatever he engages, if he expects to live a gratifying 
life. 

“Just as the individual must have the ability to do 
what is expected of him, so must the supply house have 
the merchandise to fill the expectations of its custom- 
ers. <A clerk in a store who does not come up to the 
requirements of the store soon finds himself without a 
job. Machinery and supplies sold by the dealer which 
do not come up to the expectations of the purchaser 
mean a lost customer and a retardment of normal 


prope rly. 


SUPPOse d to 


down the 


Because price cutting is one 
of the disturbing elements in 
the mill supply business to- 
day, the attitude toward price 
of the Industrial Supply Co., 
business princi- 
ples are the subject of discus- 
sion in this article by Mr. Me- 


Daniel, is of particular inter- 


basis of its cost, its quality, its 
value to the purchaser,” says “The individual who underestimates 
an executive of the company. 
“To try to get more for mer- 
it is worth is 
like the individual trying to 
get a raise in salary when he 
does not deserve 
charge for merchandise and 
service is a confession of one’s 
oun inability to merchandise 
To mide r-price is 
to coufess that one's goods are 
not worth as much as they are 
be 
confidence of the 
> prospective purchaser.” 


growth of the house. Therefore, it is essential that 
the supply man be most careful of the merchandise he 
recommends, through stocking it, to his trade. There 
should be no doubt that every article sold, regardless of 
how small, will do what its purchaser expects it to do. 
Merchandise that performs better than is expected favor- 
ably affects the supply house selling it, just as surpris- 
ingly good performance on the part of 
the individual wins favors from his 
employers. 

“Third, there is price,” says the exec- 
utive. “The house must be so invit- 
ing that the customer will come in and 
enjoy his transaction, the goods must 
be of such quality that they will per- 
form fully as well as the purchaser ex- 
pects them to perform, and then the 
price must be set at a figure that does 


“The price of merchan- not frighten away the customer, yet 
standpoint. No person wants to pat-) dise should be 


high enough to prove to him that you 
value your merchandise properly. 


set upon the 


his own ability usually is underesti- 
mated by those with whom he comes 
in contact; just as the man who has 
a distorted opinion of his ability soon 
finds himself the only one sharing this 
belief. An individual should value him- 
self upon the basis of his fundamental 
worth to the firm with which he is 
connected—his experience that makes 
him qualified to perform the duties as- 
signed, his education, his habits, his 
character. These should be the basis 
of his actual worth. The price of mer- 
chandise should be set upon the basis 
of its cost, its quality, its value to the 
purchaser. To try to get more for 
merchandise than it is worth is like 
the individual trying to get a raise 
in salary when he does not deserve it. To undercharge 
tor merchandise and service is a confession of one’s own 
inability to merchandise properly. To under-price is 
to confess that one’s goods are not worth as much as 
they are supposed to be, and breaks down the confidence 
of the prospective purchaser. 

“Fourth, the excellent house, high quality goods, and 
right prices will not go far toward success in business, 
or the equivalent qualities will not carry the individual 
far up the success ladder, without organization. The 
individual must organize his efforts, his studies. He 
must go about the performance of his duties with a 
method before him. He must work by a well-laid plan, 
not alone by the plan given him by the man higher up 
but by a plan all his own. He must study to improve 
himself by a well-planned program; he must plan by 
some sort of organized system. Otherwise, everything 
he dees will be slipshod and inefficient. 

“Just so, the supply business should be closely and 
efficiently organized for sales and service. There should 
be a respected and obeyed head, with a clear-cut under- 


it. To under- 


. and breaks 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stiilman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 











108 Washington St., New York 
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des 
Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. S 
Cleveland: Auditorium Garage Bldg. 6 














“SUPERIOR” 
Cap Screws and Bolts 
for 


Oe eT. fe 





ie 
> 
~ 
-_ 
= 
= 


, Quality and Service 
Machine Bolts 


. Bolts 
Carriage Bolts Specials a ar 
Plow Bolts <n tove Rods 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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standing as to his relation with every other man and 
department of the business. Every unit of the busi- 
ness should know its duties and place, know just where 
it fits into the general business scheme. Organization 
makes possible the use of the other three factors so 
essentially important in the building of a business or 
an individual.” 

To insure good organization, the company employs 
an unusual procedure in hiring a new man. Although 
there are comparatively few employes in the company 
compared with large industrial manufacturing institu- 
tions, each employe is handled with a high state of 
organization in mind. Each new man, before he goes 
to work, must sit down and spend some hours reading 
over the rules of the company governing the relation 
of company and men. There is not a single point omit- 
ted in the loose-leaf book of rules that has to do with 
the duties of employes and their relation with the com- 
pany. Knowing these rules, a new man at once fits him- 
self into the organization without having to waste a 
month learning his place. When he breaks a rule, he 
is asked to take the book home with him in the evening 
and read it again. 

Carrying out the idea of human interest in business, 
the company has still another plan of 
human emotions to accomplish a purpose. 
of motto cards. 
tions. 


‘ashing in on 
It has a series 
These are used to answer many ques- 
They are made to deliver many a silent inspira- 
tional lecture to discouraged men. 

It is only human that now and then a man comes to 
his employer and complains that such-and-such a job can- 
not possibly be done. When an Industrial Supply Co. 
employe has such a complaint, he is handed a well- 
worn card, with these words blazed upon it: “I’m Tell- 
ing You—-We Can!” 

Another card of this series which awakens smoulder- 
ing ambitions in men reads, “Show me a contented person 
and I will show you a useless one.”’ “Wisdom is knowing 
what to do next; Skill is knowing how to do it, and 
Virtue is doing it,’ reads still another one of these worn 
motto cards. Still another teaches weak men faith; an- 
other helps them to conquer fear. 

Sentimental? Yes, perhaps. But the Industrial Sup- 
ply Co. is guided by some of the most practical business 
men you ever saw. They mix sentiment and human inter- 
est with business, because it not only makes life a lot 
more pleasant for them, but it increases net profits as 
well. 


—-—__. 


HAJOCA CORPORATION FORMED 


Supply Houses and Foundry Merge to Make and Dis- 
tribute Plumbing and Heating Goods 

Announcement has been made of the formation of the 
Hajoca Corporation, Philadelphia, to manufacture and 
wholesale plumbing and heating goods. The new organ- 
ization is the result of a consolidation of the Bridgman 
Co., Haines, Jones & Cadbury Co., and the Keystone Sup- 
ply & Mfg. Co., all Philadelphia supply houses, and the 
Krupp Foundry Co., Lansdale, Pa., manufacturer of soil 
pipe and fittings. This consolidation will give the new 
company a brass works in Philadelphia, iron foundries in 
Lansdale and Quakertown, Pa., and twenty-eight branch 
houses, in addition to the main office, which will be at the 
old Bridgman Co. headquarters, 120 South Thirtieth 
street, Philadelphia. The name of the corporation was 
selected because of the brand of plumbing supplies dis- 
tributed by one of the firms in the consolidation. 

J. Harvey Borton, formerly president of Haines, Jones 
& Cadbury Co., has been elected president of the Hajoca 
Corporation, and the following have been named vice- 
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presidents: William A. Brecht, formerly president of the 
Krupp Foundry Co.; George M. Bridgman, formerly 
president, and F. C. Eckfeldt, formerly treasurer of the 
Bridgman Co.; Charles A. White, formerly president, 
and James M. Denney, formerly vice-president of the 
Keystone Supply & Mfg. Co., and Karl Legner, formerly 
vice-president of Haines, Jones & Cadbury Co. Frank 
W. Dows, formerly secretary-treasurer and manager of 
Keystone, is treasurer, and John T. Brown, Jr., formerly 
treasurer of Haines, Jones & Cadbury, is assistant treas- 
urer. Benjamin Cadbury, formerly secretary of Haines, 
Jones & Cadbury, is secretary, and I. E. Rowland, for- 
merly of Keystone, assistant secretary. George H. 
Wobensmith, formerly vice-president of the Bridgman 
company, has been made supervisor of northern district 
branches, and Robert E. Saul, formerly of Haines, Jones 
& Cadbury, supervisor of the southern district. 

President Borton states that the corporation has taken 
over distribution of several nationally known lines of 
plumbing and heating goods and will handle these lines 
exclusively, and that it will continue the policy of sell- 
ing to the trade only. 
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NEW PLANT IN BALTIMORE 


Anchor Post Fence Company to Start Work on First 
Unit of Eastern Factory in June 

The Anchor Post Fence Company, of New York and 
Cleveland, manufacturer and erector of chain link and 
similar types of wire fences, gates and railings, has 
acquired control of a site in Baltimore for the erection 
of a new manufacturing plant. 

The site selected is in the eastern industrial section 
of Baltimore, and has direct rail connection, by means 
of the Canton railroad, with both the Baltimore & Ohio 
and Pennsylvania roads. It is within a short distance 
of the new plant of the Bethlehem Steel Company, at 
Sparrows Point. The excellent shipping facilities, both 
by rail and water, abundant labor supply and other 
advantages resulted in the selection of the Baltimore 
site, and it is the intention of the company to make this 
new plant its main eastern factory. The company now 
operates plants in Cleveland and in Garwood, N. J., and 
distributes its products through branch sales offices and 
agents throughout the country. 

The first unit of the new plant to be erected will be 
a one-story steel and concrete manufacturing and storage 
building, 500 feet long by 200 feet wide. The building 
will be equipped with an overhead traveling crane, weav- 
ing looms and a continuous galvanizing unit, and will 
have every facility for the economical manufacture and 
handling of the company’s products, it is said. The 
Austin Company, Cleveland, is general contractor. Build- 
ing cperations will start in June, and it is expected the 
first unit will be completed by fall. 

ioe a 
Adopts Standardization Slogan 

Adoption of the slogan, “Standardization Pays.” by 
the Boston Gear Works Co., Norfolk Downs, Mass., is 
commented upon in a news bulletin of the Division of 
Simplified Practice of the Department of Commerce. “It 
is of considerable interest to note that more and more 
industrial concerns definitely recognize that 
standardization it is possible not only to produce 
cheaper goods, but better,” the bulletin states. ‘In the 
machinery field, one company, the Boston Gear Works 
Co., of Norfolk Downs, Mass., has adopted as a registered 
siogan the words, ‘Standardization Pays,’ for use in con- 
nection with the company’s products of standardized 
gears, speed reducers and silent chain drives.” 


through 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 







The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 























The Royersford-Excelsior 
20" Upright Power Drill— 


No frills, but of proven value. Belt or 
Motor Driven. 


Back Geared, Power Feed, or as you 
want it. 


A rugged, honestly built tool. 


Write us for prices and literature. 





Royersford Foundry & Machine Co., Inc. 


Box S Royersford, Penna. 








When writing to Advertisers please mention Mitt Suppties. 
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Duncan & Goodell in New Building 


Worcester, Mass., House, More Than a Century in Business, Builds 


and Occupies Fine Structure with Many Modern Conveniences 


Following more than eighty years in one location, the 
Duncan & Goodell Co., Worcester, Mass., founded in 1825, 
is now occupying its new and thoroughly modern home 
at Mechanic and Commercial streets. The old address 
of the company was 404 Main street. 

The new building of the Duncan & Goodell Co. is two 
stories in height, of 


radios, automotive equipment, cutlery, houseware and 
carpenters’ tools. 

On the main floor of the building are departments 
handling machine tools, mechanics’ tools, cutlery, elec- 
trical suplies, garden tools and seeds, light hardware, 
household utilities and household tools. On the second 

floor are radios, build- 





limestone with granite 
base, and the foundation 
i constructed as to 
permit of a_ ten-story 


IS SO 


building if the owners 
desire to add to its 
height later on. The 
new structure contains 
45,000 square feet of 
floor space, which is 
more than double the 


area of the old home. It 
has three entrances, one 
on Mechanic street and 
two on Commercial; pas- 
senger and freight ele- 
pneumatic tubes 
for handling sales at the 
different counters, up-to- 
date telephone and lighting systems, and other modern 
equipment. 

With its limestone and granite structure, the main en- 
trance of solid bronze ornamental work, the rich bronze 
trimmings of the window displays and the plain, but 
dignified display window background of the 


vators, 


walnut, 








Showing a Portion of the Main Floor 


building makes an impressive appearance. The window 
displays were all especially attractive at the time of the 
formal opening, Saturday, April 2nd, when thousands of 
visitors passed through the building. One window on the 
Mechanic street side was devoted to hardware, another to 
machine tools and a third to silverware. In the Commer- 
cial street windows were displays of electrical appliances, 





Duncan & Goodell Company’s New Building 


ers’ hardware, _ silver- 
ware, glassware, im- 
ported pottery and elec- 
trical appliances, while 
the basement is given 
over to the transmission 
materials, automotive 
supplies and heavy hard- 
ware. The decorative 
features of all floors are 
very attractive, the sec- 
ond being especially so 
with its mahogany fix- 
tures and mezzanine ef- 
fect. 

The Duncan & Goodell 
Co. is a distributor of 
mill and shop supplies, 
hardware, cutlery, me- 
chanics’ tools and automotive supplies, and conducts a 
retail store in connection with its business. It is capi- 
talized at $60,000, carries an average stock valued at 
$225,000, and has six outside salesmen, covering Massa- 
chusetts, Rhode Island and Connecticut. The company 
has approximately seventy-five employes in all. B. M. 

















Section of the Basement of the Building 


Scott is president, and also serves as buyer; H. S. 
dell and E. L. Park are vice-presidents, George J. Bridg- 
ham is secretary and S. F. H. Goodwin, treasurer. 

This veteran house was established by Caleb Newcomb 
in 1825 as a hardware store and tin shop in a small 
wooden building on Front street, near Harrington. In 
1845 he moved his business to Main and Pear! streets. In 
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1850 Mr. Newcomb sold his business to Calvin Foster, 
who continued along the same lines under the firm name 
of C. Foster & Co. Davis Whitcomb purchased an inter- 
est in the business in 1853, but the firm name continued 
the same. In 1854 the business was removed temporarily 
to a location several blocks north on the same street, 
while Calvin Foster built a four-story brick block on 
the Main and Pearl street site. The business occupied 
the building that Mr. Foster built from the time it was 
completed until the recent removal. This block contains 
two stores, a large one fronting on Main street and a 
smaller one facing on Pearl street. The latter store was 
first rented to a grain dealer, but after a few years, be- 
cause of the steady growth of business, C. Foster & Co. 
took over the space used by the grain store, thus occupy- 
ing the first floor and basement of the entire block. At 
the time the company moved into its then new building 
the tin shop branch was discontinued and the hardware 
lines were increased materially. 

Harlan B. Duncan and J. B. Goodell, who had been em- 
ployed by the firm for some years, purchased the inter- 
est of Mr. Whitcomb January 1, 1866. H. M. Waite was 
admitted to the firm some time later, but in 1875 he with- 
drew and established a hardware business of his own. 
Two vears later C. Foster & Co. bought him out, and he 
returned to his old connection, where he remained until 
i880, when he again withdrew to found the business, 
Waite Hardware Co., which is now a well established 
house in Worcester. He died about twenty years ago. 

The name of the firm was changed from C. Foster & 
Co. to Duncan, Goodell & Co. in 1880, and in July, 1887, 
was incorporated under the name, Duncan & Goodell Co., 
being one of the first businesses in Worcester to take 
advantage of the then new Connecticut incorporation 
law. At that time Mr. Duncan was elected president of 
the company and Mr. Goodell treasurer. In April, 1887, 
S. H. Foster Goodwin and Brigham M. Scott purchased 
nearly all of the holdings of J. B. Goodell. Mr. Good- 
win had been with the company from 1882 and Mr. Scott 
from 1886, the latter coming from the hardware house 
of Kinnicutt & Co., with which he had been associated 
for more than nine years. 

In January, 1905, Mr. Duncan died, and Brigham M. 
Scott was elected president, which office he holds at the 
present time. In June, 1910, Mr. Goodell retired from 
the business and S. Foster H. Goodwin was chosen as 
his successor in the office of treasurer, which office he 
fills today. 

About eight years ago H. S. Ramsdell, E. L. Park and 
George J. Bridgham were admitted to membership in the 
corporation. All had been long identified with the busi- 
Messrs. Ramsdell and Park are now vice-presi- 
dents of the company and Mr. Bridgham is secretary. 

The business of the Duncan & Goodell Co. has increased 
rapidly since 1905, with a resulting increased demand 
for more space and better facilities. Alterations were 
made from time to time, and in September, 1926, the 
company took over the entire block of four stories and 
basement at the old location. Next came the erection of 
the present new home. 


ness. 
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Chicago House in New Home 

The Barrett-Christie Co., Chicago, is now doing busi- 
ness in its new location, 108-110 North Clinton street. 
The business was formerly at 37 South Clinton street. 
The new quarters provide 18,000 square feet of floor 
space, and give the company ample room to stock its 
lines of tools, steam specialties, belting, etc. Excellent 
shipping facilities are provided, and new steel shelving 


has been installed. According to J. M. Barrett, presi- 
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dent, it is planned to make good use of the window space 
and the fioor space in the front portion of the building 
for attractive displays. The Barrett-Christie Co. is ex- 
clusive representative of several manufacturers. 


DICKERMAN FORMS COMPANY 


Associated With V. J. Rumpler in Production of Chain 
Hoists, Trolleys and Cranes 

H. E. Dickerman, for nineteen years sales manager 
of The Chisholm-Moore Mfg. Co., Cleveland, and prior 
to that with The Yale & Towne Mfg. Co., Stamford, 
Conn., for seven years, has organized The Dickerman 
Hoist Manufacturing Company, incorporated under the 
laws of the state of Ohio, and located at 872 East Sev- 
enty-second street, Cleveland. Associated with Mr. 
Dickerman is V. J. Rumpler, who has been with The 
Chisholm-Moore Mfg. Co. for the last fourteen years, 
as advertising manager and assistant sales manager, and 
also in an engineering and manufacturing capacity. 

Messrs. Dickerman and Rumpler have surrounded 
themselves with hoist engineering and manufacturing 
experts, and will produce a complete range of high-speed, 
spur-geared chain hoists, differential chain hoists, I-beam 
trolleys, both ball-bearing and precision roller bearing; 
I-beam cranes, etc., under the trade-mark, “Ideal.””. The 
officers of the company state that their policy will be to 
sell through distributors only, and that they are backing 
their products with a broad guarantee which assures both 
the distributor and the user complete satisfaction. En- 
joying excellent shipping facilities, they promise to 
render 24-hour service on all standard items, and have 
inaugurated a sales plan which they claim will provide 
absolute protection to the trade. 


———— —___ 
Fire Extinguisher Shipments 

April shipments of fire-extinguishing equipment, as 
reported to the Department of Commerce by practically 
all manufacturers in the industry, totaled 114 pieces of 
motor apparatus and 46,956 of hand types, as compared 
with 123 of motor and 48,955 of hand types in March 
and 121 of motor and 52,874 of hand types in April, 
1926. 

—— —_e—@ 
Plant Damaged by Fire 

A portion of the plant of the Berger Mfg. Co., 1038 
Belden avenue, northeast, Canton, Ohio, was swept by 
fire Tuesday, April 12th, with a loss estimated at $500,- 
000. Two workmen were injured in an explosion, which 
is said to have resulted from a spark from a machine 
dropping into a vat of paint. The Berger company man- 
ufactures sheet metal products and is a division of the 
Central Alloy Steel Corporation. Considerable finished 
material was destroyed. 


——_—_—--.9-= 


Rubber Imports in 1926 

American imports of crude rubber in 1926, valued at 
more than half a billion dollars, broke all previous rec- 
ords, according to a statement issued by the foreign 
commerce department of the Chamber of Commerce of 
the United States. During the year the United States 
imported 925,878,000 pounds of crude rubber, having a 
total value of $505,818,000, the average price being 54.6 
cents a pound. The total value, which was $76,000,000 
greater than that of 1925, is the highest ever recorded 
for any American import, with the single exception of 
sugar in 1920. Approximately four-fifths of the total 
rubber imports came from British possessions. 
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Timken Tapered Roller Bearings 
Steel Side Plates 

Chilled Tread Wheels 7 
Steel Equalizing Pin 

Steel Hanger Plate 

Steel Hook, Drop Forged. Heat 
Treated, Proof Tested 

Steel Drop Forged Cross Head 
Safety Load Chain Guard 

Steel Load Wheel 

Oil Tubes 

Main Driving Spindle and Pinion 
Bronze Bushed Load Sheave 


y 
Ball Bearing Driving Spindle y 
Steel Suspension Plates 
Non Fouling Hand Chain Guide 3 
Gear Cover, Extra Heavy f 


Special Analysis Steel Chain 

Steel Hook, Drop Forged, Heat ik 
Treated Proof Tested 

Detachable Steel Coupling, Drop 
Forged 

Ball Thrust Bearing on Bottom 

Swivel Hook 


Oil Cups Spring Cover in All Oil 
1s Co) (= 
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Shall Malleables Be Sold by Piece? 


Manufacturer’s Inquiry Indicates That System Would Have Advan- 
tages Over the Pound Method, While Packing in Cartons Is Opposed 


GEORGE B. BALDWIN 
Vice-President, Stockham Pipe & Fittings Co., Birmingham, Ala. 


For some time past we have been looking into the 
advisability of the manufacturer selling malleable fittings 
by the piece. This was brought about by several requests 
from some of the prominent distributors throughout the 
Lnited States when they learned we were going into the 
manufacture of malleable fittings in an extensive way. 

It seems to us that it is rather inconsistent to sell 
malleable fittings by the pound when cast iron screwed 
fittings, drainage fittings, flanged fittings, unions, bush- 


and we found that it was the consensus of opinion, by 
a very large majority, that this is not practical. Many, 
in answering our questionnaire, stated that if we really 
wanted to do something of benefit lo the trade, we would 
immediately establish a list and discount on malleable 
fittings. 

Of course there are some distributors in certain locali- 
ties who buy malleables by the pound, and dispose of them 
in 





ings and plugs, and, in fact, so far 
as the writer knows (with the ex- 
ception of pig lead and lead pipe), 
all other commodities handled by 
plumbing and heating wholesalers 
and mill supply houses, are pur- 
chased and sold on a list and dis- 
count basis. 

Another thing is that we believe 
the complaints of our jobbing 
friends are justified when they state 
that because of the necessity of 
buying malleables by the pound, 
and the variance in weight between 
different fittings made by the 
manufacturers, they are at sea as 
to their actual cost. For example, 
one manufacturer in the east has 
always made a very light type of 
beaded fitting. Another manufac- 
turer in practically the same local- 
itv is making a fitting which is al- 
most as heavy as the ordinary cast 
iron fitting, while a maker in the 
middle west produces a fitting which 
is between the two. It is true that 
the American Standardization Com- 
mittee has succeeded in getting the 
different manufacturers to agree to 
some sort of a standard as to cen- 
ter-to-face and face-to-face dimen- 


The accompanying article is in real- 
ity a letter written by George B. Bald- 
win, vice-president of the Stockham 
Pipe & Fittings Co., in response to a 
request from “Mill Supplies.” The 
Stockham company had had presented 
to it the idea of selling malleable fit- 
tings by the piece instead of by the 
pound, and conducted an investiga- 
tion into the feasibility of the sugges- 
tion. The company also sent out a 
questionnaire to practically all plumb- 
ing and heating wholesalers in the 
United States and mill supply houses 
handling malleable fittings regarding 
the advisability of packing malleables 
in cartons. The investigation on the 
piece selling proposition indicated to 
the company that it has advantages 
over the pound method, while the vast 
majority of replies received to the 
questionnaire were against selling 
malleables in cartons. Mr. Baldwin 
discusses the subject interestingly in 
the letter. “Mill Supplies” will be 
pleased to receive opinions on the sub- 
jects discussed. 


the same way, but the consumer always carefully 


analyzes whether or not he is re- 
ceiving a light or heavy fitting. In 
order words, if a plumber is buying 
from one distributor who carries 
a light malleable, and he orders a 
hundred pounds, he gets several fit- 
tings more of the light pattern than 
he would if this same distributor 
was carrying 2 heavy fitting made 
by another manufacturer. Another 
thing, the distributor himself care- 
fully considers whether or not he 
is buying to the best advantage 
when he is buying by the pound on 
an equal basis, and getting a heav- 
ier fitting than he thinks he should 
give to his customers. 

One malleable manufacturer has 
seen fit to make a decided cut on 
his line in order to meet the com- 
petition of another maker whose 
fittings are approximately 10 per- 
cent lighter than his, on the aver- 
age. You can readily see that in 
one sense he is justified, and in 
another sense he is looked upon 
as cutting the price. 

If all fittings were sold by the 
piece by the manufacturer to the 
distributor, and in turn distributed 





sions, thickness of shell, ete., but 





in our opinion it will be a long period before patterns 
will be uniform. 

If a distributor could buy 1,000 pieces of malleable 
elbows of a given size for 10 cents each, less a discount 
of 60 off, he would know positively if he sold these fit- 
tings at a discount of 50 off, what his gross profit would 
be. Oftentimes because of increased demand, fire or 
something else, he is unable to get sufficient fittings from 
his regular source of supply, and is obliged to go into 
the open market in order to supply his customers. When 
he does this he gets fittings of different weight, and, 
therefore, his costs are not uniform. 

We know that some manufacturers are decidedly in 
favor of a piece list on malleable fittings, whereas others 
are unequivocally opposed to the proposition from any 
angle. 

Some time ago we sent a questionnaire to practically 
every plumbing and heating wholesaler in the United 
States and mill supply houses handling malleable fit- 
tings upon the question of packing malleables in cartons, 


to the consumer on the same basis, 
then there would be no possibility 
of any excuse for cutting the price. 

Now, regarding the questionnaire which we sent out 
to the distributors relative to the advisability of packing 
malleables in cartons, we received negative replies from 
220 of the representative distributors throughout the 
United States, the majority of them stating that it would 
necessitate the carrying of two separate and distinct 
stocks, and, inasmuch as the demand in different local- 
ities for different sizes is not uniform, it is not feasible. 
Thirty-six distributors stated that it might be advan- 
tageous. but twenty-eight of these felt that it was not 
practical, except on the smaller sizes, namely, ®,-inch, 
15-inch, 34-inch and 1l-inch. There seemed to be a wide 
difference of opinion as to the size of the carton, some 
stating that it should contain five pounds, others twenty- 
five and others a hundred pounds. This, of course, 
depended upon the community in which the distributor 
operated. 


Five were positively in favor, but you can see that 
the vast majority did not want to encourage us or any 
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Why It Pays 


To Sell Better Belting 


When a man buys a belt, he’s really buying the ability 
to transmit a certain power over a period of time. He 
can pay less for a “cheap” belt that will carry his load, 
for a time, or, he can pay more for a better belt that 
will carry his load for a much longer time—maybe two 
or three times as long. 








If a dealer is looking only at immediate profit, he'll 
probably make as much on the sale of a “cheap” belt 
as a good belt. 


But if he’s looking ahead, to the continuing profit that 
comes with customer confidence and good will, de- 
rived not only from belting but also from the sale of 
related supplies, a dealer will find that it pays to sell. 
good belting—Whiting Leather Belting, for instance. 
We are anxious to tie up with a few more of these 
forward-looking dealers. If you count yourself in that 
class, let’s get together. 


Whiting Leather & Belting Co. 


General Office and Factory: Long Island City, New York 







By hake ; 
Factory Branches at 

24 Noble Court 314 Market Street 9 So. Clinton St. 

CLEVELAND. ©. NEWARK, N. J. CuHicaco, IL. 





STEERBAX 
WATERPROOF 


(Reg. U.S. Pat. Off.) 


(Reg U S Pat Off) 


When writing to Advertisers please mention Mitt Supptties. 
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other maker in taking the step. Incidentally, nineteen | 


distributors who had been purchasing nipples in cartons 


stated that it had proved entirely unsatisfactory, whereas | 


fourteen informed us that while it was a success in 
connection with nipples, it could not be applied to mal- 
leable fittings. 
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EASTERN HOUSE IN NEW HOME 
The Tracy, Robinson & Williams Co.. Hartford. Leaves 
Site It Occupied for 67 Years 
Cc. E. LINDSTROM 

In the spick and span atmosphere of a structure still 
redolent with the decorators’ and fitters’ handiwork, one 
of Cennecticut’s oldest mill supply houses, The Tracy, 
Robinson & Williams Co., Hartford, formally opened its 
snug quarters in the new Pallotti building, 279 Asylum 
street, April 25th, having moved to this location from 
70-80 Asylum street, its address for sixty-seven years. 
The company is occupying a portion of the first two 
floors and basement in the new building, some 8,000 
square feet in all. The new place of business, occupied 
under lease, is in area about the same as the old, but 
has the advantage of new equipment and fixtures. The 
company has, in addition, a warehouse, 75 by 40 feet, 
with railroad siding, on Hoadley place. 

The Tracy, Robinson & Williams Co. was incorporated 
in 1904. Charles E. Martin is president and treasurer, 
and Frederick W. Norris is secretary, assistant treasurer 
and buyer. Mr. Martin entered the employ of the com- 
pany in 1882 as a bookkeeper, and became a member of 
the firm in 1904. When William D. Williams died in 
i922, Mr. Martin succeeded him in the presidency. Mr. 
Norris, who had come to this country from England, 
entered the employ of the company in 1907. John F. 
Tracy, who retired in 1904, had been associated with the 
company and its predecessors since 1867. He is still 
living in Hartford, and, although too feeble to visit the 
store at its opening. sent his best wishes. Henry M. 
Robinson, another of the incorporators, retired in 1919, 
after having been with the house since 1881, when he 
began work as a bookkeeper. Mr. Robinson visited the 
new home on the Saturday preceding the opening to 
witness another milestone in the career of the organ- 
ization. The house was established in 1835 by Henry C. 
Porter. 
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Largest Rubber Belt Made 

The Bryant Paper Co., Kalamazoo, Mich., has pur- 
chased from the Security Rubber & Belting Co., Chicago, 
what is claimed to be the largest rubber transmission 
belt in the United States. The belt is 142 feet, 
6 inches by 72 inches, by 12 ply and weighs about a 
ton and a half. It is said that it will handle a load of 
approximately 1,100 horsepower. 
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Plants Increase Facilities 

Almost $29,000,000 was expended by Massachusetts 
manufacturers during the calendar year 1926 in addi- 
tions to plants and purchases of new machinery, accord- 
ing to the annual statewide survey of the Associated 
Industries of Massachusetts, which is discussed by the 
organization’s weekly journal, Industry. As a result of 
these extensions, almost 5,000,000 square feet were added 
to the state’s industrial facilities and the number of 
workers was increased 6,000 over 1925. According to 
Industry, the total expenditure for plant extensions in 
1926 was greater than that in any other year since the 
Associated Industries began its annual surveys. 


“EASY ON SALESMEN’S 
DISPOSITIONS” 


The morning mail brings your salesman 
several new price and item sheets. 


He may fuss and fret with his catalog 
making the changes and start the day with 
a young grouch— 


OR 


—he may take his Kalamazoo catalog cover 
and quickly and easily make the changes 
and start the day with a smile for his first 
customer. 


It is this ability of Kalamazoo covers to 
work equally well every day under all con- 
ditions and to stand up under the hard 
usage to which they are subjected that has 
made them the choice of hundreds of sales 
managers in varied lines. 


Samples submitted upon request. 


KALAMAZOO LOOSE LEAF BINDER COMPANY 
Factories at Kalamazoo, Mich., and Los Angeles, Calif. 
Sales Offices in Principal Cities 
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“It will move a 
car farther in a 
given number of 
strokes than an y 
other mover, and 
with less effort.” 
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You don’t need to hunt for customers for ATLAS Car Movers. 
Just keep your eyes open, if you are a salesman, and wherever 
you see a sidetrack, you can sell an ATLAS, or several of them. 
ATLAS Car Movers are a specialty, because they require a little spe- 
cial effort to sell. But the special effort is mainly OFFERING it to 
users of freight cars. ATLAS Car Movers are so well and favorably 
known, they’re easy to sell. 

Try this, mill supply salesmen. You will find it an easy way to swell 
your total sales. If your house does not stock ATLAS Car Movers, 
ask your sales manager to write us. 


APPLETON CAR MOVER CO., Appleton, Wisconsin 


Associate Member National Supply and Mach’y Distributors’ Ass’n. 
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Give Us a Place to 

Stand and We Will 
Move the Earth 





OUR POLICY IS TO SELL THRU THE JOBBER 
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“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars LIBBEY 
Charging Trucks and Cars High Pressure Gauge Glass 
Dump Cars High Pressure Red Line Gauge Glass 
Turntables etc Standard Pressure Gauge Glass 


Lubricator Glasses 











We solicit your inquiries. Oil Cup Glasses 


THE CHASE FOUNDRY & MFG. CO. AMERICA’S STANDARD 


Columbus, Ohio and 
Made in U.S. A, 


Write for Booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo. Ohio 


SAFETY ALWAYS 


When writing to Advertisers pleise mention Mitt Supptirs. 
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The Van Dorn Electric Tool Com- 
pany, 2978 Woodhill road, Cleveland, 
is distributing a new type of motor 
driven valve refacer, known as Type 
D, which is manufactured by the 
Van Norman Machine Tool Co., 
150-170 Wilbraham Ave., Springfield, 
Mass. This refacer was designed 
particularly for use in smaller 
service stations and garages. It will 





grind all valves of 14-inch to 7/16- 
inch diameter, and valves having a 
head diameter of 41% inches. A vee 
block is permanently attached to this 
machine, making it possible to grind 
the end of Ford valve stems or cam 
followers. The machine has a 
Universal work head, graduated for 
settings at 30, 40, 45 and 50 degrees. 
A 14 horsepower Westinghouse 
motor supplies the necessary driving 
power. 

The Cincinnati Electrical Tool 
Company, Madison and Edwards 
Cincinnati, has recently 
brought out its model NSU universal 
hand grinder and buffer, which is 
particularly adapted to work in the 
foundry, welding shop, garage, orna- 


roads, 





mental iron or industrial plant. It 
is equipped with a *4 horsepower 
motor and carries a 6-inch by 1-inch 
grinding wheel. Although the con- 
struction of the tool throughout is 
correspondingly heavier, simplified 
design has resulted in a weight in- 
crease of but one pound over the 
1) horsepower model, the weight of 
the model NSU being 24 pounds, in- 
cluding wheel and wheel guard. The 
fully-enclosed patented switch is lo- 


cated in the handle of the grinder, 
with push-trigger under immediate 
control of the operator at all times. 

H. K. Porter, Inc., 6 Ashland 
street, Everett, Mass., has announced 
additions to its line of bolt clippers, 
which provide new capacities in two 
types of standard Hypowa models. 
No. 14 size, having a capacity of 





14-inch annealed bolt in the thread 
or 3/16-inch rod, is now supplied in 
both end cut and angular types of 
jaws, the latter being illustrated 
herewith. Other comparatively re- 
cent additions to the Porter line are 
the bench cutter, hard chain cutter 
and nut splitters. 

Botfield Refractories Co., Swanson 
and Clymer streets, Philadelphia, 
has developed a new method of main- 
tenance by which, the company 
claims, refractory construction may 
be kept in good condition through 
periodic and systematic maintenance. 
For this work the adamant gun, 





adachrome (a chemically-neutral re- 
fractory material) and adamant fire 
brick cement are employed. The gun 
is used to blow protective coatings 
on brickwork in the form of pre- 
mixtures of adachrome (or other 


refractory materials), employing 
adamant cement as a binder. The 
adamant gun weighs less than four 
pounds and requires only one man 
to operate it. It uses air or steam 
at fifty pounds pressure or more, air 
being preferable. 

Goodell-Pratt Company, Greenfield, 
Mass., announces the addition of two 
small, high-speed, motor-driven pol- 
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ishing and buffing heads to its line 
of electric tools. They are designed 
for a variety of light polishing, 
grinding, buffing and drilling work. 
The new heads have polished alumi- 
num stands and_ housing. The 
spindles, which are 3°% inches and 
4’, inches high respectively, are 


=, 





equipped with a taper thread spindle 
on one end and interchangeable arbor 
and three-jawed chuck of 5/32-inch 
capacity on the other. A grinding 
wheel and cloth buffing wheel, both 
with 1%-inch face, are supplied as 
regular equipment. No. 1060 has a 
motor developing about 1/30 horse- 
power, while No. 1061, illustrated 
herewith, develops about 1/10 horse- 
power. 

The Fermot Company, 200 Broad- 
way, New York City, has made im- 
provements on its Simbi model 26 
electro-magnetic hammer. i is 

















hand-operated, and the handle of the 
new model enables the user to exert 
a better control of its functioning. 
The switch on the handle is operated 
by the thumb, while in the old model 
the pressure of the palm of the hand 
commanded the start and stopping 
of the hammer. A revolving knob 
has been substituted for the regulat- 
ing lever of the old model, thus in- 
creasing the range of regulating 
power. The feeding cable is attached 
to the body of the hammer, instead 
of being attached to the handle, as 
it was formerly. The aluminum 
housing has been removed, thereby 
reducing space and weight. The 
contact of the armour with the sur- 
rounding air hastens the cooling of 
the hammer and prevents overheat- 
ing more easily. The armour, itself, 
has been enlarged. 

The Porter-Cable Machine Co., 
North Salina & Exchange streets, 
Syracuse, N. Y., is now making 1 
combination belt and dise grinder 











Wood Split Pulleys 





Prompt Shipment Always. from Maysville 


Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 











Standard Self Aligning 
Belt Fasteners 


Simplify your stock of belt fasteners. There are three 
sizes of plates and six sizes of rivets to fasten transmis- 


sion belts single to 8 ply, and conveyor belts up to 3%” 


thick, any width. 


self Aligned Plates— 

self Aligned Rivets— 

Rust Proof Plates— 

Use fewer rivets, 

Quicker to apply and take up belt. 
Curved plates fit the pulley. 
Plates can be used many times. 


it ttr t S Ss proposition, 


THE BOURNE-FULLER CO. 
Upson Works 
Unionville, Conn., U. S. A. 


Also manufaeturers of Standard Malleable and Stecl Fasteners, Upson Bolts, 
Nuts, Rivets and ‘‘Climax’’ Wire Rope Clips 
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H-K-Wood! 


Mo-lub-den-um 


The American Super Steel 


Shovels 


THE WOOD SHOVEL AND TOOL CO pious ono usa 


ASIER and faster work results with the use of 

H. K. Wood's Mo-lyb-den-um Steel Shovels 

and Scoops because of their lighter weight and 

greater adaptability for the particular uses for 
which they are designed. 


No other shovel or scoop has such long life and 
half a dozen ordinary shovels and scoops go to 
pieces under the use that really puts a @) shovel 
or scoop into an inseparable tool-relationship with 


a workman. 


Standardization in many great industries, after 
the severest tests, proves that discriminating pur- 
chasers buy these super-shovels because it is 
economical to do so, just as workmen prefer them 
because they lighten every shoveling job. 





THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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and sander, which is. designed -for 
use in rough and finish grinding at 
the same time on one machine. Two 
men can work at it at one time, or 
one man can handle jobs on both the 
belt and disc at once. The dise side 
of the machine has a large table, 
which tilts up and down through a 
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range of 55 degrees, and this may be 
removed to use the entire face of the 
disc. An angle gauge and a core 
print gauge operating in a slot in the 
table make it possible to secure com- 
pound angles and a variety of curves. 
A patented vacuum dust collecting 
system is built into this machine. A 
*y horsepower ball bearing motor 
furnishes the power to operate the 
disc and belt. The belt side also 
has a table and angle gauge, whic! 
may be removed readily and tilted up 
and down. One advantage of the belt 
is that when the table and upper dust 
gauge are removed, pieces eighteen 
inches or more in length may be 
uniformly sanded by moving them 
back and forth along the belt. The 
bed under the belt may be placed in 
either a horizontal or vertical posi- 
tion by removing four cap screws. 

Clayton & Lambert Mfg. Co., 6282 
Beaubien street, Detroit, is manu- 
facturing a new portable utility 
gasoline stove, designed for a vari- 
ety of purposes, not merely for 
camping. The stove has three burn- 
ers, and the burners are quickly 
generated by an improved combus- 
tion principle. Each burner is in- 
dependently controlled and the end 
burners have pilot flames. The stove 
is separate from the stand and may 
be used independently. The complete 
stove and stand fit into a neatly fin- 
ished enameled steel case for carry- 
ing. The size of the case is 2914x12x 
7 inches, and its weight is about 40 
pounds. 

The Specialty Manufacturing Co., 
Berea road and Madison _ street, 
Cleveland, has recently placed two 
new products on the market, a wire 
push-broom designed — particularly 
for hard service and the ‘“Even- 


Trim” brush for cleaning castings. 
In both, the wires are made to pro- 
ject an equal distance from the 
brush block and are held in place by 
cross wires, which are passed 
through the brush block from end 
to end and counter-sunk in the block 
itself. The push broom has flat, 
high-carbon steel wires, oil-tempered, 
and afterwards galvanized to protect 
them from rusting. The casting 
brush has stiff spring steel tempered 
wires and is of the “rice bridle” 
type, the bridle being pivoted on a 
wire attached to the under side of 
the brush block so that it cannot 
come loose, yet allowing a rocking 
movement of the bridle. It is said 
that this construction, while reduc- 
ing the vibration which tends to de- 
stroy the end wires, keeps them in 
the right cutting position while 
traveling over the casting surface 
and allows a certain amount of 
“play” in the bridle itself. 

Howe Chain Company, Muskegon, 
Mich.. has applied the new name 
“Jak-Tung” to the small truck here- 
tofore known as the Howe truck. 
The new name is more descriptive. 
The “Jak-Tung” is a three-wheeled 
truck to be used for either hauling 
or storage. It consists of a platform, 
equipped with two malleable iron 
Wheels at the rear and a malleable 





iron draw bar in the front. The jack 
tongue, from which the truck draws 
its name, with wheel, hooks into the 
draw bar leg, and by a downward 
thrust of the handle the load is 
raised and mav be hauled. The truck 
is built in seventeen different sizes 
and three models, with either steel 
or hardwood platforms or trays, in 
various combinations. It is capable 
of conveying material up to three 
tons in weight. It is claimed that 
trains of eight or ten “Jak-Tungs,” 
drawn by a tractor, will “track” per- 
fectly in congested quarters. 

Bonney Forge & Tool Works, 
Meadow and_ Tilghman _ streets, 
Allentown, Pa., has placed a new 
socket wrench set, known as Bonney 
No. R Set, on the market. This is a 
complete chrome vanadium set, con- 
sisting of ten chrome vanadium 
hexagon sockets from 7/16 to *x-ineh 
inclusive, provided with chrome 
vanadium handles for a variety of 
purposes. The entire outfit is packed 
neatly in an enameled metal carrying 
case with jleather handle. 
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Chicago Belting Company, 113-125 
North Green street, Chicago, is issu- 
ing a new 96-page catalogue, which 
gives complete illustrations in two 
colors of the different operations in 
the manufacture of leather belting, 
and contains instructions for the op- 
eration and maintenance of leather 
belting, engineering data, horse 
power tables, etc., as well as showing 
the company’s line of leather belt- 
ing, leather halters and mechanical 
leathers. 

Magnolia Metal Company has pub- 
lished for free distribution a revised 
edition of The Magnolia Bearing 
Metal Handbook, consisting of 96 
pages and cover. It contains a dis- 
cussion of Magnolia  anti-friction 
metal, together with data, sugges- 
tions and instructions on the selec- 
tion and preparation of bearing 
metals for various kinds of services. 
The book is illustrated. Copies may 
be obtained by addressing the Mag- 
nolia Metal Company, 75 West street, 
New York City. 

J. H. Williams & Co., 400 Vulcan 
Street, Buffalo, have just issued the 
twentieth edition of their catalogue 
on the company’s line of drop-torg 
ings and drop-forged tools. This is 
a very compact booklet, 6 by 4 inches 
of handy pocket size, and contains 
200 pages and cover. The cover, 
done in four colors, is particularly 
attractive. One section, devoted to 
chrome-molybdenum wrenches, is on 
blue stock, with printing and illustra- 
tions in white and black ink. The 
company’s line is thoroughly illus- 
trated and described, and the cata- 
logue contains complete tables, giving 
prices, specifications and other data; 
and has other interesting informa- 
tion. 

Smith Welding Equipment Corpor- 
ation, 2619-33 Fourth street, S. E., 
Minneapolis, has issued its new 1927 
Junior catalogue. The booklet is of 
convenient pocket size, consists of 
thirty-two pages and cover, and il- 
lustrates, describes and gives prices 
on oxy-acetylene equipment manu- 
factured by the company. 

M. B. Skinner Co., 558-562 Wash- 
ington boulevard, Chicago, has _is- 
sued a folder on its combination re- 
seating tool and emergency pipe and 
pipe joint clamps. Illustrations pre- 
dominate in this folder, and they pic 
ture applications of the tools and 
clamps, and show the products them- 
selves. The folder is entitled. ‘We 
Keep Plants Running.” 
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Made in EFFECTIVE 
Sweden EASILY 
RENEWABLE 


MOST ECONOMICAL 


nents “VICTOR BLADES ” 





The Grinding Wheel Dresser meets all 
the requirements of a tool for the general dressing 
and truing up of emery, carborundum and other 
grinding wheels. The roll consists of hardened steel 
plates with ““U” shaped teeth which keep their sharp- 
ness until they are completely worn out. The spindle 
is provided with a lubricating cap. 


When there is a hard and ticklish cutting job to be 
done in the shop, the boss will always ask for 
Victor Blades. These blades have established them- 
selves as a necessity in the minds of the foremen 
and mechanics when hard cutting jobs confront 
them. 


Let us send you free samples 


of this Wonder Blade 





We carry a full line of circular files and torches 





Write for catalogue 


VICTOR SAW WORKS, Inc. SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 


i ) 107-109 Lafayette St., New York, N. Y. 
MIDDLETOWN, N. Y. Minneapolis, Minn. Seattle, Wash. Montreal, Can. 
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SWARTWOUT]||} KIELEY 


Air Separator 














Removes all moisture—guarantees 
dry air. 


Bucket Type Steam Trap 


Steam Separators 





Return, Lifting and 


Vacuum Trap The Kieley Special “98” Reducing 
Stes Separators —Re- Valve is a strong Favorite with 
ceiver Type Jobbers because its simplicity makes 
Low Pressure Float Trap it adaptable for all Conditions and 





assures a profit on Resale. The 
Kieley Catalogue contains a com- 
plete Line of Steam, Water and Air 
Specialties of Special Interest to 


Cast Iron Exhaust Head 


Swartwout 
Air Separator 


Cast Iron Strainer 








THE SwWARTWOUT COMPANY Jobbers. 
General Offices: 18523 Euclid Avenue, Cleveland ‘ 
Factories: Cleveland and Orrville, Ohio Kieley gq Mueller, Inc. 
34 West 13th St. New York City 











ng to Advertisers please mention Mitt Scpetiiis 











nani Sith a wet 








June, 1927 


(Continued from page 46) 
tions. Many of the questions which come up from time to 
time are not one-sided by any means, and only by such 
study as could be given by a small committee can the proper 
solution be determined and recommended. 

A committee of three from each association to meet jointly 
as a committee of nine with, if advisable, a full time paid 
chairman, could consider and solve many problems and cor- 
rect many misunderstandings during the year. Their work 
would make interesting items for general discussions at the 
conventions, and would result finally in a higher standard 
of business ethics. 

These conventions are very desirable, because they give 
an opportunity for contact of manufacturer and dealer with 
each other, but there never is sufficient opportunity to iron 
out the many problems which come up throughout the year. 
The place to start action, however, is at the annual meeting, 
and your editorial puts the question in very good form and 
no doubt will bear much fruit. 


Farnham Yardley, president, Jenkins Bros., New York: 

I have read with interest the editorial in the May issue 
of MILL SUPPLIES. 

I am in favor of the associations of manufacturers and 
distributors in mill supplies, as I believe that they are helpful 
in securing a better relationship between the makers and 
the distributors of goods. But I believe that these associa- 
tions should meet at the same time, thus reducing the 
expense that would be incurred in attending individual con- 
ventions, and also securing a saving in the time of the 
representatives. 

My personal attitude is that the members of the Amer- 
ican Supply and Machinery Manufacturers’ Association are 
receiving nothing from that association except the privilege 
of attending the conventions, and I have taken the attitude 
that the amount charged the membership is out of propor- 
tion to the value received. If my attitude is correct, then 
there is no necessity of having a secretary—at a high salary 
—the year round, nor of maintaining a large office force. 

I am not planning to attend the coming triple convention, 
due to the fact that it occurs the same week as our quarterly 
directors’ meetings. 

I do not believe that these conventions can accomplish 
many of the things alleged to be needed, and my feeling is 
that the principal value is the making, encouraging and 
maintaining of the personal equation. 


Jos. M. Hottel, vice-president, Delta File Works, Philadelphia: 

I have your favor of the 5th calling my attention to the 
article, “A Plea for Fair Play,” in MILL SUPPLIES, in the 
May issue. 

I always have believed and still do, that the convention 
of manufacturers and distributors of mill supplies is just 
as essential as our business of manufacturing or distribut- 
ing. It is a neutral common ground where each can meet 
the other for any adjustment or misunderstanding, or where 
proper personal acquaintanceship between company heads or 
those responsible for the management of manufacture or 
distribution may be brought about. Without these conven- 
tions and the possibility of bringing together, in this man- 
ner, all manufacturers and distributors, we would be going 
back to the days of general discontent, misunderstanding, 
lack of appreciation, and chaos, generally. I do not believe 
that any distributor or manufacturer can spend money to 
better advantage than in attending these conventions; and 
if they were fully appreciated, the proper importance attached 
to them, and each and every representative attending came 
with authority to tell either his joys or his sorrows, he 
would be all the better for the contact. 





I have found it isn’t necessary to do these things in broad 
open meetings, but the individual contact with those who 
are our customers and those we hope to make our custom- 
ers, gives us the common ground to meet upon, which is 
strictly neutral, and if there are any differences to iron 
out, there is nothing like personal contact under these con- 
ditions for mutual satisfaction. 

Yes, I have made my reservations and expect to be there, 
the Lord willing and the creek don’t rise, with two other 
members of my staff. That’s what we think of a convention 
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and especially a triple convention. The fact of the matter 
is, I would like to see the whole works, manufacturer and 
distributor, consolidated into one large organization, and 
get away from all these petty jealousies and sectional dis- 
turbances and what not, that enter in and clog the working. 
The industry should be big enough and able to meet collect- 
ively from everywhere and for perfect harmonious under- 
standing that will insure both volume and profit to all con- 
cerned. 


Geo. Puchta, president, The Queen City Supply Co., Cincinnati: 

Yes, I am going to the triple convention and shall be 
accompanied by our vice-president, Lawrence G. Puchta, and 
cur assistant sales manager, W. E. Butler. 

Triple conventions, it is now realized, can accomplish more 
than separate conventions. 

Since the war, business is experiencing an evolution which 
is generally conceded, and trade associations must keep up 
with business. What seemed O. K. in 1914 does not measure 
up now. 

The supply business now, for both manufacturers and dis- 
tributors, needs above all more cooperation, be it live trade 
associations, or local groups, plus any further additions; 
besides, the condition of business has become such that most 
of those in it are in a receptive mood, the difference between 
black and red in many houses being very small. 

I hope, and believe, the attendance at the coming triple 
convention will be large and something will be started to 
help us all. The larger the attendance, the sooner new 
ideas can be put into operation, and you, Mr. Manufacturer, 
and you, Mr. Distributor, owe a duty to yourselves and your 
competitor to have a representative, with power to act, on 
the steamer Noronic June 13th to 17th. 

R. M. Gattshall, advertising manager, The Republic Rubber Co.. 

Youngstown: 

There isn’t any question but what your editorial is very 
pointed and very timely, and it certainly is to be hoped that 
it will be widely read. 

It does seem to me, however, that conditions as they exist 
teday can be laid definitely at the door of one set of indi- 
viduals, namely, the distributor. Manufacturers have no 
voice in what the dealer associations do, and if their associa- 
tions do not do what the members want them to, then there 
is surely a lack of interest on the part of distributors that 
permits this condition. Personally, I like your editorial and 
I hope that it will accomplish some results. 

J. H. Williams, president, J. H. Williams & Co., Buffalo: 

In reply to your letter requesting comment upon your 
May editorial urging a more widespread interest of the 
members in the work of their respective mill supply associa- 
tions, I wish to express thorough agreement with your senti- 
ments. Not only should the officials of the member concerns 
make it part of their business to interest themselves person- 
ally in the broad and underlying contacts of these several 
inter-dependent associations, but they should likewise con- 
tribute to the correction of existing weaknesses by construc- 
tive thought and suggestions along lines cf improvement, if 
for no other reasons than selfish ones. After all, it bears 
directly on our own businesses, so why shouldn’t we give 
our trade associations our best thought and attention? 

To this end the position of our company is, or should be, 
well known. For a long time it has been evident that all 
these associations were really getting nowhere, and that im- 
provement was imperative. The trade conditions that many 
complain of never will be corrected, organized as we all have 
heen. When we get away from the protective association 
idea and get aboard a vehicle that is so organized as to 
make all of the wheels function together to help pull the 
load, we will then have the basis for constructive accom- 
plishment. As it has long been plain that this has got to 
come, the sooner we get on a cooperative basis, manufac- 
turer and distributor alike, the better for all concerned. 
Dixon C. Williams, president, Chicago Nipple Manufacturing Co.. 

Chicago: 

Have read more than once your editorial, “A Plea for 
Fair Play,” each time with increasing interest. The senti- 
ments implied and expressed therein have my absolute 
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WHERE OTHER PULLEYS 
FAIL 


GILBERT PULLEYS SUCCEED 


Saginaw Manufacturing Co. 
Saginaw, Mich. 
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Handle the complete TRAHERN line of high grade 
rotary pumps which sell at rock-bottom prices. Write 


for catalog and prices on the line of 


TRAHERN Rotary Gear Pumps. 


complete 


Geo. D. Roper Corporation, Rockford, Ill. 
PUMPS FOR PERMANENCE 














ase mention Muu 


June, 1927 


STANDARDIZE 
o* GOULDS PUMPS 





GOULDS Old Reliable 
“PYRAMID” Pump 


Famous the world over 


Without question, the Goulds Pyramid Pump is the best known 
small power pump built. For years, it has had an enviable 
record of excellent service and adaptability to a great variety 
of uses. Its features are patented and exclusive, and are not 
to be found combined in any other pump. Built in six sizes, 
with capacities from 360 to 6840 gallons per hour. 

DISCHARGE CONNECTION—From 
points. 

VALVE COVERS—Each removed by loosening one nut. 

STUFFING BOX—Bronze, bolted type. 
tightening or repacking. 

PISTON ROD—Brass cased. 

DOUBLE GUIDE RODS—Assure 
piston. 

MAIN AND PINION BEARINGS—Extra long, babbitted 
wick oiled; large capacity oil pockets; water cannot get 
into bearings; fitted with shims which can be removed 
to take up wear. 

ANTI-FREEZING PUMP can be drained to prevent freez- 
ing by removal of four plugs. 

POWER OR SIDE ARMS—Double 
wear on stuffing box. 

AIR ATTACHMENT-—-Can be added here at any time to 
make the pump suitable for use with pneumatic water 
system. 

RENEWABLE BRONZE BUSHINGS At both ends of 


side arms. 


any one of four 
Ample room for 


perfect alignment of 


guided to prevent 


SUCTION—Connection from either side of pump. 


other small 


I tains complete ta on this and 


1 cOP. 
a copy 


GOULDS PUMPS, INCORPORATED 


Seneca Falls, N. Y. 
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approval. This may appear platitudinous, but it is sincere. 
Desiring to follow your cogent suggestion that each make a 


contribution for the consideration of the members of the 


triple convention, I beg now to present my offering in 
the reminder that: 
“There is restlessness and discontent everywhere 


Whisperinges of consolidations fill the air.’ 


Wylie K. Lee, president, Clipper Belt Lacer Company, Grand Rap- 
ids, Mich.: 

We feel that the associations are doing a great work, par- 
ticularly in bringing about a better understanding between 
the distributors and the manufacturers. 

In our opinion the mill supply house cffers the most eco- 
nomical channel for the manufacturer to distribute his prod- 
ucts, as well as the most economical method the consumer 
can use in obtaining mill supplies in general. 

H.H. Kuhn, general manager, The Hardware & Supply Co.. Akron, 

Ohio: 

Your editorial in the May issue of MILL Supptigs, “A Plea 
for Fair Play,” is intensely interesting. 

The writer has been attending mill supply conventions since 
1917, and agrees with you that it is about time to get in 
earnest relative to the many evils existing in the distribut- 
ing’ field. 

We have advocates of a different scheme of dues, 
whereby those attending conventions would receive an attend- 
ance fee, together with some traveling expenses. 

We believe the meetings at our next convention will be 
better attended, due to the fact that a 
A. W. O. L. unless he hops overboard. 

We want to go on record as lending all the support we 
can to assist the officers of these organizations in accom- 
plishing desirable results. 

T. A. Hazell, vice-president, Wm. H. 

{Mlentown, Pa.: 

I have your 


been 


man cannot be 


Taylor & Company, Inc.. 


letter requesting that I comment on 
editorial on the forthcoming June convention. 

May I say, in the first place, that I quite agree with what 
you say in this editorial? It is true that some conventions 
have been more or less fruitless, but that has been, to my 
mind, largely because of those who have done the kicking 
about the lack of results, rather than otherwise. 

In other words, if a convention is to be successful it must 
have, first, the cordial support of all members, and those 
members should go with ideas of their own as to what 
should be accomplished and, as far as possible, some thought 
of the method of accomplishment. 

A convention cannot be a cure-all for the many ills of 
any kind of business, but it is a place where those inter- 
ested can get together, exchange their views and criticisms 
and suggest remedies. If those who complain that nothing 
is done, would bear this in mind and act accordingly, we 
feel quite sure that much good would result. 

Beyond all this, it seems to me that it is very necessary 
that all members should carry out the suggestions which 
are made at a convention. Oftentimes constructive work 
is done and valuable suggestions offered, which do not mate- 
rialize, because the individual members do not carry out 
their share of the programme. Much can be accomplished 
by the concerted effort of a large number, whereas a few 
usually can accomplish little. 


your 


The convention which is before us ought to be particularly 
inspiring and valuable, due to the fact that we are going 
to meet our friends of the South, and also an aggregation of 
manufacturers whose collective opinion must bear consider- 
able weight. 

I, personally, am looking forward to going and am ready to 
do whatever I can to make the trip a success. 

Geo. B. Baldwin, vice-president, Stockham Pipe & Fittings Co.. 

Birmingham, Ala.: 

I had already perused the May edition of MILL SUPPLIEs, 
and had read your “Plea for Fair Play,” when your letter 
arrived. 

We are certainly in favor of association work, and partic- 
ularly of conventions. We think that your argument covers 
the situation almost completely. The pity of it is that so 
many really good men in the plumbing, heating and mill 
supply industry are not able to talk on their feet, and in a 
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great many association meetings the real concensus of opinion 
of those present is not voiced. Many of these men who are 
too timid to talk out in open meeting, criticize those who do 
their best, and those who, while occasionally on the wrong 
side or misguided, are sincere. From our part we are very 
glad to know of this triple convention, and our Mr. I). W. 
Stockham with Mrs. Stockham will attend, the 
having made a reservation several months ago. 

We sincerely hope that it will be a very big success, and 
that your editorial will wake up some of these “sleeping 
dogs.” 


company 


A. U. Smith, manager, mill supply department, The Murray Com- 
pany, Dallas, Texas: 

It was the intention of the writer to attend the convention. 
We even went so far as to send in our reservation, accom- 
panied by our check. 

The big end of The Murray Company’s income comes from 
the cotton gin business, and the general supply department 
is a comparatively small part of the total Murray Company 
business. June, July and August are the heaviest months 
in the year with us; therefore, we feel that everybody should 
be on the job at the time when the convention is to be held. 
It simply comes too late in the season for us to join in this 
year. 

We entertain no grouch and will have no complaints to 
make over anything that is done or not done. It is the 
individual opinion of the writer that the Southern Associa- 
tion should have its convention in the South, and that the 
convention should be held about the first of May. 


H. L. Lemon, president, Menarch Metal Company, Chicago: 

In response to yours of the 5th and with reference to 
the editorial appearing in the May issue, we know associa- 
tions are of great benefit not only to the supply dealer but 
the manufacturer as well, both of whom should give them 
their hearty support. 

The manufacturer should give the dealer every possible 
protection, and the product should carry a sufficient margin 
tc give him a reasonable profit at all times. 

There are many existing conditions that can be remedied 
by the concerted action of the associations, the individual 
dealer, as well as the individual manufacturer. If those 
interested will attend this triple convention, putting their 
shoulder to the wheel, much good can be accomplished, and 
we stand for everything constructive and will be there to do 
our part. 

H. L. Coats. sales manager. Flexible Steel Lacing Co., Chicago: 

You have asked us to comment on an editorial in the May 
issue of MILL SUPPLIES relative to the forthcoming triple 
convention to be held on board the S.S. Noronic. I am plan- 
ning to attend the convention, and was one of the first to 
make reservations for Mrs. Coats and myself. I appre- 
ciate that there is some unrest among the members, and 
more or less criticism by others as to what the officers do 
not do and what they should do. Fortunately, the ones who 
criticize and find fault are in the minority, but unfortunately 
they can make it unpleasant for those who are trying to do 
the best that they can for the association. 

In the past we have had a great many very, very good 
conventions, but always a certain amount of criticism, and 
there always will be criticism regardless of what may be 
done in an endeavor to keep everyone happy and satisfied. 

The men who have planned the coming convention are 
entitled to full credit, and should have the earnest apprecia- 
tion of every member. Those who attend will benefit pro- 
vided they make the trip with the idea of participating in 
the activities. 

Personally, I know that I have profited by attending our 
conventions in the past, and while unjust criticism has been 
made by some, I really do not think that there is anything 
to worry about, for criticism is always directed against those 
who are trying to do something really worth while. 

Robert B. Skinner. secretary, The Skinner Chuck Company, Neu 

Britain, Conn.: 

I certainly had an opportunity of reading your editorial, 
as well as several other articles in your May issue, and ap- 
preciate very much the way and manner you have handled 
this matter. We of the committee have spent several days 
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“To Get the Right Start—Equip with *M4EDART-: 
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| What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
@ Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 
1OUR POLICY in butiding Wood Spitt Pulleys is: Cheap- 
et is suicidal; products must be the best in their class. We 
wouldn’t think ‘of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDAR T " WOOD SPLIT PULLEY from stock! 
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(Formeriy Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warenouse, CINCINNATI 


s 
NEW YORK 


NNUAL TL 


Office 
PHILADELPHIA 


CHICAGO PITTSBURGH 
Shafting. Couplings. Collars. Hangers, Bearincs. Bearing Supports, 
Friction Clutcnes. iron Pulleys, Steei Rin less. Gearing, Sprock- 


ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc 














“DIVCO” Brands 
Babbitts and | Solders 


VCO” NICKEL volo ppidar a 


ur eay DIVEO" on tAL SERVICE 
; AND UNTCERICTION BABBITT 
DIVCO” ALUMINUM GENUINE DIVCO” MILL BEARING BAB 
at habbitt. mad BITT 
DIVCO" COPPER HARDENED Also Standard N 1 2. 3 and 4 
schinery, et having a speed Babbitt tals 
nufacturers of Solder 1rding to vour st fications in 
_ Ingot, Capping, Meter, Pig, Triangular and Wire 


1 trial order will convince vou as to the high 
quality of “DIVCO"” Products. Let us hear 


from you. 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. Chicago, Ill. 





June, 1927 


GARCO 


ASBESTOS 





BRAKE LINING 


vA \ 


GARCO asbestos 
brake lining— FOLDED 
AND MOLDED or 
WOVEN is built with 
the idea of giving 
particularly depend- 
able service. Whether 
it is 14g” or 1” thick, 
the user can be as- 
sured that it is qual- 
ity brake lining. 








GARCO 


Folded & Molded 
Brake Lining 


You sell either type 
of GARCO brake lin- 
ing with the knowl- 
edge that it offers the 
greatest value and 
longest service of any 
brake lining on the 
market. 





GENERAL ASBESTOS 
& RUBBER COMPANY 
GARCO North Charleston, S. C. 


Woven 
Brake Lining 


























Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 


New Track Accessories 
Immediate Shipment—Quality Guaranteed 





ee. J 


“1 Ton or 1000" 


Send us your inquiry for quotations 
Main Offices: 
Pittsburgh. Pa. 


154 Nassau St. 
New York City 


IHinois 
Merchants 
Bank Bldg. 


LBFOSTERCO- 


PITTSBURGHPA ~NEW YORK CITY Chicago, Hl. 














Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Established 1891 


Mills and General Offices: 


HARVEY, ILLINOIS 
Chicago Phone: Pullman 6490 


When writing to Advertisers 


Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 
Phone: Monroe 5356 and 5357 








please mention Mint Suppties 





a a oe 





as Ia ates 


sistas same asm nlineS i maser adit 


dont 


June, 1927 


assisting in the preparation of a programme, and I feel that 
I am not exaggerating when I say that this is going to be 
one of the best and the most profitable conventions that we 
have had the pleasure of having for some time past. 

Frank Collins, president, The Toledo Pipe Threading Machine Co., 

Toledo: 

Noting yours of the 5th, and the enclosed reprint, beg to 
advise that while I should very much like to attend the con- 
vention referred to, I do not find that it will be possible. 

I don’t think the convention could do better than to go on 
record as being one hundred percent sold on the passage of 
legislation which will thoroughly legalize resale price main- 
tenance. The Kelly-Capper bill failed of passage, as you 
know, at the last congress, but the committee which had it 
under consideration is offering a compromise measure, a copy 
of which I am pleased to enclose. 

It is expected that this bill as printed will be offered by 
one of the legislators at the next convening of the congress 
in December, and the members of the associations which con- 
vene on the Steamer Noronic should be so advised, and their 
interest solicited to the end that they will write their various 
representatives in congress to get behind this measure. 

C. G. Hardwicke, secretary. Hardwicke-Etter Company, Sherman, 

Texas: 

We agree heartily with the substance of your editorial, 
“A Plea for Fair Play,” but from a standpoint of our own 
particular business it is very difficult for a representative 
from this firm to be present because it is very late in the 
season for this section of the country, and we are getting 
right into the midst of our busy season. 

It is so far away that for one to attend it would require 
not less than eight days loss of time, and at this time of 
the year it is very hard to get away for so long a time in 
order to do about two or three days’ work which the actual 
convention requires. 

From such information as the writer can gather he be- 
lieves that they are going to find that most of the jobbers 
in this section of the country do not feel that it is wise for 
them to be away at that time. 


Clarence Knight Prince 
Clarence Knight Prince died May 5th at the age of 
fifty-eight. He was general superintendent of The H. 
B. Smith Co., Westfield, Mass., manufacturer of heating 
specialties. 








Charles W. Kelly 
Charles W. Kelly, age sixty-five, president of The 
Bruce-Macbeth Engine Co., Cleveland, died April 20th, 
following a long illness. Mr. Kelly was at one time an 
engineer for The Brown Hoisting Machinery Co., also 
ot Cleveland. 


Edgar Ray-or 

Edgar Raysor, sales manager of the fittings depart- 
ment of Stanley G. Flagg & Co., Inc., Philadelphia, manu- 
facturer of pipe fittings, died April 22nd. Mr. Raysor 
had been with the Flagg organization for thirty-four 
vears. 

Frederick H. Thateher 

Frederick H. Thatcher, for many years with the Worth- 
ington Pump & Machinery Corp., New York, died in Cin- 
cinnati May 2nd at the age of fifty-four. Mr. Thatcher 
was born in New Canaan, Conn., and was graduated 
from the engineering department of Cornell University 
in 1895, at which time he entered the employ of the 
Snow Steam Pump Co. He was later employed by the 
Worthington Pump Co. in its Denver and Buffalo offices. 
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From 1900 until 1920 he was in Sewickley, Pa., and in 
the latter year was transferred to the Englewood, N. J., 
offices of the Worthington Pump & Machinery Corp. 
Joseph F. Cody 
Joseph F. Cody, president of the National Steel Tank 
& Mfg. Co., Bradford, Ill., died May 1st in a Peoria, IIl., 
hospital, following a long illness. Mr. Cody was born 
in Peoria in 1870 and became associated with his father 
in the boiler manufacturing business in that city under 
the name of Joseph Cody & Son. He became affiliated 
with the National Steel Tank & Mfg. Co. in 1912. 
Charles G. Gross 
Charles G. Gross, assistant to the president of A. M. 
Byers Company, Pittsburgh, manufacturer of wrought 
pipe, died April 13th in his home in Dormont, Pitts- 
burgh, at the age of seventy-seven. Mr. Gross was 
born in Constatt, Wurttemberg, Germany, and went to 
Pittsburgh in 1867. He became connected with the A. M. 
Byers Company in 1867 as a shipping clerk, and had been 
associated with that company continuously since. He 
was made plant manager in 1892 and later became assist- 
ant to the president. 
Harry F. Hunter 
Harry F. Hunter, for the last ten years a city sales- 
man for The Hukill-Hunter Co., Pittsburgh, distributor 
of mill, mine, engineers’ and machinists’ supplies, hard- 
ware and machinery, died in his home in Pittsburgh 
May 3rd. Mr. Hunter was born in Minerva, Ohio, August 
27th, 1880, but had lived in Pittsburgh since 1883. Pre- 
vious to joining The Hukill-Hunter Co., he had repre- 
sented the Simmons Hardware Co., Philadelphia, in the 
Pittsburgh district. 
John C. 
John C. Oliver, a director of the Oliver Iron & Steel 
Corp., Pittsburgh, and former president of that organ- 
ization, died in the Union Memorial hospital, Baltimore, 
April 28th. Mr. Oliver was born in Pittsburgh October 
29th, 1863. He was graduated from the Sheffield Sci- 
entific School of Yale University in 1885 and was actively 
identified with the Oliver corporation from a short time 
after his graduation until 1916, when he retired from 
business. He had continued as a director until his 
death. Mr. Oliver was president of the organization 
during the last eleven vears of his active service with 
the company. 


Oliver 


William Goodman 

William Goodman, vice-president of the Worthington 
Pump & Machinery Corp., New York, in charge of manu- 
facturing and engineering, died in a New York hospital 
April 21st at the age of fifty-two years. Mr. Goodman 
was born in Cincinnati and was graduated from Harvard 
University in 1896. Following his graduation from Har- 
vard, he entered the engineering department of the Laid- 
law, Dunn, Gordon Co., Cincinnati, and when that com- 
pany was absorbed by the Worthington company, he 
was made manager of the Cincinnati branch. Mr. Good- 
man was in charge of the manufacture of munitions in 
the Worthington plant in Hazleton, Pa., during the world 
war, and in 1918 he went to New York as assistant to the 
president of the company. He was made vice-president 
four years later. Under his supervision, the new double- 
action Diesel engine, recently adopted for vessels of the 
United States Shipping Board, was brought out, and 
he was also instrumental in the development of the 
feather valve air compressor. Deceased was a member 
of the American Society of Mechanical Engineers. 
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A BETTER WEARING BRUSH FOR EVERY USE 






Profit by 
Your Customers’ 
Preference 


One sure way yourcustomers tell better 
wearing and better working brushes is 
by looking for the Osborn trade-mark. 


Osborn’s thirty years’ experience in 
designing and building fine brushes is 
readily apparent to every man who 
knows a good brush when he sees it. 


For painting and varnishing, there is an 
Osborn brush especially designed and 
built for each particular job—a brush 
that will work better and wear longer. 


JHE OSBORN MANUFALTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Branch Offices: 
New York, Detroit, Chicago, San Francisco, Los Angeles 


» Advert 


435—Wall Paint Brush. 
Long Black China Bristle 
heavily filled and vulcanized 
in hard rubber—nickeled fer- 
rules. Size 3’’ to 5”’ widths. 
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444—Flat Varnish Brush. 
Black China Bristle, vul- 
canized in hard rubber— 
chiseled. Tin ferrules. A 
handy brush for general use. j 
Size 1” to 4” widths. 







401 — Flat Varnish : 
Brush. Black China Bris 
tle, vulcanized in hard 
rubber, triple thick, 4 
chiseled. Nickeled fer- 4 
rules — cherry handles. ' 
A popular high-grade 
brush. 


441—Oval Paint or Varnish 
Brush. Black China Bristle, vul- 
canized in hard rubber—chiseled. 
Nickeled ferrules. Size 15%” to 
24%” diameter. 
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THE MILL Suppty SatesMaN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 
Distribution of Mill Supplies. Ernest H. Smith, Associate Editor. 








Develop Real Interest in the Buyer 


Writer Says Its Worth While to Direct First Efforts Toward 
Arousing It Rather Than Toward Making Sale 


I recently visited with an indus- 
trial insurance collector, and it may 
be that some of his ideas have a 
value for mill supply salesmen. He 
is a success because he is a sales- 
man, not because he represents a 
good insurance company. 

This young man was employed in 
a drug store when he was ap- 
proached by an insurance man who 
had become acquainted with him. 

“Why don’t you come with us, 
Mac?” asked the insurance man. 
“We've got a district where we can 
put you right on the job with a busi- 
ness that will pay you fifty dollars 
a week at the outset if you keep up 
collections.” 

“What do you know about me?” 
asked Mac. “You haven’t known me 
more than a couple of weeks or so.” 

“T’ve been coming in this store 
pretty regularly ever since I came to 
town,” said the insurance man, “and 
I’ve noticed you. You’ve got a way 
with folks. Instead of sticking 
around the back of the room and 
coming out when people come in, to 
listen to what they say, you’re right 
here at the door, and when they en- 
ter the store you meet them and 
greet them by name, and they feel 
you are interested in them, and 
loosen up. Call it personality or 
whatever you like, you know how to 
get people to buy, and you can sell 
insurance just as well as drug store 
stuff, and itll pay you a lot more 
money.” 

“So finally I signed up and quit 
the drug business,” said Mae to me, 
“and here I am an insurance man.” 

“And how does it go?” 
“It’s going 


I asked. 
good,” he replied. 
“Last week my check was seventy- 


FRANK FARRINGTON 


eight dollars and I’m hiking it up a 
little all the time. Why, the fellow 
whose territory I took was generally 
four days of the week making his 
collections, and then he didn’t get 
7em all. I’m making my collections 
in two days, and I’m getting all of 








YOU REMEMBER THAT 
NEW ROLLER ] WAS 
TELLING YOU ABOUT - 
I WANT YOU TO SEE 
IT BEFORE YOU LEAVE 


SP 
FINE-I'D 2. 


LIKE TO’ ¥ 


= el 



















A Lively Interest Pays 


‘em, too. That leaves me about four 
days to dig up new business. 

“TIT was just in the office and 
turned in this week’s list complete, 
and the other fellows said, ‘How do 
you do it, Mac?’ and I just said, ‘I 
don’t know. I just go after it and it 
comes. Do you fellows ever ask any 
of your people to pay in advance?’ 

““Gosh, no!’ they said. ‘We can’t 
get all of what they owe.’ Well, I 
told ’em that when I go to a house 
to collect and a woman hands me a 
ten-dollar bill to make her weekly 
payment of a dollar-fiftv, I say, ‘You 
want to pay for four weeks, don’t 
you, and get it cleaned up a ways 
ahead?’ Very often she comes across. 
I’m always getting much of the 
money ahead, and that helps me a 
lot. The other fellows are always 


asking how I do it, but, honestly, I 
don’t know.” 

Mac went on, however, to tell some 
things that demonstrated in some 
degree the fact that, even if he 
didn’t know what to tell the others, 
he knows what to do. “You know 
Tom Bailey?” he asked me. I said I 
did. Tom lives in the town where 
Mac was in the drug business. 

“Tom comes over here once in a 
while and we talk over our work. I 
took him with me to a place where I 
have to make collections from a fel- 
low who will sell you a little booze if 
he knows you. After I’d squeezed 
three week’s payments out of him, I 
asked Tom if he wanted a drink. I 
bought for him and another fellow 
who was there, but I didn’t take any- 
thing myself. Tom said, ‘I thought 
you took a drink occasionally.’ ‘I 
might at night, after my work is 
done,’ I told him, ‘but you don’t see 
me touching anything while I’m on 
the job, and you take a tip from me 
and pass it up unless it is at night 
when you are through.’ 

“IT took Tom to another place with 
me, where I had to collect from a 
woman who was paying a dollar a 
week. I asked the woman, ‘Did Mr. 
Pratt (Pratt was the fellow I suc- 
ceeded) ever tell you that you are 
entitled to another dollar’s worth of 
insurance a week?’ No, he never 
had, and the woman acted surprised. 
‘I’m surprised at that,’ I told her. 
‘I can’t understand why he didn’t.’ 
And then I explained what she would 
get if she paid another dollar a week, 
and she signed up for it and we went 
out. 

“When we got out on the street, 
Tom said, ‘Holy kitty! I never heard 








the like of that nerve—she’s entitled 
to more insurance! She’s entitled to 
the privilege of paying you another 
dollar a week! Ye gods!’ and he was 
about as sarcastic as he could be, and 
that’s a plenty. That was a new idea 
to him, making the policy holder 
think it a privilege to buy insur- 
ance.” 

All the time I was visiting with 
Mac we were standing on a street 
corner near the shopping part of the 
town, and I was surprised at the 
number of people he spoke to as they 
passed. He was making friends 
there as fast as in the place where 
he was a drug clerk. And his greet- 
ing to each person was not a mere 
nod of recognition. He bowed and 
spoke cordially and definitely and he 
called each one by name. An old 
lady came along and Mac turned 
from me and talked for a minute 
with her, asking about her family. 

There was no apology in his man- 
ner as he turned back to me. These 
people were all real folks to him. 
Obviously enough he liked them. He 
needed their business and he had to 
collect money from them, but he 
really liked them. That, perhaps, is 
the part of Mac’s ability that is a 
natural attribute. He really does 
seem to like just about all the people 
with whom he does business, and if 
that isn’t an important part of suc- 
cessful salesmanship for a mill sup- 
ply man or for anybody else in busi- 
ness, I miss my guess. 

Mac isn’t handsome. His face is 
no more attractive than the average. 
He doesn’t wear fine clothes. He 
doesn’t use polished language. It is 
no applied attribute that gives him 
his successful way with folks. It is 
his smile, his sincere interest in the 
other fellow while with him. his ob- 
vious sincerity. 

We meet many people who smile 
upon us, who greet us with some de- 
gree of enthusiasm, who talk to us 
about our affairs, who listen politely, 
and vet fail to convince us of their 
sincerity of interest. The reason we 
don’t just warm up to them and re- 
spond to their interest in us is that 
we don’t feel that their interest is 
real. You call on a buyer who is one 
of the type easy enough to see. a 
good fellow who treats salesmen well. 
and you try to make him feel that 
you are interested in him and in his 
welfare. He doesn’t loosen up any 
more than just enough to be cour- 
teous and to listen to what you have 
to say. He isn’t impressed as you 
want him to be impressed. Why 
is it? 


Perhaps it is because your inter- 
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est in him and in his welfare and in 
doing something to help him is not 
genuine. You are simulating that 
interest to the best of your ability, 
but you do not feel it. You are really 
interested in him only for what ad- 
vantage you will get from his or- 
ders. I don’t mean to say that a 
salesman must be an altruist. Mac 
is not in business merely to help 
people to save their money. Some 
men, however, have not only the 
ability to show an interest in the 
folks to whom they sell; they have 
the ability actually to feel that in- 
terest. Your prospect may not rea- 
son out in his own mind a distrust 
of the genuineness of your interest 
in him, but if that interest does not 
impress him as being genuine, he is 
unwittingly influenced by the fact. 
He may not dislike you or resent 
your presence, but he does not warm 
up to you. His position is one of 
negative, not positive attention. 

If you are going to make buyers 
into real friends, or even make them 
really friendly, you must convince 
them you are interested in them: 
and you can be interested in them if 
you will forget momentarily your 
own interests and think only of 
theirs. It is worth while to use your 
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first efforts in becoming interested 
in the prospect rather than in trying 
to sell to him. Get interested gen- 
uinely in him and he will know it, 
and in most cases he will recipro- 
‘ate and your chance of a sale is 
much better. 

Mac is the type of fellow who im- 
mediately gets interested in you. If 
he is working for you, he is inter- 
ested in your business and in its 
success. Doubtless he does know 
that interest will pay him, but he 
really feels the interest. When he 
took that drug store job he asked his 
boss how much business he thought 
he ought to do during the forthcom- 
ing year. The boss stated his figure. 
“All right,’’ Mac told him, “‘we’ll go 
after that much and as much more 
as we can get.” The volume ex- 
ceeded the estimate by $6,000, and 
Mac deserves credit for most of the 
excess as well as for a large part of 
the quota. 

I am not holding Mac up as a 
super-salesman. I am not even offer- 
ing his actual salesmanship as un- 
usual. The unusual thing about him 
is his ability to create a pleasing im- 
pression, to make people like him. 
His success is very largely a person- 
ality success. 


Ride Yourself to Win 


And Be Critical Guardedly, 
“Sales Talks” 


Two short articles appearing in the 
May lst issue of “Sales Talks,” pub- 
lished semi-monthly by The Penberthy 
Injector Co., Detroit, in the interests 
of its distributors and their salesmen, 
are so pertinent, that MILL SUPPLIES 
believes them well worth reprinting. 

“The man who has the race horse 
type of mind, the man who is by nature 
built to win, as is a thoroughbred race 
horse, too often fails to bear in mind 
that even a good race horse has to be 
ridden hard to win,” the first article, 
which is entitled, “Ride Yourself to 
Win,” states. 

“Among the salesmen who average 
well in any organization are many who 
are making a most discreditable show- 
ing, in making an average showing, be- 
cause they have the natural ability to 
make a superb sales showing. 

“What would you think of the owner 
of a superior race horse, capable of out- 
running any horse in his class if 
lightly pressed to do it, who took pride 
in the fact that his horse ran well 
with the rest of the entries? 

“Exceptional ability, like an excep- 
tional horse, should be ridden to win. 
The joy of possessing such ability lies 
in riding it so that you get out in front. 


Advises Penberthy Injector’ s 
in Two Articles 


It is something with which to take and 
hold the lead. 

“If you feel that you have exceptional 
ability, feel it enough to ride that abil- 
ity hard. Ride it to win.” 

Don’t butt into things that don’t con- 
cern you, is the gist of the second ar- 
ticle, “Be Critical Guardedly,” which 
reads as follows: 

“We sales folks have to be critical 
in some respects. We frequently have 
to tear down existing ideas and preju- 
dices before we can build up a correct 
conception of what we are selling, and 
what it means to the prospective pur- 
chaser. 

“Let’s be on our guard against butt- 
ing in with opinions that do not concern 
our proposition. It is easy to fall into 
a way of telling the other fellow how 
to regulate his private affairs, once we 
get started giving advice as regards 
our proposition. 

“Let’s set ’em straight on what we 
are selling and stop there. Your pros- 
pect may be as crazy as a loon in his 
views on many subjects, but if you can 
persuade him to sanity as regards your 
proposition, leave the rest of the re- 
forming that may be necessary, to your 
way of thinking, to his family, friends 
and neighbors.” 
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Big Field for Mechanics’ Tool Sales 


Success of Peddlers in Selling to Workers Should Awaken 
Some Dealers and Salesmen to What They Are Missing 


Are mill supply houses missing a 
good opportunity to increase their 
sales of mechanics’ tools? The ex- 
periences of a salesman recently in- 
terviewed by a _ representative of 
MILL SUPPLIES would indicate that 
they are. 

“Tt was just after lunch one day 
when I left a certain purchasing 
agent’s office,” he said. ‘Passings 
out of the entrance to the plant, I 
noticed quite a congregation of work- 
men, and, being rather inquisitive, I 
went over to see what was going on. 
I found that they were grouped 
around an automobile truck literally 
filled with tools and that they were 
buying these tools. 

“Just about that time the mechan- 
ical superintendent of the plant came 
into view, and, as I was personally 
acquainted with him, I asked him 
why his mechanics bought from a 
peddler. He replied that if he were 
to order for them through a supply 
house, his mechanics often had to 
wait and that they had no opportu- 
nity for actually choosing their own 
tools. 

“T learned from the superintend- 
ent, much to my suprise, that these 
peddlers were gaining in number and 
that they had almost everything a 
mechanic would require in his shop 
work, no matter what his duties. 
Since that time I have noticed sim- 
ilar trucks, surrounded by interested 
mechanics at other plants. 

“Supply houses can increase their 
volume of business considerably if 
they will stock complete lines of high 
class tools, display them properly and 
push their sales. This should result 
in a very good margin of profit, with 
comparatively little capital invested. 

“There is just one word of warn- 
ing: If mill supply houses do not 
cater more to the mechanics’ tool 
business, these so-called peddlers 
will continue to increase in number, 
and the supply houses will lose out 
entirely on business that legitimately 
belongs to them.” 

Just what means can the distribu- 
tor and his salesmen adopt to push 
the sale of tools which mechanics 
themselves purchase? Our salesman 
friend suggests that the house can 
display the tools in good fashion on 
the counter and in the show case, 
and that the salesman can carry the 


catalogues of manufacturers and do 
sales promotion work. 

Most supply houses could undoubt- 
edly make arrangements with a large 
number of customers and prospects 
upon whom they call, to have the 
company, itself, order tools for its 
workers. Failing in that, they might 
make the sale direct to the mechan- 
ics. 

Now, to meet one of the require- 
ments that our informant says en- 
ters into the successful sale of me- 
chanics’ tools, namely, that the work- 
men wish to see the tools before they 























Meet Them During the Noon-Hour 


buy them. If the so-called peddlers 
can attract the attention of mechan- 
ics during the noon-hour, why can’t 
the salesman for the mill supply 
house do the same thing? It is 
hardly impossible to arrange for dis- 
playing samples during the mechan- 
ics’ hour of rest, at least in plants 
where the supply house and its sales- 
man are well known to the execu- 
tives. 

It is hardly likely that the demand 
for tools will be so pressing in most 
instances that the mechanics will 
want them on the spot, but in the 
rare instances where they will be 
wanted immediately, why is it impos- 
sible for the salesman to give the 
mechanic one of his samples? To fill 
other orders promptly is an advis- 
able and perhaps necessary require- 
ment, but if the supply house is in 
the same city as the plant at which 
the workmen are employed, a tele- 
phone call could bring delivery the 
same day, provided the house is we!l 
stocked and has efficient delivery 
service. If the supply house is in an- 
other city, the order, if filled 
promptly, should be delivered quickly. 

To follow out a plan such as has 


been outlined necessarily requires 
effort. It means that the salesman 
must cart extra baggage with him 
and seek to sell a class of trade dif- 
ferent from purchasing agents and 
plant superintendents, but if such ef- 
forts will increase the saleman’s and 
the house’s volume of business and, 
likewise, their profits, it is well 
worth while. 

Many mechanics can probably be 
sold through catalogue illustrations 
and detailed explanations by the mill 
supply salesman, backed by the rec- 
ommendation of plant executives. 
In many other instances it probably 
will be found that mechanics will be 
willing to order simply on the rec- 
ommendation of the plant executives 
without having direct contact with 
the supply house representatives. 

Houses having real retail stores 
can use additional means to increase 
the sale of mechanics’ tools. Good 
show window displays, to supple- 
ment the counter and show case dis- 
plays suggested by the salesman 
quoted at the beginning of this ar- 
ticle, will do much to attract the at- 
tention of mechanics when they are 
passing by. Newspaper advertise- 
ments and direct mail literature are 
valuable aids. Some manufacturers 
help supply houses handling their 
line by advertising in the various 
trade journals. 

In promoting sales other than 
those made in the store, however, it 
appears that the responsibility rests 
almost entirely upon the salesmen. 
The first step for them to take, it 
seems, is to make sure that the house 
will co-operate with them in the mat- 
ter of carrying complete stocks and 
rendering prompt. service. They 
should then seek to influence the pur- 
chasing agents and plant superin- 
tendents favorably on the idea of 
helping them to sell mechanics’ tools 
to employes, and confer with them 
as to the best method. These will 
probably vary in different plants. In 
some they may have to go no farther 
than the man upon whom they call, 
in others it may be necessary to meet 
the workers themselves, equipped 
with eatalogues and a good fund of 
knowledge, while in other cases if 
may be necessary to give actual 
demonstrations of the tools. 

The salesman quoted in this article 
is thoroughly familiar with both gen- 











Your Sales Work 
Backed by 
Best Kind 

of Advertising 


SIMONDS 


Saws, Knives and Files have for 
years been supported by con- 
structive advertising, which has 
built up a universal acceptance 
for these products. Dealers’ 
sales work is being backed by 
Simonds advertising in 


Saturday Evening Post 

Collier’s 

Literary Digest 

Scientific American 

Popular Science Monthly 

Machinery Papers 

Lumber Papers 

and other industrial 
journals 


Make Simonds quality and ad- 
vertising work for you. 


SIMONDS 


Saw and Steel Company 
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P 
Detroit, M las 





o> 


rmsnNce 


June, 1927 





"The Mill Supply Salesman” Section 


eral mill supply and mechanics’ tool 
selling, and his experience in both 
fields and his opinion as to the pos- 
sibilities that exist and the danger 
of competition from peddlers must 
be considered seriously. Mill supply 
distributors and salesmen will do 
well to give thought to the matter, 
with a view to making a systematic 
effort to increase their sales of tools 
to mechanics. 


Farrington No Bootlegger 
The Fact That He Has Few Visitors at His 
“Main Office” Clears Him 

Frank Farrington, Delhi, N. Y., 
who is a regular contributor to “The 


Mill Supply Salesman” section of 


MILL SUPPLIES, is the only writer we 
know who publishes a house organ. 
He calls his The Hill Billy. In a re- 
cent issue he said: 

“Merrick Wells, export manager of 
Buffalo Specialty Company, in asking 
for an extra copy of The Hill Billy, 
sort of intimated that for a writer 
to issue a house organ is a good deal 
like a bootlegger drinking his own 
stuff. 

“T don’t know what to make of 
that insinuation. It reminds me that 
some good people cf Delhi a couple 
of years ago just about decided that 
I must be a bootlegger because I 
seemed to have no visible means of 
support. ‘If he isn’t a bootlegger, 
what does he do all the time in that 
place he’s fixed up out of two box 
stalls in the back of Dave Rothensies’ 
old stable?’ queried one skeptical 
citizen unfamiliar with the ways of 
writers. 

“IT think, however, I have lived 
down that suspicion, because it must 
have become evident that even a boot- 
legger cannot make money unless he 
has customers—or patients, or what- 
ever he calls them. And not many 
visitors find their way back to the 
main office of Farrington’s Fiction 
Factory.” 


Do You Handle Goggles? 
If So, Here Are a Couple of Experiences 
to Mention When Talking “Em 
The mill supply salesman who lists 
goggles among the safety items he 
carries will find in the experiences of 


Joe Arva and William York, employes 


of the Ohio Brass Co., Mansfield, 
Ohio, good talking points to advance 
to recalcitrant buyers who haven't 
vet come to see the advisability of 
protecting the eyes of their workmen 
where necessary. The experiences of 
these men are recited in The O-B 
Observer, the monthly employes’ 
magazine of the Ohio Brass Co. 

“Joe is a molder in the malleable 
foundry, and while pouring the metal 


into a mold, a portion splashed into 
his face in the region of his eye,” 
says the Observer. “But Joe was 
prepared for just such an incident. 
The metal hit the goggles with such 
force that a section of one of the 
lenses was broken by the impact. 
However, the glass performed its 
function and the loss of one eye was 
prevented. 

“Wm. York was on another kind of 
work. His job is to dip the caps 
into a molten solution of salammo- 
niac. This sometimes splashes and 
the men are required to wear gog- 
gles, leggings and other protective 
devices to prevent mishaps. Bill was 
working on his regular work when 
one of his partners was given the job 
of chipping some old cold salammo- 
niac from one of the tanks. A small 
piece took a different course than 
was expected, and it flew, striking 
Bill in the special glasses used by 
the galvanizing workers. The glasses 
cracked from the force of the blow 
but the eye was kept intact.” 


Stuff to “Eat Up” 

Plenty of good material concern- 
ing the mill supply distributor’s im- 
portance in business is appearing in 
print these days, and every salesman 
will do himself and his house a great 
deal of good by absorbing all of it he 
can. He should literally eat it up. 
Every once in a while he will run 
across some new point which he can 
place in his battery of information, 
ready for effective use at all times. 


Study the New Products 

There is no section *of MILL Sup- 
PLIES which is more valuable to the 
salesman than the New Products sec- 
tion. By perusing it carefully every 
month he will become familiar with 
the new items that are being pro- 
duced and will thus add to his store- 
house of information. This store- 
house has an unlimited capacity, but 
the salesman can well play the little 
game of trying constantly to fill it. 


A Subject of Interest 

Salesmen should be’ interested in 
reports of all discussiéns at the triple 
convention of mill supply associa- 
tions, to be held on the S. S. Noronic 
June 13th to 17th, but there is one 
in which they should have particular 
interest. “Is Your Salesman a Good 
Will Getter?” is the subject, and it 
is to be taken up at orie of the execu- 
tive sessions of the Southern Supply 
and Machinery Dealers’ Association. 
It will be interesting to hear the 
views of the distributors on this 
question. 
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Look Out for This Gang 


They re Coming Your Way Sure as Shootin’ and You're 
Bound to Meet Up With Them Soon 


“$1,000 Reward!! For the Arrest 
and Conviction of Victor C. Bassage, 
Alias ‘Vic’; A. M. Seymour, Alias 
‘Sam’; Walter D. Hasley, Alias 
‘Walt:’ H. 3B. Grotzinger, Alias 
‘Harry.’ Warning! They Are Head- 
ed Your Way!” 

Above is the heading on a circular 
that has been broadcast recently. 
The men mentioned are pictured on 
the circular. Are you all set to grab 
’em? Got your pistol on your belt 
and your bullet proof vest adjusted? 
Well, don’t fool yourself, for this is 
only the means adopted by Haver- 
stick & Co., Ine., Ford and Spring 
streets, Rochester, N. Y., distributors 
of supplies and equipment for con- 
tractors, engineers, road superintend- 
ents, steamfitters, mills and factories, 
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Out 


Into 


New Territories 

to announce to their customers some 
changes in the sales personnel and 
sales territory of the organization. 

After the circular gets away to the 
start above noted, it continues as 
follows: 

“Appearances surely are deceptive! 
We must say frankly this quartet are 
really not bank robbers, bootleggers 
or gum-shoe artists. They are four 
of our star salesmen. Look them 
over closely. Will wager you are ac- 
quainted with one or more. We feel 
safe in offering $1,000 for their con- 
viction on any count but honesty, 
lovalty and service. 


“We greatly dislike to change 
salesmen’s territories, but the de- 


parture of our former Herbert A. 
Hopkins for California, much to our 
regret, makes it necessary to make 
a few shifts. Please note: 

“Victor C. Bassage (Vic) will now 
cover the Rochester to Oswego line 
in addition to his present territory. 

“A.M. Seymour (Sam) is assigned 
the west side and a portion of the 


north side in Rochester, formerly in 
Mr. Hopkins’ territory. 

“Walter D. Hasley (Walt) is given 
Mr. Seymour’s old territory, east and 
southeast of Rochester, in addition 
to part of his old. 

“H. B. Grotzinger (Harry) takes 
Walter Hasley’s former section, 
south of the city, and also a few 
local accounts. Harry is a new mem- 
ber of our sales organization, but 
comes well recommended, with a fine 
record, after many years experience 
as a salesman and a buyer. We be- 
lieve you will find him on acquaint- 
ance one of ‘our kind.’ Try him out, 
anyway! 

“These men (excepting Harry 
Grotzinger) have been on our staff 
many years, and hence are familiar 
with the policies and lines which have 
made for our success, thanks to our 
customers and friends. We bespeak 
for them the same courtesies and 
consideration in their new territories 
that vou gave their predecessors in 
the same fields.” 

Rather a novel and effective 
method of announcing a change of 
this kind, don’t you think? 


Taking Off One's Hat 

“T invariably remove my hat when- 
ever I enter a prospect’s office,” a 
salesman told the writer recently. A 
little thing, of course, but as has been 
said countless times before, “it’s the 
little things that count.”” Everybody 
appreciates a gentleman who is 
courteous without being ostentatious 
in the exhibition of his manners. 
Taking off one’s hat indicates re- 
spect for the customer and probably 
makes a good impression on him. 


Prepare for Each Call 

The mill supply salesman will do 
well to plan his calls individually 
rather than collectively. Before en- 
tering the office of a customer, he 
should consider that customer’s char- 
acteristics, with a view to approach- 
ing him in the most effective way. 
He should recall his last visit (and 
efficient notes will inform him just 
what happened) for the purpose of 
linking it up with his present one if 
that be advisable. He should get 
set for a sales producing talk on lines 
that he feels will be of interest to 
that particular manufacturer. The 
customer will probably like it, too. 
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Making 
Belt Ends 
Meet! 














Not Alone on 


HEAVY DRIVES 


where duty is severe and 
the strain of service de- 
mands the utmost of a belt 
fastener— 


Not Alone on 


MAIN DRIVES 


where plant production de- 
pends entirely upon the 
efficiency of the belt fasten- 
ing— 


Not Alone on 


REGULAR RUN 


of shop and machine drives 
where the operators’ time 
and labor must be con- 
served. 


But for 
EVERY DRIVE 


from the light, high-speed 
motor to the heaviest main 
or conveying belt, Crescent 
Belt Fasteners are an assur- 
ance of satisfactory and 
economical operation for 


the full life of the belt. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 
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OU can usually judge the qual- 
ity of belting by the prices; too 
much discount can’t help mean- 
ing too much taken out of the goods. 
The price of Ladew Belting is a sec- 
ondary consideration with those who 
have tested it on their toughest drives 
because they have found Ladew Belt- 


ing a real economy. 


How it’s done! 


The Ladew Proof Book shows 
how Ladew Belting works. in 
a few words and a lot of pic- 


tures. Send for a copy. 


EDW. R. LADEW CO. Inc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 
29 Murray Street, New York City 











“The Verdict”’ 
After 115 


Years of 
Strenuous 
Tests — 


Expert mechanics the 
world over recognize the 
superior cutting quality 
and longer wear of Grobet Swiss Files. 
For over 115 years the firm of Grobet has 
devoted all its energies to the making of bet- 
ter files. The world’s largest file factory is 
at Vallorbe, Switzerland, where Grobet Files 
are made. 


This trademark & = 
on every file. ; -_ " 


Grobet File Corp. of America 
3 Park Place New York City 








Copper Goods 


We make a large variety of Copper Goods for all industries. 
Whenever you need a coil, a float, an expansion joint, special 
pipe fittings, a kettle, vacuum pan, or anything else made 
from copper or brass sheet, tubing or casting, send us the 
specifications. Below are several of our lines 


Bronze Bars 


§ (HarBronz 


HarBronz is a bearing metal of 
the highest quality, made from 
all new metals. Cored and solid, 





12” long, %” to 5” diameter. 
l In stock. Special castings to 
F oats order. 

Copper Ball Floats car : ; 
ried in stock in 4, 5, 6, A Radio Specialty 
a” 10 and 12- inch 8” Copper Balls with insulator 
diameters. Specify fittings. The newest type of aerial. 
pressure and tapping. Efficient and attractive. 
Special | Copper Funnels 


° | Also Copper Measures and 
Pipe 


Dippers. Strong and durable. 
Fittings 





Copper and Brass | 





ARTHUR HARRIS & CO., 210-218 N. Curtis St., Chicago 


Engineers, Coppersmiths, Brass Founders and Finishers 








THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Vain Office and Plant, 115-129 Frankfort Street 


Columbus, Ghio, U. S. A. 


General Forgings of Wrought Iron and Steel 
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Personals 





If there is anyone, either South or 
North, who has been interested in the 
mill supply field during the last decade 
or two, or three, who does not know 
Arthur C. Langston, he is at least a 
rarity. Genial, kindly, clever Arthur 
Langston, who for thirty years has rep- 





ARTHUR C. LANGSTON 


resented Jenkin Bros. over a_ wide 
stretch of southern territory, and is 
known and is liked by literally thou- 
sands of people. Jenkins Bros. an- 
nounce that it is his wish to retire 
from active duty and spend his time 
on his farm, or plantation, or estate, 
whatever he cares to call it, at Colum- 
bia, Tenn. The firm’s announcement is 
as follows: “Jenkins Bros. regret to 
announce the retirement of Arthur C. 
Langston as an active representative 
of this company. Mr. Langston be- 
came associated with Jenkins Bros. al- 
most thirty years ago. He was at first 
allotted the entire southern sales terri- 
tory from Virginia to Texas. Periodic- 
ally he traveled over this territory for 
a number of years. He also made oc- 
casional trips to Cuba, Mexico and 
other West Indian and Central Ameri- 
can countries. He has enjoyed the ac- 
quaintance and friendship of the lead- 
ing merchants in the supply line in the 
principal trade centers throughout the 
South. It is now his wish to retire 
from active duty to his home in Colum- 
bia, Tenn., and his fondest recollections 
in the coming years will be memories of 
the many and sincere friends with 
whom he has been associated during 
his long career.” 

Harrison W. Wood has joined the 


service staff of the Quigley Furnace 


Specialties Company, Inc., New York 
City. Mr. Wood for years has been 
identified with the manufacturing and 
sales departments of large industrials 
throughout the territory he now covers 
for the Quigley company. Making his 
headquarters in Atlanta, he will co- 
operate with all Quigley representatives 
throughout the Central and South At- 
lantie States. 

Herbert A. Hopkins recently resigned 
an eastern position, that of sales repre- 
sentative for Haverstick & Company, 
Inc., to go to California. 

Howard Coonley, president of the 
Walworth Company, Boston, recently 
returned from a vacation trip to the 
Hawaiian Islands. En route to Boston, 
he toured the Pacific Coast, visiting the 
company’s branches in that district. 
E. A. Neupert, Pacific division man- 
ager, acompanied Mr. Coonley on his 
coast trip as far as Seattle. 

V. A. Seuberth, assistant sales man- 
ager of the Chicago Belting Co., Chi- 
cago, was elected president of the 
Leather Belting Club of Chicago at the 
annual meeting, held at the Machinery 
club Wednesday, May 18th. Mr. Seu- 
berth served as vice-president of the 
club for the last year. V. F. Dewulf, 








V. A. SEUBERTH 


president and manager of the Eagle 
Belting Co., Chicago, was chosen vice- 
president, and J. M. Schoen, district 
manager of I. B. Williams & Sons, 
Dover, N. H., was re-elected secretary- 
treasurer. The retiring president of 
the club is C. A. Banks, president of 
the Moloney Belting Co., Chicago. The 
feature of the May 18th meeting of the 
club was a very interesting and instruc- 


tive illustrated address on_ simplifi- 
cation by William A. Durgin, director 
of public relations of the Common- 
wealth Edison Company, Chicago, and 
former chief of the division of simpli- 
fied practice of the United States De- 
partment of Commerce. 

The gift of a gold medal by Samuel 
Wylie Miller, was announced at the an- 
nual dinner of the American Welding 
Society held in New York City on 





SAMUEL WYLIE MILLER 


April 28th. President F. M. Farmer 
stated that the award, which will be 
known as the Miller Medal, will be pre- 
sented by the society annually in appre- 
ciation of the outstanding contribution 
to the art and science of welding. Mr. 
Miller has been a prominent figure in 
the advancement of welding ever since 
its commercial inception. He is a past 
president of the American Welding So- 
ciety, and an active member of the So- 
ciety of Mechanical Engineers, Ameri- 
can Institute of Mining and Metallurgi- 
cal Engineers. In establishing this 
award, his object is to promote an ap- 
preciation of better welding and to en- 
courage the study of those fundamen- 
tals which will lead to raising the qual- 
ity of work done by the average opera- 
tor. 

H. A. Moore is now general sales 
manager of the Foster Machine Co., 
Elkhart, Ind. Previous to this appoint- 
ment, he was sales manager of the High 
Speed Hammer Co., Rochester, N. Y. 

George G. Southard has relinquished 
his interests in the College Plumbing & 
Heating Co., Seattle, to join the plumb- 
ing sales department of Walworth Com- 
pany’s Seattle branch. 

Allison S. Graham, associated for 
four years with the Hyatt Roller Bear- 
ing Co., Harrison, N. J., as publicity 
manager, has been appointed account 
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ATLANTIC 
BAR BELT DRESSING 


20 Years on the Market Without a Complaint! 


A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, 


leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


for rubber, 
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BULL G)FROG 


( WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design 
and construction are engineered into them. Bull 
Frog No. 42, the great outstanding general purpose 
barrow, saves money on every job. Other Bull Frog 
barrows, carts, and scrapers for every garden, farm, 
mill, mine, contracting, and industrial use. Write 


for catalog. 
’ THE TOLEDO WHEEL- 
BARROW COMPANY 


Toledo, Ohio 


Branch Offices and Warehouses 
Philadelphia Chicago 
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THE LENK MFG. CO., 34 Merrimac St., Boston, Mass. A 
Vf) of al hol and Gasoline I lote rches I re HITMELY 


PIPE WRENCH 


FORGED STEEL 
THROUGHOUT 


PROFITS to you 
from SALES and USE 


Ask Your Nearest Jobber or Write 


THE LAWSON MFG. CO., Sta. B, Cleveland, 0. 




















MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


‘BinxtePlacane“Worxs 


as > NOT INC & 











456 N. Union Ave., Chicago 

















High Grade Water Hose 
for Mill and Mine 


Quaker braided-moulded water hose is made with strong 
braided fabric coated with first-quality rubber between 
plies. It is strongly recommended for power plants, 
mills and chemical plants using water under high 
pressure. 

It is tough, pliable and practically kinkless. Made in 
sizes of 1”, 114” and 114”, with plain or corrugated 
covers. 

Itrite for dealer's preposition 
QUAKER CITY RUBBER COMPANY 
Manufacturers of Danicl’s P. P. P. rod packing 


Main offices and factories, Wissinoming, Philadelphia 
Branches: New York Chicago Pittsburgh San Francisco 








e mention Mitt Surriirs 
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executive by the Joseph E. Hanson 
Company, Newark, N. J., an advertis- 
ing agency. 

Henry N. Robinson of The Tracy, 
tobinson & Williams Co., Hartford, re- 
cently sold his interest in the organiza- 
tion. The company distributes hard- 
ware and mill supplies. 

Charles Bond, president, Charles 
Bond Company, Philadelphia, accom- 
panied by Mrs. Bond and their daugh- 
ter, Miss Edith Bond, sailed May 21st 
on the S. S. Caledonia for Glasgow, and 
will spend about six weeks in Scotland 
and England. 

George O. Benson, sales manager of 
the Niagara Metal Stamping Corp., 
Niagara Falls, N. Y., manufacturer of 
tool checks, steel tent equipment, etc., 
was recently elected vice-president in 
charge of sales. Mr. Benson has been 
associated with the company for a 
number of years. 

C. P. Fitzgerald, until recently as- 
sistant to the purchasing agent of the 
Chicago & Northwestern Railroad, has 
resigned to assume management of rail- 
road sales for Geo. B. Carpenter & Co., 
Chicago. The Carpenter company also 
distributes mill, machinists’, contrac- 
tors’ and marine supplies. 

Arthur A. Eakins has been appointed 
district representative of The Standard 
Electrical Tool Co., Cincinnati, manu- 
facturer of electric drills, grinders and 
buffers. His headquarters are located 
at 12 Pearl street, Boston. Mr. Eakins 
has been handling electric tools in the 
Boston territory for the last fifteen 
years. 

George H. Thompson, formerly asso- 
ciated with The Swartwout Company, 
Cleveland, has resigned to become presi- 
dent of a new organization, the Stan- 
ton-Thomas Corp., offices of which are 
located at 75 West street, New York 
City. The new company will manu- 
facture and sell a new type of heating 
element. 

Albert H. Jones, associated for twen- 
ty-six years with various departments 
of the wood-working machinery indus- 
try, has been promoted by the Yates- 
American Machine Co., Beloit, Wis., 
manufacturer of sawmill and wood- 
working machinery. Mr. Jones has 
been transferred from the post of gen- 
eral superintendent of manufacture at 
the Rochester, N. Y., division, to super- 
intendent of manufacturing at the main 
works, Beloit. 

William J. Fleming, formerly sales 
department head for The Bourne-Ful- 
ler Co., Cleveland, bolt and nut manu- 
facturer, has organized the Brooks & 
Fleming Co., with offices in the same 
building in which his former company 
is located. The Brooks & Fleming Co. 
will be district distributor of a newly- 
introduced electrical machine for res- 
taurant and soda fountain use, to be 
manufactured by the Day-Fan_ Elec- 
trie Company, Dayton, Ohio. 

John R. Mears, for the last five years 
manager of the Chicago office of The 
Chisholm-Moore Mfg. Co., has been 
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made sales manager, with headquarters 
at Cleveland. Wm. J. Seott, who has 
been associated with Mr. Mears in the 
Chicago office for four and one-half 
years, has been appointed manager of 
the Chicago district. The Chisholm- 
Moore company manufactures malleable 
iron castings, chain hoists and trolleys, 
and traveling cranes. Its plant is 
located in Cleveland. 

W. H. Dangel, president of the Love- 
joy Tool Works, Chicago, manufacturer 
of boilermakers’, machinists’ and rail- 
road tools, is president of the La Salle 
Club, Chicago, which recently secured 
the southeast corner of Wells street 
and Wacker drive on a 99 year lease for 
the erection of a thirty-story club and 
office building. Mr. Dangel states that 
the commercial portion of the building 
will extend from the first to the seven- 
teenth floors, inclusive. The La Salle 
Club will retain the upper floors for 
its own use. 

G. B. Towne, on the sales department 
staff of the Pioneer Rubber Mills, San 
Francisco, is touring England and con- 
tinental Europe in the interests of his 
company, which has a well established 
European business in garden hose, 
transmission and conveyor belting, pis- 
ton rod packing and mechanical rubber 
goods. H. R. Mansfield, vice-president 
in charge of the Pioneer Rubber Mills’ 
production department, left San Fran- 
cisco May 10th for a six weeks busi- 
ness trip to Chicago, New York and 
other eastern cities. 

C. W. Ferguson, whe on April 1st as- 
sumed the position of sales manager for 
O. K. Clutch and Machinery Co., Colum- 
bia, Pa., was associated for three years 
with the Speeder Machinery Corpora- 
tion, Cedar Rapids, Iowa, as advertising 
manager. The O. K. Clutch and Ma- 
chinery Co., is one of the oldest builders 
of gasoline and electric hoists, and it 
also manufactures portable air com- 
pressors. Mr. Ferguson states that in 
line with plans to increase distribution, 
the company will appoint a number of 
new distributors in various cities. 

Ingfred T. Madsen, president-treas- 
urer of the Perth Amboy Hardware 
Co., Perth Amboy, N. J., and Daniel 
Murphy, associated with E. I. DuPont 
de Nemours & Co., Inc., Parlin, N. J., 
were seriously injured recently in an 
automobile accident. Both were taken 
to a Plainfield, N. J., hospital and at 
this writing are reported to have good 
chance for recovery, although each suf- 
fered serious fractures and other in- 
juries. The accident is attributed to a 
wet pavement, which caused the car to 
strike a tree broadside when Mr. Mad- 
sen applied his brakes to slow down for 
a cross-road. 





Factory Additions 





The Duplex Envelope Co., 1339 West 
Broad street, Richmond, Va., is building 
an addition, 120x128 ft. 

The Grabler Mfg. Co., 6565 Broad- 
way, Cleveland, manufacturer of mal- 


leable pipe fittings and specialties, has 
let contract for a one-story brick, con- 
crete and steel core room addition. 

Canton Drop Forging & Mfg. Co., 
Canton, Ohio, will erect a two-story 
addition at a cost of about $50,000. 

The Artcraft Sign Co., Lima, Ohio, 
will soon open bids for a one-story ad- 
dition, 60x250 ft., to cost about $40,000. 

American Steel Foundries Co., Alli- 
ance, Ohio, will build a two-story addi- 
tion, 60x80 ft., to cost approximately 
$60,000. 

The Haines Co., 1933 West Lake 
street, Chicago, manufacturer of sheet 
metal products, is erecting a two-story 
addition, 50x135 ft. 

Port Huron Sulphite & Paper Co., 
Port Huron, Mich., is preparing plans 
for a one-story addition, to cost about 
$50,000 with equipment. 

The Brickner & Kropf Machine Co., 
Muskegon Heights, Mich., will soon 
build a one-story addition, to cost about 
$30,000 with machinery. 

Newark Gear Cutting Machine Co., 
65 Prospect street, Newark, N. J., will 
scon start the construction of a two- 
story addition, 48x95 ft. 

Worthington Pump & Machinery 
Corporation, 37 Appleton street, Holy- 
oke, Mass., is building an addition to 
its machine and erecting shops. 

D. H. Burrell Co., Little Falls, N. Y., 
manufacturer of dairy machinery, etc., 
has started to build a one-story addi- 
tion, to cost close to $65,000 with equip- 
ment. 

Indiana Rolling Mills, Newcastle, 
Ind., manufacturer of shovels, ete., is 
considering plans for a one-story addi- 
tion, to cost around $30,000 with equip- 
rent. 

Superior Sheet Steel Co., Canton- 
Louisville road, Canton, Ohio, recently 
filed plans for a one-story addition, 
50x150 ss ft., to cost approximately 
$65,000. 

The Underwood Computing Machine 
Co., Hartford, Conn., has started con- 
struction of a one-story addition, 40x 
112 ft., to cost more than $25,000 with 
equipment. 

Wagner Metal Spinning Works, Inc., 
564 West Randolph street, Chicago, is 
reported to be planning a two-story ad- 
dition, to cost in excess of $25,000 with 
equipment. 

Parker Rust-Proof Co., 2177 East 
Milwaukee street, Detroit, is said to be 
considering a one-story addition to its 
Marenci, Mich., plant, to cost about 
$45,000 including equipment. 

American Nut & Bolt Fastener Co., 
2029 Doerr street, Pittsburgh, proposes 
to build an addition on a site recently 
purchased. The site, 64x124 ft., ad- 
joins that of the company’s present 
plant. 

The Okonite Co., 501 Fifth avenue, 
New York, manufacturer of insulated 
wire and cable, is considering plans for 
a two-story addition to its Passaic, N. 
J., plant, to cost approximately $50.000. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








NEW! 


The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 
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Grinder and Buffer 


kis out is ideal for grinding 
toc os prepari ng metal surfaces for . 
we lding and for counties other fu 
uses in m ach ine sh ps, garages, re- é 
pair sh PS, ervi stations, black- 
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2801 WILCOX ST. 
CHICAGO, ILL. 






cialization in the produc- 
l, high grade motors 





prices 25 to 50 per cent 
ige. Your best Le 
of the year will be the pur 
hase of a Mar ath n Grinder and 
Buffer. Write for Bulletin. 
We fully co-operate with mill 


supply oe uses, 
MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 


MECHANICS PREFER 


Torches 
HUFFMAN Fire-pots 
| Gas Furnaces 

because of : 
Greater flame output 
No Needle Valve Trouble 
Exclusive Bakelite Valve Wheel 

Are you getting your share 

of the mechanics’ business? 


ratur und Pr n Requ 


HUFFMAN MFG. CO., Dayton, Ohio 








SKINNER Clamps 
Stop Leaks 


SWACO QE 


SAFETY HOPPER CAR el 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 






PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling — Buffing—Rotary 
Filing—S c re w Driving— {3 
Nut Setting ’ 


and hundreds of other useful 
operations, Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


ad 
4 





M6—' H.P. Capacity 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iron 


and Brass Wood Screws and 


Machine Screws. 





You will be pleased with the at- 
tention given to your orders 
and instructions. 


Let ELCO Serve You 


¥.\s\a\0\2\5 80 a 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Il. 





When writing to Advertisers please mention Mitt Suppiss 
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The Okonite Co. is affiliated with the 
Okonite-Callender Co., of the same New 
York address. 

The Jacob Bloom Co., 1049 Frank- 
ford avenue, Philadelphia, manufac- 
turer of cedar chests and allied prod- 
ucts, will build a four-story addition, 
40x80 ft., to cost about $85,000 with 
equipment. 

Mittag & Volger, Inc., Park Ridge, 
N. J., manufacturers of carbon papers 
and other processed paper stock, will 
build a two-story addition, the approxi- 
mate cost of which will be $50,000 with 
equipment. 

O. M. Edwards Co., 412 Broadway, 
Syracuse, N. Y., manufacturer of 
hardware specialties, will build two fac- 
tory extensions, one to be five stories, 
60x160 ft., and the other one-story, 
120x120 ft. 

The Oxweld Acetylene Co., 640 Fre- 
linghuysen avenue, Newark, N. J., 
manufacturer of acetylene welding 
equipment, is building a three-story ad- 
dition, 72x100 ft., to cost about $150,000 
with equipment. 

The A. P. Smith Mfg. Co., 275 North 
Arlington street, East Orange, N. J., 
manufacturer of waterworks machin- 
ery, will erect a three-story shop addi- 
tion, 45x70 ft., to cost in excess of 
$40,000 with equipment. 

The Rolland Sheet Glass Co., Clarks- 
burg, W. Va., is preparing plans for an 
addition to cost more than $200,000 
with equipment. Charles and Eugene 
tolland head the new company, recent- 
ly organized with a capital of $100,000. 

The Thatcher Furnace Co., 39 St. 
Francis street, Newark, N. J., plans to 
remodel the adjoining buildings it 
recently acquired for expansion. Ad- 
ditional equipment will be installed. 
The project is reported to cost in excess 
of $35,000. 

The American Window Glass Co., 
Farmers’ Bank building, Pittsburgh, 
has started to build an addition to its 
plant at Belle Vernon, Pa. The cost, 
including remodeling of the present 
works, will be close to $350,000 with 
equipment. 

The Crescent Box Co., D street and 
Erie avenue, Philadelphia, manufac- 
turer of cardboard containers and other 
products, is considering plans for a two- 
story addition, 80x300 ft., the reported 
cost of which will be $100,000 with 
equipment. 

The LeRoi Co., 660 Sixtieth avenue, 
West Allis, Milwaukee, manufacturer 
of gasoline engines, is building a one- 
story addition, 175x357 ft. New ma- 
chinery has already been purchased, but 
certain crane and tool equipment re- 
mains to be installed. 

The National 
Ga., will 


Biscuit Co., Atlanta, 
install ovens, power equip- 
ment, conveying machinery, etc., in the 
addition which it is making to the local 
plant. The cost of the entire project 
will be in excess of $1,000,000. Head- 
quarters are at 85 Ninth avenue, New 
York. 





New Factories 





J. T. Lockwood Heating Co., 4863 
Milentz street, St. Louis, will erect a 
one-story machine shop, 48x75 ft. 

The Fries Tool & Machine Works, 
Fort Wayne, Ind., is considering plans 
for a one-story factory, 40x140 ft. 

The Hotel Kitchen Equipment Co., 
915 Market street, St. Louis, will soon 
build a three-story plant, to cost about 
$60,000 with equipment. 

The Ketler-Elliott Co., 3121 South 
California avenue, Chicago, tool manu- 
facturer, is planning the erection of a 
two-story machine shop. 

Wildman Mfg. Co., Norristown, Pa., 
manufacturer of textile machinery, is 
having plans made for a new factory, 
to cost more than $65,000. 

L. Boyd & Co., 706 Light street, 
Baltimore, machinists, plan to erect a 
new one-story machine shop, to cost 
approximately $14,500 with equipment. 

The Perfect Circle Co., Hagerstown, 
Ind., manufacturer of piston rings, 
plans to erect a one-story plant at New- 
castle, Ind., to cost approximately $30,- 
000. 

The Meeker Co., Joplin, Mo., manu- 
facturer of advertising novelties, plans 
the early construction of a two-story 
plant, to cost about $40,000 with equip- 
ment. 

The Star-Peerless Wall Paper Co., 
Joliet, Ill., will immediately restore its 
boiler plant and factory which were 
destroyed by fire. The loss is estimated 
at $250,000. 

3regman & Co., Ine., 159 East 
Eighty-eighth street, New York, opera- 
tors of a wood-working plant, will build 
a two-story plant, to cost about $50,000 
with equipment. 

Mount Shasta Silica Co., Redding, 
Cal., will build a new plant for refined 
silica production. The building will be 
one-story and will cost about $50,000 
with equipment. 

Walker-Jordan Lumber Co., Scotts 
Ferry, Fla., will soon rebuild the por- 
tion of its mill recently destroyed by 
fire. The loss, including equipment, ap- 
proximates $200,000. 

The Snow Brothers Co., North Bluff 
street, Butler, Pa., will erect a one- 
story planing mill and wood-working 
plant, 60x150 ft., to cost approximately 
$55,000 with equipment. 

The Northwestern Paper Co., Cloquet, 
Minn., will begin work in the summer 
on a new sulphite pulp mill, the re- 
ported cost of which will be more than 
$100,000 with equipment. 

The Watts Mfg. Co., Fidelity build- 
ing, Benton Harbor, Mich., recently or- 
ganized to produce ironing and other 
laundry machinery, has let contract for 
the erection of a new plant. 

The Lawrence Portland Cement Co., 
Northampton, Pa., has awarded con- 
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tract for the construction of a new mill 
near Thomaston, Maine, to cost more 
than $2,500,000 with equipment. 
Chicago Pump Co., 2300 Wolfram 
street, Chicago, is reported to be plan- 
ning a new factory at La Porte, Ind., 
to cost $100,000 with equipment. N. H. 
Weil is secretary of the company. 
Emsco Derrick & 
Tulsa, Okla., manufacturer of fabri- 
cated, steel oil derricks and other oil 
well machinery, plans to build a one- 
story plant, to cost about $30,000. 
Sink & Edwards Co., 219 North Dela- 
ware street, Indianapolis, operators of 
a furnace and sheet metal works, will 
build a two-story plant, 50x200 ft., to 
cost upward of $40,000 with machinery. 
The Roy Cliff Marble Co., Cleveland, 
manufacturer of polished marble prod- 
ucts for the building field, will build 
a plant on a site recently purchased 
at East 103d street and Gaylord 
avenue. 


Equipment Co., 


Samuel N. Crowen, 22 West Monroe 
street, Chicago, is drawing plans for a 
five-story plant for the production of 
screw machine products, to cost $850,- 
000. The owner’s name is temporarily 
withheld. 

Charles F. Ditchey Baking Co., Shen- 
andoah, Pa., will proceed at once to re- 
build its $150,000 plant recently des- 
troyed by fire. Ovens, power equip- 
ment, conveying and other machinery 
will be placed. 

Enterprise Foundry Co., 2903 Nine- 
teenth street, San Francisco, is build- 
ing the first unit of a new plant in the 
Richmond inner harbor district, Rich- 
mond, Cal., to cost more than $75,000 
with equipment. 

The American Devices Co., Wausau, 
Wis., a corporation recently formed to 
manufacture washing machines and 
other electrically driven domestic ap- 
pliances, is building a plant, 86x200 ft., 
to cost about $40,000. 

United States Gypsum Co., 205 West 
Monroe street, Chicago, manufacturer 
of wallboard, tile and allied building 
products, is said to be planning the 
erection of a new mill on a recently ac- 
quired site in Philadelphia. 

Angelo & Son, Bay and Mason 
streets, San Francisco, manufacturers 
of veneer boxes, fruit containers, etc., 
will reconstruct the portion of their fac- 


tory recently destroyed by fire. The 
loss is reported at $75,000. 
The Murfreesboro Red Cedar Co., 


Murfreesboro, Tenn., manufacturer of 
buckets, tanks, ete., plans to rebuild 
the part of its plant recently destroyed 
by fire. The loss is said to be more 
than $60,000 with equipment. 

Yale Electric Corporation, 60 Tillary 
street, Brooklyn, manufacturer of flash- 
lights, flashlight batteries, storage bat- 
teries, etc., is reported to be considering 
a new plant at Jersey City, N. J., to 
cost about $500,000 with equipment. 

Regan Brothers Co., Seventh avenue, 
Minneapolis, will install ovens, power 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








BALL BEARING 


lements 
(CEATET. 





A much needed device in every industry for removing dust and 
dirt from electric motors, .machinery, stock bins, and otherwise 
inaccessible places. Over 15,000 in use. Write for descriptive 
folder. 


CLEMENTS MEG. CO. °! Fulton street, 


e Chicago, Hlinois 


The preferred babbitt 


You can easily make Magnolia Metal one of 
your most profitable lines. Thousands of bearing 
metal users prefer it because of its uniform com- 
position, ease of handling, and _ cool-running 
qualities. 

Write for prices and special dealer helps. 


Magnolia Metal Co., 75 West St., New York 


aes OLIA 
(ETAL 


In the metal line, standardize on Magnolia Products 


The HOLLANDS Line 


will increase your 
vise sales 


Send for 


Catalog and 















visn 
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Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


OLES VISES 


for all 


Woodworkers 


Toles Vises and 
Toles Junior Vises are 
convertible from either 
screw action to that of the 
other. 





{sk for Catalog 
Woodstock, IIl. 


Sell the Genuine 


W. C. Toles Company, 


When writing to Advertis 


WE WANT NT JOBBERS 


Se 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 








Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Inside or Outside 
Uniform Soldering Efficiency 


Inside work and outside work are 
all the same to the Everhot No. 50 
Blow Torch. Protected by its metal 
wind shield, the flame burns just 
as steadily outdoors in a blinding 
rain Or snow storm as it does within 
the enclosure of a building. 
When you're equipped with an 
Everhot No. 50 you can always be 
sure that a soldering job will be 
done — regardless of what the 
weather is doing. 






Makers 


7 TIS ICSI iW 1 
MANUFACTURING_CO. maywooo 11/No/s 


A Complete Stock Means 
Prompt Shipments - - - - 


And at five important and convenient points 
our warehouse stocks are complete and ready 
for immediate shipments. Warehouse stocks 
at Detroit, Chicago, New York, St. Paul and 
Los Angeles; Sales offices at Atlanta, Buf- 
falo, Memphis, and Norristown, Pa. Write 
for catalog and price list. 
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The Cleveland Cap Screw Company 


2921 East 79th Street Cleveland, Ohio 


CLEVELAND 


CAP SCREWS 





Nm) 






The 
Standard 


Ball Bearing Grinders 
Buffers - 

Made in Eight Sizes Write for 

up to 15 H. P. Catalogue 
The Standard Electrical waite 


Tool Co. 


— > ‘. Established 
Cincinnati, Ohio 


1912 


s please mention Mitt Supprties. 
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equipment, conveying and other ma- 
chinery in the two-story and basement 
plant soon to be erected at Fargo, N. 
D. The approximate cost will be 
$200,000 with equipment. 

Kk. A. Close & Son, Madison, Va., 
are having plans drawn for a new plant 
in which they expect to install various 
wood-working tools, including lathes, 
band saw, shaping machine, hand drill 
press, jointer, 24-in. single surfacer, 
floor swing saw table, ete. 

The Mohme Aero-Engineering Cor- 
poration, recently organized in New 
Brunswick, N. J., will erect a plant to 
manufacture land and sea planes. Sheet 
metal and wood-working machinery, 
tools, equipment and high tensile sheet 
steel and tubing will be purchased. 

The Arnold Stone, Brick & Tile Co., 
Forty-seventh street and Lem Turner 
road, Jacksonville, Fla., manufacturer 
of cast cement products, ete., has had 
plans drawn for a new one-story plant, 
100x230 ft., to cost $60,000, half of 
which will be expended for equipment. 





Field Notes 





The New York branch office of the 
Dodge Manufacturing Corporation, 
Mishawaka, Ind., has been moved from 
53 Park place to 200 Hudson street. 

Wodack Electric Tool Corp., Chicago, 
manufacturer of electric drills, ham- 
mers, grinders and saws, moved this 
spring to its new building at 4627 West 
Huron street. 

Strong Machinery & Supply Co., New 
York, distributor of machinery, engi- 
neers’, railroad and mill supplies, re- 
cently moved from 15 Walker street to 
121 Spring street. 

Additional distributors recently ap- 
pointed by Bearium Bearings, Inc., New 
York City, manufacturers of “Bear- 
ium,” are F. Bacon & Co., Montreal, 
and Clark Witbeck Co., Schenectady, 
N.- 

Wickwire Spencer Steel Co., 41 East 
Forty-second street, New York, broad- 
casts a program on Sundays, over New 
York station WMCA. Lectures on the 
uses of fence are supplemented by 
crchestra and vocal music. 

The Essmueller Mill Furnishing Co., 
St. Louis, has opened a new plant in 
Kansas City, at Thirteenth street and 
Kansas avenue. This new branch, in 
charge of Ben H. Essmueller, is serving 
the company’s southwest territory, car- 
rying a full line of bolting cloth, belt- 
ing and other mill supplies. 

The Syracuse Supply Co., Syracuse, 
N. Y., distributor of machinery, mill 
and electrical supplies, is building a 
new warehouse on Maltbie street. The 
new building will be used for storing 
heavy electrical material and mill sup- 
plies, but the main sales office will be 
continued at 314 West Fayette street. 

C. J. Tagliabue Mfg. Co., Brooklyn, 
N. Y., manufacturer of industrial in- 
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struments, has opened a branch factory 
at 5902 Carnegie avenue, Cleveland. 
The primary function of the new fac- 
tory will be repair work, with special 
attention to emergency orders. Stocks 
of all standardized instruments will also 
be maintained. 


Illinois Malleable Iron Co., Chicago, 
has built two new stores for the ac- 
commodation of its city trade. One, to 
be known as the South Branch, is lo- 
cated at 7720-22 South Racine avenue, 
and the other, the West Branch, is at 
5001-3 West Lake street. These new 
buildings, the company announces, were 
designed to meet all modern require- 
ments of the business. 

The New York office of Wm. B. 
Seaife & Sons Co., Pittsburgh, manu- 
facturers of high pressure tanks, has 
been moved from 26 Cortlandt street, 
where it was located for twenty years. 
The office is now in the Architects build- 
ing at 101 Park avenue. Metropolitan 
district sales of the company’s various 
products are handled from this office by 
the manager, H. F. Reynolds. 

Samuel C. Rogers & Company, form- 
erly located at 10-16 Lock street, Buf- 
falo, have just moved into their new 
plant at 191-205 Dutton avenue. The 
new factory is equipped with strictly 
modern machinery, and the latest meth- 
ods will be used in production. The 
company makes a complete line of au- 
tomatic knife grinders and band and 
circular saw sharpeners used in wood- 
working, paper mill, printing, paper 
box and furniture industries. 

The Cincinnati Electrical Tool Co., 
Cincinnati, announces the removal of 
its Philadelphia office te larger quar- 
ters at 716 North Sixteenth street. 
H. M. Reynolds is in charge of this 
branch. The new location provides a 
greater amount of space for customers 
to park trucks while picking up ship- 
ments of tools. In addition to agencies 
and service stations established in the 
large cities of the United States, the 
company has wide distribution abroad. 

The Timken Roller Bearing Co., Can- 
ton, Ohio, recently elected the follow- 
ing officers for the coming year: H. Hi. 
Timken, president; W. R. Timken, John 
G. Obermier, Marcus T. Lothrop, H. J. 
Porter and T. V. Buckwalter, vice-presi- 
dents; J. F. Strough, secretary-treas- 
urer, and W. A. Brooks, assistant secre- 
tary. The Timken company has placed 
A. K. West in charge of its news serv- 
ice department. He was formerly with 
the General Electric Review, Schenec- 
tady, as associate editor. 

The National Machine Tool Builders’ 
Association has arranged for a “canopy 
arcade” to accommodate thirty addi- 
tional exhibitors at the National Ma- 
chine Tool Builders’ Exposition, to be 
held in Cleveland, September 19th to 
23rd. This arcade will be constructed 
by properly enclosing and equipping an 
unused paved street which is directly 
one of the auditorium 
Assignment of booths with- 


opposite 


entrances. 


in the arcade area has already begun, 
and the association will soon have 
ready a complete list of exhibitors. Ex- 
position offices of the association are 
now located at 225 West Thirty-fourth 
street, New York. Management of the 
exposition is under the direction of 
J. Wallace Carrel, of the Lodge & 
Shipley Machine Tool Co., Cincinnati. 

Simonds Saw and Steel Co., Fitchburg, 
Mass., following its recent absorption 
of The Abrasive Co., Philadelphia, has 
arranged for a bond issue of $1,200,000, 
a part of which will be used in the 
purchase of the new interest. The bond 
issue also provides for general expan- 
sion in abrasive production, a new divi- 
sion of the Simonds eompany’s business. 

Link-Belt, Ltd., Toronto, Ont., for 
twelve years carrying on its business in 
rented plants, is erecting the initial unit 
of a new building program on its site at 
Eastern avenue and Leslie street. The 
first floor of the building will house 
heavy machinery, and the concrete floor, 
at car door height, will be overlaid 
with creosoted blocks. The second floor 
will be devoted to offices and manufac- 
turing, with elevator and conveyor in- 
stalled. Link-Belt Company, main 
plant of which is located in Chicago, 
now maintains eleven factories and 
subsidiaries, thirteen warehouses and 
thirty-seven branch offices. 

F. E. Rogers announces that the Air 
Reduction Sales Company, New York, 
maker of welding and cutting apparatus 
and supplies, acetylene generators, in- 
dustrial oxygen, etc., has acquired the 
following companies: Interstate Oxy- 
gen Company, a West Virginia corpora- 
tion with oxygen plants at Wheeling, 
W. Va., Steubenville, Ohio, and Ports- 
mouth, Ohio; and the Compressed Gas 
Manufacturing Company, also a West 
Virginia corporation having an ace- 
tylene plant at Huntingdon, W. Va. 


hundred and fifteen members 
and guests of the National Machine 
Tool Builders’ Association attended its 
twenty-fifth anniversary convention at 
Hotel Thayer, located on the United 
States military reservation, West Point, 
N. Y., May 10th to 12th. Machine tool 
profits and the safeguarding of machine 
tools were preminent subjects discussed. 
James E. Gleason of The 
Works, Rochester, N. Y., is president 
ef the association. In an address he 
stated that only two companies of the 
thirteen first uniting in 1902 at the 
Waldorf-Astoria hotel, New York, have 
withdrawn from the association. Speak- 
ers at 


One 


Gleason 


the conference included Ernest 
F. DuBrul, general manager of the as- 
sociation; W. A. Viall, vice-president of 
the Brown & Sharpe Mfg. Co., Provi- 
dence; E. A. Muller, vice-president and 
general manager, The King Machine 
Tool Co., Cincinnati; H. W. Dunbar of 
the Norton Co., Worcester, Mass., and 
J. W. Carrel, vice-president and gen- 
eral manager of Lodge & Shipley Ma- 
chine Tool Co., Cincinnati. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 





Our “‘Practical’’ Force-Feed 
Lubricators 


are universally applicable to steam engines 
of all types and sizes, steam pumps, air and 
ammonia compressors. They are easily in- 
stalled and adjusted, and feed any grade of 
oil with clock-work regularity. 





One of the fastest selling and best paying 


power plant specialties on the market today. 


They are now stocked and sold by hundreds 
of Mill Supply Jobbers. If you are not one 
of the number, let us mail catalog and sub- 
mit our proposition for 1927. 


The 
Sure-Shot 
Lubricator 


McCULLOUGH MFG. CO., Minneapolis, Minn. 


Write today. Mention Mill Supplies. 


T’S easier, and more satisfactory all around to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is dis- 
tinctive; every item in the line is simple, effec- 
tive, and proven by years of performance. 


Show the complete line in your catalogue, 
and take full advantage of the established posi- 
tion of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 


MS:-Gira 


The Mechanic’s Choice 


The No. 32 has always been a popu- 
lar torch for mechanics’ use because 
it is fitted with the most powerful 
burner, quick acting pump, strongly 
reinforced brass tank, which makes 
it the most efficient tool ever pro- 
duced. It saves time and fuel and 


0°32 : . Stee : : 
J oe scx SA will outlast two ordinary torches. 


Batewtco 


it 3 


nor CLAYTON & LAMBERT MFG. CO. 


Ask for “Latest Price 6257 Beaubien St., Detroit, Mich. 


Jobbers supply our line at factory 


prices. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 





Champion Blower & Forge Co. 


Lancaster, Pa. 


No. 40! 


When writing to Advertise 


Ts 





please 


BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 
Send for Latest Price List and Catalogue 








Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, IIL, 





None Genuine Without Trade Mark 









“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


PTI 





BROWNIE NOS 


Ask your jobber or 
write us for a catalog. 


TURNBUCKLES 


Strong and durable. Furnished 


either plain or galvanized. 


BROWNIE MFG. 
CO., INC. 








The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 


sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 


“Usé-Ew:Up” 


Sockets 
and Sleeves 


One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 
or the shank breaks, the drill is useless in the ordinary socket. 
BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a “‘Use-Em-Up” Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. Specials made to order. 


See that fat” + 





Write for Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


mention Mint Suppiirs 
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CLASSIFIED 


ADVERTISEMENTS ADLETS 
Classified Line Advertisements under heads of ™ 


Wanted, For Sale, etc., will be published in 
this Department at a rate of 20 cents a line, . 

each insertion. Covwnt six words to a line. EMMERT UNIVERSAL VISES—Also Adjust- OLD BELTING HAS VALUE 
eee pea able Hand Screws, Steel Bar Clamps, Miter Jacks 





Today profits 
——- hinge on eliminating waste. Investigate Ulmer’s 
= and other tools. Send for description, prices Rebuilding and Reclaiming Service for using 
SITUATIONS WANTED and discounts. Emmert Mfg. Co., Box J, over old, worn, discarded leather belting. It’s 
bi Se : road ee ETS Waynesboro, Pa. a dividend paying proposition. Send this ad or 

A position with mill supply house by write The Ulmer Leather Company, Norwich, 
high grade man, a graduate mechanical Conn. 
engineer, familiar with with general (CLANCY “SURE GRIP” Steel Hose Clamps 

qi : m Complete line, 94 sizes, for garden, hydrant and 
mill supply lines from a number of ; 





steam hose. Send for list of sizes, prices. and “THE BIPLANE,” Payson’s latest ‘Steel 
years experience on a great railroad, in distributors’ discounts. —J. R. Clancy, Ine., Frame” Caster. Un- 
subordinate and official positions in both | Syracuse, N. ¥ en ee 
mechanical and supply departments. ———_—_— 5,000 pounds. Swivels 
Has not held a sales position, but is 


easily on anti-friction 
rollers. Polished wheels 
prevent wear of floors. 
For garages, stores, fac- 
tories, mills, machine 
shops, ete. Liberal 
saws, saw tables, jointers freight allowance. Ask 
and turning lathes. Sold : , * a 7 for distributors’ prices. 
ve exclusively through deal- Wolverine Caster Co., Traverse City, Mich. 
ere. Nationally adver- 
ae s . our dealer 
oe yur deal’ | “RAPID SPRING WINDER—Makes coil 
. springs, any length, any lead, cither expansion 
Anderson, 611 S, Depot or compression. Pays for itself on first job. 
Used in factories, machine shops. tooi rooms, re- 
pair shops, garages, hardware stores, ete. Sells 
— for $12.50. A profitable specialty. The Fostoria 


confident of ability to do so, where 
knowledge of design, manufacture and 
uses of equipment or devices and abil- 
ity to analyze situation, as well as abil- 
ity to make friends will count. Has a 
particular aptitude for mechanical 
things, and wants to specialize on engi- 
neering sales. Prefers location in Mid- 
dle West. Address No. 897, care MILL 
SUPPLIES, 527 South Dearborn Street, 
Chicago. 


PORTABLE W OOD- 
WORKING MACHINES 

A quality line, includ- 
ing band saws, swing 






St., Fairfield, Iowa. 


Department Manager, at present suc- 


cessfully managing mill supply depart- BAND SAWS—PARAMOUNT BRAND Screw Co., Fostoria, Ohio. 
ment of machine tool house desires Straight and Bevel Pack are giving universal == 
; , aa ° satisfaction to the most critical users. Our 

change to similar position. Married, specialty is narrow Band Saws only, SO we “AIR SPRING” COMPRESSED 

age 36, with 10 years experience in peg ey gee hese a ee ae ° —— AIR GREASE CUPS—Automatically 
. . .00 your ok sand Saws by sending » t S ! Shara ; abana eins 

supply house line. Address No. 888, thn beck nel Sa Sam ees ee, ee Oe anager 4 gp Dp eel — 

care MILL SUPPLIES, 537 South Dear- paired saws guaranteed. We solicit a in- utmost economy. Four sizes, plain 

born St., Chicago. quiries. J. D. BURRILL & SON, Ilion, N. Y. and polished steel. We also make 


i . : : — the “‘Shurflo’” wick feed oil eup. 
Purchasing Agent: Versed in mill, 





; Folder on request. Hunter Pressed 
mine, factory, railroad and contractors’ WOOD ROLLS- that give better results, Made Steel Co., Lansdale, Pa. 

2 = . by specialists with years of experience in small, 
supplies. Constructive buyer, thor- nedium and large rolls for any kind of work. 
oughly familiar with practically every Many improved and _ patented constructions. = —€ — ee ae 
phase of supply business. Address No. ec bd cr he” tek ae goede ~ gual “NEVABUST” PLANER BOLTS—Made of al- 
896, care MILL SUPPLIES, 537 South funt Mac ‘ . Me St., Orange, Mass. loy steel, heat treated, withstand great strains, 


e ay - — sera thus eliminating nearly all danger where R. 
learborn Street, Chicago. ; M. is high. Ask for list of sizes and_ prices. 

= The BURR PORTABLE SHAFT KEYSEATER Rochester Machine Screw Co., 17 Caledonia Ave., 
: rc. Es 


a repair shop neces- Rochester, N 
SALESMEN WANTED ! : sity 





keyseats anywhere 
any place- any time 


. , ; a ‘a saves shut-downs and HADCO CARD HOLDERS. Made cheap. Sold 
Experienced mill and mine supply 





expense, Complete line ern cheap. For tag- 
salesman for Columbus, Ohio, and ad- oe hand and eee = airing bins an dusty 
ee 7 BOREL i? 75 3 es , drive. 9,000 A-1 Mills stockrooms. Cost 
Joining ter! itory. State experience, using them. <A reason- only 1l!4¢ up, ae- 
give reference. Address 894, care MILL ably priced specialty . cording to size 
SUPPLIES, 537 South Dearborn Street, i that can be profitably and style. Send for samples and prices. Had- 
Chicago pushed and sold. W rite don Bin Label Co., Haddon Heights, N. J. 
S ” for bulletins, punched catalogue sheets, prices 
Salesmen calling on industrial ylants and distributors’ discoints. John T. Burr & Son, e : % 
te hemi ote ne of staples aan " 421 Kent Ave., Brooklyn, N. Y. _ McLEOD'S LEATHER BELTING — Excellent 
anc out Ine oT ; aples usec in items for mill supply distributor. Cut from se- 
almost ‘every factory. Several terri- lected oak belting butts, made from packer steer 
tories open. Address No. 895, care BUSINESS MEN’S PAPER PRESSES Econom. | Mdes and tanned by oak bark, slow process 
MILL SUPPLIES, 537 South Dearborn icaily handle baleable :aaterial such as old paper, ar ick ee used is hand stuffed and 
Street Chicago shay INES, EXce lsior, wool, scrap tin, and other cent 7 tales MS el sri to - of fre- 
‘ ’ ' ? wastes. Three largest sizes have lever on each : ps on pulleys. Suited to wide 
end. Operated by one or two men as desired. variety of drives, service conditions, size of 


= a : : uulleys, ete. Ask for further informati 
FOR SALE Universally used by industries. Ask for catalog. la ; : : urther = intormation. 
Business Men's Paper Press Co., Wayland, Mich. McLeod Leather & Belting Co., Greensboro, N.C. 
FOR SALE—1 Sahm Scarfer, 
used 7 months. 


BRAPA( ~ TEAM AND WATER PACK a. — ptt gg neg sonal 
ais as 4 . “BRAPACO” STE: Al ATER P: - Jsed World Over 
The Klinger-Dills ( O., INGS—100° Manufacturers, all : TF, 4 <= lee 


! types, Flax, Glue Pots Mixers 
Dayton, Ohio. Asbestos, Cotton and Rubber Packings. Cata- Spreaders Presses Clamps 

log and jobbers’ prices on request. Braiding & Main Of. Rushville Tad 

AGENCIES WANTED Packing — ec of America, 254-256 46th St., ; ¢ : 


Brooklyn, N. 





- ‘ y a ae ee GENUINE CANNON PUMP OILERS—Force the 
_An old established concern in New oil anywhere. Operator controls flow of. oil 
York City with warehouse and efficient DRILL CHUCKS —*Ettco” Keyless, Ball Bear- through complete force pump attachment. No 
sales force, wishes to enlarge its line ing, for electric drills and general use. Now packing nuts—valves «separated from plunger. 
by taking ‘the agency for tg w York standard equipment on Black & Decker electric No clogging—spout always full of oil. For light 
. ' He NC} sve drills. Can be installed on any electric drill. or heavy oils. Write The Cannon Oiler Co., 
City and vicinity, or for a larger ter- Write for catalog and prices. Eastern Tube & Keithsburg, IIL. 
ritory, for a number of hardware and Tool Co., 594 Johnson Ave., Brooklyn, N. Y. 


mill supply specialties. Address No. —————— AUTOMATIC KNIFE GRINDERS successfully 
Qo ana Vay ra] Qn . F r . : 
893, care MILL SUPPLIES, 537 South = yarrin PORTABLE VISE STAND and Pipe | produced 
Dearborn Street, Chicago. Bender —— For cutting, | f 0 r bs 0 
. . . threading and bending years, so 
Old established sales firm in Los se Portable, with | automatic {i 
Angeles wishes to represent a manu- no bolts, serews o1 Band and 
facturer in the marketing of mechanical braces to remove, and at cular Sa . 
products. Financially able to handle ee ae | i ee 
all sales costs and accounts. Will con- Will not tilt. upset on factories, paper 
sider any staple or specialty items skid. Small and large mills, ete. Good 
suitable for mill, mines and factories. 
Address No. 892, care MILL SUPPLIES, 
5387 South Dearborn Street, Chicago. 






sizes, with capacity up proposition for 
to 414” pipe. m.: Fs mill supply dis- 
Martin & Sons, 625 FE. tributors. Samuel C. Rogers & Co., 190 Dutton 
2nd St., Owensboro, Ky. Ave., Buffalo, N. Y. 
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The Mark 


of “Inswell” 


Inswell Electric Weld Chain is 25% 
stronger at the weld. And the Inswell 
weld identifies Inswell chain—your cus- 
tomer knows what to reorder. 


"“INSWELL  £LECTRIC WELD 
CHAIN 


THE COLUMBUS McKINNON CHAIN COMPANY 
General Sales Office: Columbus, Ohio 


Plants: Columbus, Ohio, Tonawanda, N. Y. 
In Canada: Mchinnon Columbus Chain, Ltd., St. Catharines, 
“Makers of the famous Dreadnaught Tire Chains” 


Ont. 





GENUINE 


Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
Sole Manufacturers 


1285 Elston Ave. 


BRANCHES 


Chicago, Ill. 











109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Bo 2428 Riverside Drive, Minneapolis 
W he iting to Advertis 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 


verso’s vitality as disc and seat 
are easily regrindable. 
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Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze 


for 200 Ibs. pressure. 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


M YE RS 


SELF-OILING 


AREGISTERED TRADE NAME 


DIRECT 


body 
Total 


mf "I 


> 





No. 780 


































There is com- 













plete satisfac- 

tion in Myers 

direct from the 
well automatic 
water _ service. 
Here is the ideal 
way. It appeals 


to those who are 
considering modern 
water facilities for their 






























homes or farms. Auto- Take Off Your Hat-? 

ican To The » 
matic control, lower Urs MYERS > 
pressure levels than DUMPS = WATED SvSTEMS — nav T 002 HANGERS! 
tank systems, positive 


self-lubrication, 
compactness, 


housed working 
sufficient volume, 
nance costs, minimize wear 
provide a dependable 

uniform water facilities. 
Ask for copy of our No. 


HP-27 Catalog 
THEPLE,MYERS & B F2O.9. 
ASHLANDB, 38 


ASHLAND PUMP AND HAY coscia: worRKs 


parts, ample strength and 
reduce operation and mainte- 
and breakage, prevent accidents, 
water supply and assure long-time, 
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ABRASIVE PAPER AND CLOTH 
H. H. Barton & Son Co 
AIR COMP RESSORS 
Quincy Compressor Co, 
ANVILS 


Columbus Anvil & Forg 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co, 
Johnson Belting Company 
Edw. R. Ladew Co., Inc. 
ARBORS 
Morse Twist Drill & Machine Co 
SBESTOS PRODUCTS 
As be stos & Rubber Co 
BABBITT METALS 
Division Smelting & Refining Co 
Dodge Manufacturing Corp. 
Hoyt Metal Company 
Magnolia Metal Co 
The Medart Company 
Monarch Metal Co 
BARRELS, STEEL 
30ody Corp. 
BARRELS, TUMBLING 
Foundry & Machine Co. 
BARROWS 
barrow Co. 
BE = BALL 
Bearing Compar 
BE ARINGS, 
Bearium Bearings, Inc. 
The Bunting Brass & Bronze Co 
Arthur Harris & Co, 
BEARINGS, SHAFT, 


ing Co. 


General 


Mullins 
Royersford 
Toledo Whee 


Fafnir 
* BRONZE 


BABBITTED 


Bond Foundry & Machine Co. 

Dodge Manufacturing Corporation 

The Hill Clutch Machine & Fuundry Co. 
The Medart Company 


Royersford Foundry & Machine Co 
Standard Pressed Steel Co. 
T. B. Wood Sons Co. 
BEARINGS, 
(‘hicago Pulley 
Fafnir 
SKF 
2. Bs 


SHAFT, 
& Shafting Co. 
Searing Company 
Industries, Inc orporated 
Wood Sons Co. 
BEARINGS, 


BALL 


SHAFT, OILLESS 





Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
The Timken Roller Bearing Co. 
BELT DRESSING 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co, 
Johnson Belting Company 
Kkdw. R. Ladew Co., Ine. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond 3elt Dressing Mfg. Co., Inc. 
Chas A. Schieren Co 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bourne-Fuller Co. 
The Bristol Company 
2 Belt Lacer Company 
felt F ener Co 





Steel La 


Fle xible 







ing Co 
BELT LACINGS, LEATHER 

Chicago Rawhide Mfg. Co. 

‘Cocheco oo: Williams & Sons 
Johnson Belting Company 

Edw. R. Ladew Co., Inc. 

Geo. Rahmann & Co 

Chas. A. Schieren Co 


BELT LACINGS, METALLIC 








rn er Belt Lacer Company 
>} ‘ent Belt Fastener Co, 
Flexible Steel La ing Co. 
The Bristol Company 
BELT SHIFTERS 

T. B. Wood Sons Co 

BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co. 

BELTING, BALATA 
Victor Ralata & Textile Belting Co. 

BELTING, CANVAS STITCHED 

The Mechanical Rubber Co 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 


Roston Woven 
The Cincinnati 
The Mechanical 
New York 
The 


Hose & 
Rubber Mfg. 
Rubber Co 

Relting & Packing 

Republic Rubber Co 


Rubber Co 


Co 


Co 
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Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 

Belting Corporation 
BELTING, LEATHER 

Chicago Rawhide Mfg. Co. 

Hide Leather & Belting Co. 

Johnson Relting Company 

Edw. R. Ladew Co., Inc, 

Geo. Rahmann & Co. 


Stanley 


Chas. A. Schieren Co. 

“Sterling’’—Chas. Bond & Co., Philadelphia 

Whiting Leather & Belting Co. 

I. B. Williams & Sons 
BELTING, LINK 

Chas, A. Schieren Co. 
BELTING, ROUND 

Chicago Rawhide Mfg. Co 

Geo, Rahmann & Co 

Johnson Belting Company 

Chas. A. Schieren Co. 

Edw. R. Ladew Co., Inc. 

I. B. Williams & Sons 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
Quaker City Rubber Co 
The Republic Rubber Co. 


BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
Johnson Belting Company 
Edw. R. Ladew Co., Inc. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
Geo, Rahmann & Co 
The Republic Rubber Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Edward R. Ladew Co., Inc. 
Victor Balata & Textile Belting Co. 
BELTING. WATERPROOF 
Chicago Rawhide Mfg. Co 
Hide Leather & Belting Co. 
Johnson Belting Company 
Edw. R. Ladew Co., Inc. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
Whiting Leather & Belting Co 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS 
Leiman Bros 
BENG HE s, WEGewoRae Ks’ 
rds- Wiles X " 
BENC H L EGS 
Mac ane & Foundry 


Son ( 


Steel 


Rieh 


The Hill Clutch 

David Lupton 

Standard Pressed 
BINDERS, 


IKXalamazoo 


Co 


Co. 
CATALOG, LOOSE 
,oose Leaf Binder Co 
BITs, tor ge HOLDER 
Saw & Steel 
BLOCKS, 
Mo N 
Towne Mfg. Co 
BLOCKS, PILLOW 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co 
Skavef Ball Bearing Co 
Standard Pressed Steel Co. 
B. Wood Sons Co. 
BLOCKS, TACKLE 
Wire Rope 
BLOWERS, 


Blower & For 


LEAF 


Simonds Co 


CHAIN 
The fo. Co 
Wrig 


The 


Chisholr 
tht Mfg 
Yale & 


I 
ore 


Williamsport 


Co. 


FORGE 


Champion ge Co 


BLOWERS, GAS AND OTL COMBUSTION 


Leiman I 


soe OW ERS, ELECTRIC 
Clements M 


The Unite d State s Electrical Tool Co. 
BLOWERS, SANDBLAST 


Leiman Bros 


PORTA BLE, 


n writing to Adverti Mitt 


sers please mention 


BOILERS, 


; TUBULAR AND WATER TUBE 
ienry 


Vogt Machine Co. 
BOLT ENDS 


The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 

Russell, Burdsall & Ward Bolt & Nut Co. 

The Superior Screw & Bolt Mfg. Co. 
BOLTS, COUPLING 

Chicago Screw Co. 


BOLTs, EYE, HOOK, 


RING AND LAG 
The Superior Screw 


& Bolt Mfg. Co. 
BOLTS, GALVANIZED AND MONEL 

The Superior Screw & Bolt Mfg. Co, 

BOLTS. MACHINE 

The Bourne-Fuller Co. 

Russell, Burdsall & Ward Bolt & Nut Co. 

Standard Pressed Steel Co. 

The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 

Russell, Burdsall & Ward Bolt & Nut Co. 


The Superior Screw & Bolt Mfg. Co. 

; BOLTS, STUB 

The Superior Screw & Bolt Mfe. Co. 

The Cleveland Cap Screw Co, | 

Ss BOXES, BATCH 

rhe Cleveland Wheelbarrow & Mfg. Co 
BOXES, MITRE 


Goodell-Pratt Company 


BOXFS, TOTE 


Mullins Body Corp. 
BRACES, BIT 
Goodell-Pratt Company 
BRACKETS, WALL 


Bond Foundry & Machine Co, 

Dodge Mfg. Corp. 

The Hill Clutch Machine & Foundry Co. 
The Medart ¢ Jompany 

T. B. Wood Sons Co, 


: BRAKE BLOCKS AND csatinane 
General Asbestos & Rubber Co 
Johns-Manville Corporation 

BRANDING TORCHES 
Everhot Mfg. Co. 

BRASS GOODS. STEAM 
American Injector Co. 
Detroit Lubricator Ca. 
neral Brass Co 
Penberthy Injector Co, 
The Wm. Powell Co. 


Ct 


The D. T. Williams Valve Co. 
BRONZE Bans, CORED AND SOLID 
Bearium Bearing Inc. 


The Bunting Brass & Bronze Co. 
Arthur Harris & Co 
BROOMS, FACTORY, WAREHOUSE AND 
: RAILROAD 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES. BENCH, FLOOR, ETC. 
Indianapolis Brush & Croom Mfg. Co. 
The Osborn Manufacturing Co. 
BUCKETS, ELEVATOR 
‘Salem’’-—Mullins Body Corporatiou 
BUFFERS, ELECTRIC 
Black & Decker Mfg Y 
Cincinnati Electrical 
Hisey-Wolf Machine 
a irathon Electric Mfg. Co. 





Co. 
Tool Ca, 


Co. 


tow Mfg. Co., Inc. 

N. A. Strand & Co. 

United States Electrical Tool Co. 
BURNERS, GASOLINE AND KEROSENE 


Clayton & L ambert Mfg. Co. 


a —_— BRONZE 
Bearium Be 1 

Bunting B 
Arthur 


ans ze Co. 





Harris & Co. 
c ABINE git TOOL 
David Lupten'’s Sons 
CANS, OILY WASTE 
Geo. W. Diener Mf Cov. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co 


CAR-MOVERS 
Car Mover Ce 
ton Car Mover Cu. 
Rowell & Son 


CARTS 


Advance 
Appl 


G ia) 


Toledo Wheelbarrow Co. 
The Cleveland Wheel rr «& M 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 

Bond Foundry & Machine Co 

CASTINGS, BRONZE 
Bearium Bearings, Inc. 


Supplies. 
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CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 





Bond Foundry & Machine Co. 
CATALOGS, SUPPLY HOUSE 
The Bluetord Sharp Co 
rhe Cuneo Catalog Service Co 
R. R. Donnelley & Sons Co. 
c EMENT, ASBESTOS 
Johns-Manvill Corporation 
: r MENT, Wa ATHER BELT 
Chicago t 
Cocheco =i 3 w Mh n Sons 
Johnson elti ng Company 
Edw. R. Pears Co., Inc 
Chas. A. Schieren Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN, WELDED 
The Columbus McKinnon Chain Co. 
CHAINS, TIRE 
The Columbus McKinnon Chain Co. 


CHARGING SETS, BATTERY 
Marathon Electric Mfg. 


CHUCKs, 
Woal Co 





Co 


DRILL 











Easter 
Goode Pe any 
Morse Twist l Machine Co, 
Cc HU CKs, LATHE 
Cushman Chuck Co 
cme TEs, a, 
rt Cleve ne heelbarr« 
‘eC L AMPS, BE L T. 
T. B. Wood Sons Co, 
CLAMPS, “C” 
Armst! Tool Co 
Brownie } 
J. H. Williams & Co 
€ ty AMPS, HOSE 
.. BB 
OL amp S, rip E REPAIR 
M. B. Skinne 
Ls . 1 PERS, BOLT 
H. K. Porter, 
CLIPS eel PNEUMATIC SETS 
Lovejoy Tool Works 
( LIPS, WIRE ROPE 
The Bourne-Fu Co 
CLOsI ‘Ss, FROST PROOF 
Jos. A. Vogel Ce 
CLOTH, EMERY, FLINT AND GARNET 
H. H. Barton & Son Co 
CLOTHS, WIPING 
Louisville Sanitary Wipers Co., Inc. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Johns-Manville Corporation 
The Medart Company 
The Moore & White Co 
“The Reeves’’—Reeves Pulley Co. 


A. L. Schultz & Son 





T. B. Wood Sons Co. 
COCKS, AIR 
Ameri an Injector Co 
The Ww m, Powell Co 
The D. T. Williams Valve Co 


COCKS, BALL 





Detroit Lubricator Co 

y & ‘Muel z Inc 

» & Robe rts Co 

COCKS, CORPORATION 
The Wm. Powell Co 
COCKS, GAGE 

American Injec tor Co 
General Br Ss ¢ 


ros, 


Jenkins Bi 














M & Roberts Co 
= i Ohio Brass Co 
The Wm. Powell Co 
The D. T. Williams Valve Co. 
~— KS, STEAM AND SERVICE 
The ‘Wm "Pasa Co 
Walworth Comy \ 
The D. T. Williams Valve Co 
COILS AND BENDS, PIPE 
Arthur Harris & Co, 
COLLARS, SUAFT 
¢ Mact Co 
-¢ SI fting Co 
uri! Corporation 
Machine & Foundry Co, 
I any 
y & Machine Co 
sed Stee Co 
ons Co. 


COLUMNS, WATER 


Nason Manufacturing Co 
——— ND, F aia JOINT 
Joseph DD 
COMPRE SSORS, AIR 
Quir ( r Cc 
—_ 7 ROL L. E RS, BOILER PRESSURE 
M gulato ‘o 


CONTEEENG SYSTEMS, OVERHEAD 


COPPERSMITHS 





Arthur Harris & Co, 
COPPERS, SOLDERING 
Chicago Solder Co. 
Everhot Mfg. Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co, 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co, 
Standard Pressed Steel Co, 
T. B. Wood Sons Co, 

COUNTERSHAFTS, SMALL 
Birkle Machine Works 
Goodell-Pratt Company 
N. A. Strand & Co. 

COUPLINGS, SHAFT 

Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Royersford Foundry & Machine Co, 
Spiro—Bond Foundry & Machine Co. 
Sprout, Waldron & Co 
Standard Pressed Steel Co. 
T. B. Wood Sons Co, 

COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co, 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co, 


COUPLINGS, SHAFT, 


Dodge Mfg. Corp. 

Edgemont Machine Co., The 

The Hill Clutch “salah ag & Foundry C 
The Moore & Whi Co. 

The Medart Comp ats 

A. L. Schultz & Son 


T. B. Wood Sons Co, 

COUPLINGS, SHAFT, 

Foundry & Machine Co 
COVERING, PULLEY 


Bond 


FRICTION CUT-OFF 


oOo. 


MARINE 


June, 


DRILLING 

Armstrong Bros. Tool Co. 
DRILLS, BREAST AND HAND 

Goodell-Pratt Company 

DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Cincinnati Electrical Tool Co. 
Goodell-Pratt Company 


POSTS 


The Hisey-Wolf Machine Co. 

Stow Manufacturing Co,, Inc. 

Standard Electric Tool Co. 

N. A. Strand & Co. 

The United States Electrical Tool Co. 

The Van Dorn Electric Tool Co. 
DRILLS, POST 

Champion Blower & Forge Co. 

The Crescent Machine Co. 
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The United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Gocdell-Pratt Company 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
DRIVES, POWER 
The Oster Mfg. Co 
The Toledo Pipe Threading Machine Co, 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co. 
EJECTORS 
American Injector Co 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELECTRIC LAMPS, ADJUSTABLE 
Appleton Electric Company ‘“Reelite” 
ELEVATORS, PILING AND TIERING 
arrett-Cravens Company 
ELEVATORS, PORTABLE 


Barrett-Cravens Com 


ELIMINATORsS, OIL 


pany 





Chicago Pulley & Shafting Co. The D. T. Williams Valve Co, 
CRANES, HAND POWER ENGINE AND BOILER FITTINGS 
The Chisholm-Moore Mfg. Co. American Injector Co, 
General trass Co, 
CRANES, OVERHEAD, TRAVELING AND JIB) gpe W m ‘ed 11 Co. 
The Chisholm-Moore Mfg. Co. D. T. Williams Valve Co. 
i Dickerman Hoist Mfg Co i aS Pres - 
Richards-Wilcox Mfg. Co. EXPANDERsS, TUBE 
The Yale & Towne Mfg. Co. The Watson-Stillman Co. 
Lovejoy Tool Works 
CRANES, PORTABLE re 
EXPELLERS, OIL AND MOISTURE 


Barrett-Cravens Company 
Richards-Wilcox Mfg. Co. 
CRAYONS, LUMBER 


Joseph Dixon Crucible Co 
CUPS, LEATHER 

Chicago Rawhide Mfg. Co. 

Edw. R, Ladew Co., Inc. 

The Watson-Stillman Co. 


CUPS, OIL AND GREASE 
American Injector 
Detroit Lubricator 
Penberthy Injector Co 
The Wm. Powell 
D. T. Williams Valve Co 
CUTTERS, BELT 
Belt Lacer Company 
CUTTERS, BOLT 
Inc. 
GASKET 


Co, 
Co 


Co 


Clipper 


H. K. Porter, 
CUTTERS, 





Edw. R. Ladew Co., Inc 

CUTTERS, GLASS 
American ifg. Co 
Goodell-P 

CUTTERS, MILLING 

Cleveland Twist Drill Co 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 

CUTTERS, PIPE 
Armstrong Bros. Tool Co 
Greenfield Tap & Die Corporation 
Hollands Mfg. Co 
The Oster Mfg. Co, 
Toledo Pipe Threading Machine Co. 
Trimont Mfg. Co 

DERRICKS 


Barrett-Cravens Company 
DESKS, FACTORY 
I) d Lupton’s Sons Co 
DIES, THREADING 
Armstrong Bros. Tool Co, 
Greenfield Tap & Dice Corporation 
Morse Twist Drill & Machine Co 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
Berens, COPPER 
Arthur Harris & 
DISCS, VALVE 
Jenkins Bros, 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co 
DRESSERS, GRINDING WHEEL 
Scandinavian Western Importing Co., Ltd. 
When writing to Advertisers please mention MILL 


AND WASHER 


The V. D. Anderson Co. 


EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co, 
Pyrene Mfg. Co. 
Lb. FANS, VENTILATING, ELECTRIC 
Marathon Electric Mfg. Co. 


FASTENERS, BELT 


The Bourne-Fuller Co. 

The Bristol Company 

Clipper Belt Lacer Company 

Crescent Belt Fastener Co. 

Flexible Steel Lacing Co. 

FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 

The Swartwout Company 





FEEDER VALVES, 8 
BOILER 


Nason Manufacturing Co 
FENCE AND GATES 
Anchor Post Fence Co. 
FILES 
American Swiss File & Tool Co. 


Delta File 


Grobet bile 


Works 
Corporation of America 
Scandanavian Western Importing Co.,, 
Simonds Saw & Steel Co. 

FIRE DOORS AND HARDWARE 
Riehards-Wilcox Mfg, Co. 








FIRE EXTINGUISHERS 
Geo, W. Diener Mfg. Co. 
Pyrene Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co. 
FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 
The Watson-Stillman Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 
H. BK. Sherman Mfg. Co. 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
The Watson-Stillman Co 
FITTINGS, PIPE BRASS 
Il, BE. Sherman Mtg. Co 
FITTINGS, PIPE, MALLEABLE 


Illinois Malleable Iron Co. 
Walworth Company 


FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
The Watson-Stillman Co. 


SUPPLIES, 


‘EAM HEATING 


Ltd, 
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Henry Vogt Machine Co. The Hill Clutch Machine & Foundry Co. Geo. W. Diener Mfg. Co. 
en — = — = The Medart Company Huffman Manufacturing Company 
; ) 4 wT 0 4 ? 
: FLEXIBLE SHAF' SQUIPMENTS Reeves Pulley Co. Scandinavian Western Importing Co. 
Manufacturing Co., Inc. T. B. Wood Sons Co Yost Mfg. Co 
N. A. Strand & Co. y it ain : 

a ar . ‘ aie FORGES, BLACKSMITH GAGES, HYDRAULIC 
tniemadin ae coaTe Champion Blower & Forge Co. The Watson-Stillman Co. 
tints: FORGES, RIVET GAGES, IRON, AMMONIA AND CHEMICAL 

‘ FLOAT COPPER Champion Blower & Forge Co. Nason Manufacturing Co. 

FLOATS, C >} Lovejoy Tool Works i colcadacliaa ssiaeeniiai 
7 r . e . > - é Vi] f vj 
The V. D. Anderson Vo. FRAMES, HACK SAW American ‘oie a —_— 
Arthur Harris & Co, Goodell-Pratt Company — Detroit Lubricator Co. 

FLOOR STANDS Simonds Saw & Steel Co. General Brass Co. 
Bond Foundry & Machine Co, : FRAMES, WALL Nason Manufacturing Co. 
Dodge Manufacturing Corporation Bond Foundry & Machine Co, Penberthy Injector Co, 
The Hill Clutch Foundry & Machine Co. Dodge Manufacturing Corporation The Wm. Powell Co. 
The Medart Company The Hill Clutch Machine & Foundry Co. The D. T. Williams Valve Co. 
Royersford Foundry & Machine Co. The Medart Company -ASKETS 
T. B. Wood Sons Co. Royerstord Foundry & Machine Co. The Cincinnati wanker Ute: Co 

FLUX, SOLDERING T. B. Wood Sons Co, Jenkins Bros. 
Chicago Solder Co. FURNACES, GAS, INDUSTRIAL Johns-Manville Corporation 

ag a hl Huffman Manufacturing Company New York Belting & Packing Co. 
Sis Whietnieincan tna eee Zs FURNACES, SOLDERING GAUZE, TUBULAR KNITTED 
odge Manufacturing Corporation Clayton & Lambert Mfg, Co. Louisville Sanitary Wipers Co., Inc 








EVERY SHOP 
NEEDS ONE 
ss“ OF THESE 
NOISELESS 
sectenenue AIR PUMPS 


ecome hard and glassy 

_. like, insuring a perfect fil 
and positive pressure or 
vacuum 
















Tank prevents fiuctuation 
of aw 





OUTLET 
threaded for stand- 


ard lron pipe 


Enclosed stud or 
pston holds wing 
close to cylinder at 
top, preventing loss 
of air pressure 


INLET 


threaded torn 
standa 


iron pipe Many Manufacturers buy 


them in quantities for use 
with automatic machines. 


‘ wn 
SHAFT 
No compo-~ 

sition tips to 


require renewal 
frequently 


y, ae gn SY _ Ring Self-Oiline 


Beanngs 


PATENTED Many dealers do a large and 


Wing kept in constant contact with Big air space resulting trom small piston growing business in them. 
cylinder by centrifugal force and curved wings 


LEIMAN BROS. NOISELESS 
ROTARY AIR and GAS PUMPS EFFICIENT 

10 Sizes—1 to 10 lbs. Pressure—1 to 28 inches Vacuum 

al ana gi emg nia ol a SS : 


wise directio the wings out from the pis 
eyinder. This oops up the air and the more 


PISTON 


make you now use, if it disturbs your shop, i 
noiseless, efficient, powerful and increases) pr 
furnaces and appliances 





i n Here's one that’s 
i hl 


used with all makes of gas 
























ai These only rotary air 
held against the cylinder and the or other $ » keep them tig Pp 
making air pumps for many years at the win ti » renewal whe 
em as the finest product t the ve their most valus 
ia s purpose; the parts are ¢ nd t These are designed to n I to cast iron 
ind if you have use for pumps of this kind you need or. steel."’ may be used i will pump without noise 
fw the simplest, and at the same time the most) advanced construction or fluctuation due to the constru They can therefore be used 
the wings on the cylinder preserves a glassy-like surtaced race whict With entire satisfaction where 1 ms of construction are in- 
cally friction capable of doing the work They are care y made for the most exacting service 
pumps made in ten sizes so that we can supply them for most Also used for Fuel oil burning outfits—Priming pumps—Operating gas 
User isider them a cheapest air pumps on the t not only furnaces—Banding machines—Testing gas meters—Wrapping machines 
h i mcause affer-service Is) pract nates 





—Raising gas pressure—Blowing balloons—Gasoline service pumps— 
They keep runnin 


costly delays so frequent with 











: - SB nese Singeing cloth—Cleaning dust from intricate machinery parts—Sand 

cpebinrggen py ae nae sae Taek Lad Sap PPgerioad blasting machines—as air motors—Vacuum cleaning—Agitating liquids 

They do t work. tiny! Ack aaiaved rete M A “we an : alway ike te —Blowing chips and stampings from machine tools—Filling bottles and 

m for any proposition which we can examine in detail containers—Feeding paper in printing presses—Feeding labeling ma- 

( te ntinue to use noisy blower -one that. disturbs the whole shop chines—AIL sorts of testing and experimental work—All sorts ef auto- 
Every line of manufacture needs a NOISELESS air or gas pump no matter what matic machines and devices. 


DROP A POSTAL 23-(L-627) WALKER ST. 
rox inrormarion LLEIMAN BROS. _ newyork 
Makers of good machinery for 35 years 


When writing to Advertisers please mention Mitt Suppiirs 








GEARS 
3ond Foundry & Machine Co, 
ago Rawhide Mfg. Co. 
Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
GENERATORS, ACETYLENE 
The Imperial Brass Mfg. 





Co 





G LASSES, G AGE 
Jenkins Bros., ‘‘Moncrieff 
The Libbey Glass 


r= Ca 


GOVERNORS, PUMP SPEED 
Kieley & Mueller, Ine, 
Mason Legulator Co 

GRAP HITE FOR ALL PURPOSES 

Joseph Dixon Cruc 

GREASE, LUBRICATING 
Bond Foundry & Machine Co., *‘Bondeline”’ 
Joseph Dixon Crucible Co, 
Royersford Foundry & Machine Co. 


ile Co 





GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 


Stow Manufacturing Co., Ine. 

GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co, 
Chie ago Pulley & Shafting Co. 
Cincinnati Electrical Tool Co. 
Goodell-Pratt Company 
Hisey-Wolf Machine ¢ 
Marathon Electri Mfe Co 
R overstf ford Pounder & Machine Co 

= ma : 


rd Electric ool 








indar Co 

The United States -ctrical Tool Co 
GRINDERS, DISC 

The Crescent Machine Co, 
GRINDERS, DRILL 

The Van Dorn Electric Tool Co 

GRINDERS, ELECTRIC 

The Black & Decker Mfg. Co 

‘incinnati Electrical Tool Co, 

Hisey-Wolf Machine Co, 








Louisville Electric Mfg. Co. 
g. Co 


Marathon Electric Mf 
indard Electrie Tool Co 
Stow Manufactur ng ( 70., Inc 
N. A. Strand & ({ 
The United State ectric Tool Co 
The Van Dorn E e Tool Co 
GRINDE RS, VALVE 
The Black & Decker Co, 
Cincinnati Electri Tool Co. 
Goodell-Pratt Con \ 
5 United Sta 
Van Dorn E 
F See Ss 
Richards-Wilcox Mfg. 
GUARDS, E iL e a LAMP 
Flexible Steel Lacir 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co 
GUNS, OIL AND. GRE ASE 
Bond Foundry & Mac 
Royersford Foundry 








rical Tool Co 


ectric ‘Tool ror 





Prentiss Vise Co 
H. ee Rs, BALL BEARING 
Chicago Pul & Shafting Co 

3} *f Ball y &. ng Co 

Wood lead Co, 


Re ANGERS, DOOR 











HANGE RS. PIPE 
Illinois Malleable Iron Co. 
Walworth Company 

Hi. ACERS. SHAFT 
American Pull Company 





Bond Found 0 
Chi azo P (eC 
Dodge M ) yn 
T H Foundry Co, 
: M 

ers T Co 
SKF I S Inco 
~ r 1 St Co. 

HE ADS. EXHAUST 
] Swartw ym r 
HE vr E Rs, FEED WATER 


HEATERS, GLUE, STEAM AND GAS 


HOISTS, CHAIN 
M . ( 


HOISTS, ELEC TRIC 


T »wne Mfg. Co 
HOISTS, HAND 
Moor M 


le & Towne Mfg. ¢ 
ig TOOL 


«& 0 


HOOKS, BEL 
Steel Lacing Co. 


HOSE. COTTON 


New York Belting & Packing Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co, 
The Cincinnati Rubber Mfg. Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co, 
Johnson Belting Company 
(Chas. A, Schieren Co. 
The Watson Stillman Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co, 
The Wm. Powell Co. 
INSULATING MAT 
Johns-Manville Corporation 
IRON PRESERVATIVES 
Johns-Manville Corporation 
JOINTERS, WOODWORKING 
The Crescent Machine Co, 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co, 
KETTLES, STEAM JACKETED 
Arthur Harris & Co 
KNIVES, MACHINE 
Simonds Saw & Steel Co 
hn ACERS, BELT 
lipper Belt Lacer Co, 
LADDERS Sarese 
Dayton Safety Ladder Co 
LADLEs, MELTING 
Hollands Mfg. Co 
Mullins Body Corporation 
howell Mfg. Co 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LAMPs, ELECTRIC, ADJUSTABLE 
Appleton Electric Company ‘“Reelite” 
LATHES, L ABORATORY, ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
J. D. Wallace & Co 
LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co 
Johnson Belting Company 
Edw. R. Ladew Co., Inc 
Geo. Rahmann & Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co 
LEGS, BENCH 
Standard Pressed Steel Co. 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 








(RIALS 





LUBRICANTS, BALL & ROLLER BEARING 


Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co, 
General Brass Co. 
McCullough Mfg. Co., Minneapolis, Minn. 
The Wm. Powell Co, 
The D. T. Williams Valve Co 
MAC ee TOOLS 
The Crescent Machine Co. 
Sallis Mae Foundry & apacttios Co 


MACHINERY CLUTCHES 





a igo Pulley & Shafting Co 
I Manufacturing Corporation 
nont M ichine Co., Ine. 





T Hill Cluteh Machine & Foundry Co 
The Medart Company 
The Moore & White Co 
A. L. Schultz & Son 
T. B. Wood Sons Co, 
— HINE RY, COAL es 


Dodge unufacturing Corporation 


WAC RINERY. CONVEYING AND ELEVATI sé 
Dodge Mar 


inufacturing Corporation 
I Hill Clutch Machine & Foundry Co 


MAC mmoat gr ky PLOUR MILE 
& 


MAC HINES, GR INDING AND POLISHING 


Machine Co, 








nnati il Tool Co. 

ersford & Machine Co 
Stow Mfs 

4 S nd Co 

Un d States Electrical Tool Co 
sprout, W & 





vi AC HINE RY. aT E AND REFRIGERATION 
I Ve 


Machine Co 
MAC HINES. PIPE CUTTING AND 
eve neato 








iding Ma 





MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co, 
MAC HINES, TIRE ROUGHING 
rhe United State Electrical Tool Co 
M we HINE RY, , OSS Weare 
Cre ¢ Machin Co 


D. Wi ace & Co 


MALLETS — JHAMME RS, RAWHIEt 


hicago Rawhide 3. Co 
MANDRELS 
Ar 3° Twist Drill & M hine Co 


June, 


1927 





MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 

MERCHANDISE CONVEYORS 
I. E. Myers & Bro. Co. 

ME TAL, BEARING 

Argus Smelting Co. 
Bearium Bearings, Inc. 
Bunting Brass & Bronze Co. 
Division Smelting & Refining Co 
bodge Manufacturing Corporation 
Arthur Harris & Co. 
Hoyt Metal Company 
Magnolia Metal Co, 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
liowell Mfg. Co 

MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Johnson Belting Company 
Edw. R. Ladew Co., Inc. 
: s. A. Schieren Co. 
I, B. Williams & Sons 








MONORAIL SWITCHES AND TURNTABLES 


Richards-Wileox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car Mover Co. 
 D. Rowell & Son 
MULE STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 





The Hill Clutch Machine & Foundry Co. 


The Medart Company 
T. B. Wood Sons Co. 
NUT SETTERS 
The United States Electrical Tool Co. 
NUTS, MACHINE SCREW 
The Bourne-Fuller Co 
‘hicago Screw Co 
The Cleveland Cap Screw Co. 
Mevelund Wrought Products Co 
Economy Screw Corporation 
OTL WELL ACCESSORIES 
The Wm. Powell Co. 
OILING DEVICES 
American Injector Co, 
Detroit Lubricator Co. 
The Wm. Powe!l Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
General Asbestos & Rubber Co 
Greene, Tweed & Co - 
Johns-Manville Corporation” 
Linear Packing & Mfg. Co., Ine. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
Quaker City Rubber Co. 
Ine Republic Rubber Co, 
PACKING. HYDRAULIC 
“hicago Rawhide Mfg. Co. 
General Asbestos & Rubber Co 
(ireene, Tweed & Co. 
Johns-Manville Corporation 
Johnson Belting Company 
Edw. R. Ladew Co., Ine 
Linear Packing & Mfg. Co., Ine 
The Mechanical Rubber Co 
New York Belting & Packing Co 
(Qu _ r City Rubber Co. 
the Schieren Co. 
The “Watson-Stillman Co 
I. B. Williams & Sons 


PAC gi Bae at 








reo Asbestos & ® Co 
Greene, Tweed & Fs, 
Johns M inville Corpor: ation 
ear Packing & Mf Co., Ine. 
ie Mechanical R ubber Co 
New York Belting & Packing Co 
(Quaker City Rubber Co 


The Republic Rubber Co 
PAC gg SI 
Boston Woven Hose & ull 
Sa Cine innati Rubber Mfg. Co 
Ast 





‘ ral sbestos & Rubber Co 
Jenkk ns ’96°—Jenkins Bro 
Johns-Ma ille Corporation 





¢ cing & Mfg. Co., Inc. 

echanical Rubber Co 

Belting & Packing Co 
Rubber Co 








Rubber Co 
PACKING VALVE STEM 
The Cincinnati Rubber Mfg. Co 
bestos & Rubber Co 
eed & Co 


ville Corporation 





king & Mfg. Co., Inc 
Mechanical Rubber Co 
York Belting & Packing Co 
Citv Rubber Co. 
Republic Lubber Co. 


PADLOCKS 
The Yale & Towne Mfg. Co 
P AINTS, INDUSTRIAL 
Joseph Dixon Crucible Co 
Johns-Manville Corporation 
PANS, TOTE 
Mullins Body Corp 





ene ae 
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CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 





June Judgment 


and every other month picks 


Genuine 
Nason 
Steam 

—e Traps 


1 to 20 Ibs. 






In 

1841 

we made 20 ‘te 70 Ibs. 
our start 


and are still 
right on the job. 


Sideluz 
10 to 150 Ibs. 


Nason Manufacturing Co. 
71 Fulton St., New York 








You Couldn’t Think 
of Anything Better 


than to decide right now—to eliminate the risk 
of a complete shutdown in case something goes 
wrong with the boiler feed pumps—by equip- 
ping your boilers with 








Automatic Injectors 


Their reliability is an outstanding feature—proved 
over one million times in practice. 

: Automatic 
The design is the result of over 37 years’ ex- Cellar 
perience. Simple, compact and mechanically Drainer 
right down to the minutest detail. High suc- 
tion lift. Handles hot water. Ask us for full _ 


details of its remarkable working range. 


Send now for catalog 


PENBERTHY 
INJECTOR 
COMPANY 


Estab. 1886 







1262 Holden Ave. 
Detroit, Mich. 


Canadian Plant 
Windsor, Ont. User 
L ! 


















rdgemont 


<=J Friction Clutches 







LINE-SHAFT 
CLUTCH 
PULLEY 


Type B with 
Oil Sleeve 


The “Type B” Friction Clutch is well adapted 
for line-shaft, counter-shaft and many other 
drives. Its ability to “fit in” and do the work 
makes it a good replacement unit. You, too, can 
profit by selling “Edgemonts.” 


Complete information upon request. 


THE EDGEMONT MACHINE CO. 


Dayton, Ohio 














PANS, VACUUM 


Arthur Harris & Co. 








é ~~ ER, EMERY, FLINT AND GARNET 
H . Barton & Son Co. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, BELT LACING 
Chi » Rawhide Mfg ‘oO. 
Clippe Belt Lacer Co 
Flexible Steel Lacing Co, 
PIPE THREADING TOOLS 
Ar stror 7 Tool Co. 
Gi ntie!d Die Corporation 
The Os Co 
Toledo P ipe reading Machine Co. 
ly "IP FE, HIGH PRESSURE 
The Watson-stil Tt nan Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, WOODWORKING 
The Crescent Machine Co 
lL», Wallace & Co. 
P ! ATFORMS, LIFT TRUCK 
Barrett s Company 
Standa a Pr ssed Steel Co. 
PLIERS 
B orge & — Works 
ey l ratt Company 
PLUGS, B R ASS AND FUSIBLE 
Amie an Inje o! 
The b. T. Williams Valve Co. 
TI W Powell Co 
Pr L I ge FINTURES 
Imperia Bra fg. Co 
BOF. ao TUBULAR STEEL 
National Tu Company 
POTS, GLUE 
Ih, Wallace & Co. 


Eg satan APPLIANCES 
iny 

lless Beari ng - Co. 

y« "M ichine Co 

lley & Shafting Co 

facturing Corporation 


POWER 


I in Pulley 
Arguto O 


Cor 





chine Co., The 
‘lutch Machine & Foundry Co 
Company 
» & White Co. 
Foundry & Machine Co 
4 s tz & Son 
S K F Industries, Incorporated 
=} ut Waldron & Co 
Standard Pressed Steel Co. 
T. B. Wood Sons Co. 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros. 
PRESSES, DRILL Le gh Foor 
Royersford Foundry & Machine 


PRIMING U PS 





Detroit Lubricator Co. 
General Brass Co, 
ving ing yh ows ELECTRIC LAMP 
Flex > ne Co 
P : L LEY CoV ERING 
Ch igo Rawhide Mf Co 
P t 1 LES, BAL L BEARING 

SKF s, Incorporated 
Chicago lley & Shafting Co. 
: 0d Sons Co. 

PULLEYS, CAST IRON 
Birkle Machine Works 


Bond Foundry & Mac chine Co 








buage M: inurtacturing | orporation 

The Hill Clutch Machine & Foundry Co, 
The Medart Company 

Royersford Foundry & Machine Co, 
Sprout, Waldron & Co. 

T. B. Wood Sons Co. 


PULLEYS, CONVEYOR 








Anmierican Pulley Company 
Dodge Manu ing Corporation 
The Hill Clutch Mai hine & Foundry Co, 
The Med: art Company 
The Ohio y Pulley Works, Inc. 
a. a Wood Sons Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hi Clutch Machine & Foundry Co, 
The Med: art Company 
The Ohio Valley Pulley Works, Inc. 


Reeves Pulley 
Saginaw Mfg. 


Co, 
Co, 


T. B. Wood Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 


The Hill Clutch Machine & Foundry Co, 
The Medart Company 
The Moore & White Co, 


Reeves Pullev 


Co. 








A. I. Schultz & Son 
s F’ Industries, Incorporated 
T. B. Wood Sons Co 

PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The 


Medart C omps anv 















The Ohio Pulley Works, Inc. 
Reeves Pulley Co, 
Ss inaw Mfg. Co, 
B. Wood Sons Co 

PULLEYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


When 


The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co, 
Saginaw Mfg. Co, 
S K F Industries, 
Standard 
2. B. 


Incorporated 
Pressed Steel Co. 
Wood Sons Co. 

PULLEYS, MOTOR 
American Pulley Company 


Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch a & Foundry Co, 
The Medart Comp 
The Ohio Valley Pull ew Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 

PULLEYS, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc. 


PULLEYS, ROLLER BEARING 


Dodge Manufacturing Corporation 
The Medart Coinpany 
Skayet Bali Bearing Co. 


PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
Medart Company 
PULLEYS, STEP 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
The Ohio Vailey Pulley Works, 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co 
PULLEYS, WOOD SPLIT 
Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
Pumps, Ine. 
Myers & Bro, Co, 
PUMPs, AIR 


The 
AND TAPER CONE 


Co. 


Inc, 


Chicago 


Works, Inc, 


Goulds 


Pr. EB. 


Leiman Bros, 
PUMPs, CENTRIFUGAL 


Goulds Pumps, Inc 
Geo. D,. Roper Corp. 
PUMPS, DIAPHRAGM 
Goulds Pumps, Inc 
PUMPS, ELECTRIC 
Goulds Pumps, In¢ 


E. Myers & Bro, Co. 
Geo. D. Roper Corp. 
PUMPS, GAS AND VACUUM 
Leiman Bros, 
PUMPS, HAND AND POWER 
Goulds Pumps, Inc 
F., E. Myers & Bro, Co. 
PUMPS, JET 
American Injector Co, 
Blakeslee Mfg. Co. 
PUMPS, MINE 
Inc 
& Bro. Co. 
PUMPS, OIL 
Netroit T.ubhricator Co, 


youlds Pumps, 
F. E. Myers 


Goulds Pumps, Ine 
Leiman Bros 
Geo. D. Roper Corp. 


PUMPS, ROTARY 
Goulds Pumps, Ine 


PUMPS, SUMP, AUTOMATIC 


Goulds Pumps, Ine. 

The Penberthy Injector Co. 
PUMPS, TANK 

Goulds Pumps, Ine 


F. E. Myers & Bro. Co. 
PUNCHES AND DIES 
Roversford Foundry & Machine Co 


LACKS, Pir “" AND BAR 
T? ad T.upton’s Sons 
beet agp CONTROL VALVES 
hns-Ma ille Cornorz 
R ADI ATORS, HIGH PRESSU RE VERTICAL 
TUBE 
Nason Manufacturing Co 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 


RAILS, STEEL 
L. B. Foster Co, 


RASPS 
Delta File Works 
Scandinavian Western Tmporting Co., Ltd, 
RATCHETS 
Armstrong Bros, Tool Co. 
REAMERS 
Meveland Twist Drill Co, 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co, 
Whitman Barnes-Detroit Corporation 
REAMERS, ELECTRIC 
Black & Decker Mfg. Co. 
The Van Dorn Electrie Tool Co 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 
REELS, ELECTRIC LAMP 
Appleton Electric Company ‘Reelite” 
REGULATORS, ENGINE BLOWING 


Mason Regulator 
REGULATORS, 
Mason Regulator 


Co 


BOILER FEED LINE 


Co 


writing to Advertisers please mention MILL 


June, 1927 


REGULATORs, 


DAMPER HYDRAULIC 
Mason 


Regulator Co. 
REGULATORS, 
Regulator Co. 
REGULATORs, 
Regulator Co. 
RESEATING TOOLS, 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 
RIVETS 
The Bourne-Fuller Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
RODS, WELDING 


PUMP PRESSURE 


Mason 
STEAM FAN 
Mason 
VALVE 


E. LD. Giberson & Co., Inc. 
ROOFINGS, ASBESTOS 
Johns-Manville Corporation 


ROVE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 
ROVE, 
Wickwire Spencer Rope Co. 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
Quaker City Rubber Co. 
The Republic Rubber Co, 
SAFETY DEVICES 
The Crescent Machine Co, 
Dayton Safety Ladder Co. 
Vodge Manutacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros, 


WIRE 


SAWs, BAND 

American Saw & Mfg. Co. 
J. D. Burrill & Son 
The Crescent Machine Co. 
Simonds Saw & Steel Co, 
}. BB. Wallace & Co. 

SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
JI. D. Wallace & Co. 

SAWS, HACK (Blades) 
American Saw & Mfg. Co. 


Croodell-Pratt Company 


Simonds Saw & Steel Co. 
Victor Saw Works, Inc. 

SAWS, HAND, ELECTRIC 
I. D>. Wallace & 


SAWS, SWING, CUT-OFF 

The Crescent Machine + 
SCR: APE RS 
Toledo Whee Ibarrow Co. 

SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co, 
Hisey-Wolf Machine Co 
Mi Strand & Co, 





The United States mrss Tool Co. 
The Van Dorn Electrie Tool Co. 

SCREW DRIV ERS, HAND 
American Saw & — Co. 
Goodell-Pratt Compa 

SCREW M: Ac HINE PRODUCTS 

(‘hicaro Screw Co. 
terry Cap & Set Screw Co. 
Standard Pressed Steel 


Co. 
SCREW PLATES 


Greenfield Tap & Die Corporation 

Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 

The Allen Mfg. Co. 

Chicago Screw Co. 


Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 


Ferry Cap & Set Screw Co. 
Standard Pressed Steel Co, 
The Sup:¢rior Screw & Bolt Mfg. Co. 


SCREWS, 
Eleo Tool & Screw Cor 
SCREWS, MACHINE, BR. ASS AND) TRON 
Economy Screw Corporation 
Eleo Tool & Screw Corp 
SCREWS, SAFETY SET 


a AG 


Allen Mfg. Co. 
The Bristol Company 
Chicago Screw Co. 


Standard Pressed Steel Co 
SCREWS, THUMB 
Screw Cornoration 
SC cay itn woop 
Elco Tool & Screw Cor 
SEPARATORS, OIL AND STEAM 
The Swartwout ae 


Economy 


The D. T., Williams Valve Co 
SHAFTING, F LE XIBLE 

Stow Manufacturing Co., Inc 

N. A. Strand & Co 


SHAFTING, 
Rond Foundry & Machine 
Bliss & Laughlin, Ine 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


STEEL 
Co. 


The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Roversford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood Sons Co 
SHAPERS. WOODWORKING 


The Crescent Machine Co. 


SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 


T. B. Wood Sons Co. 
SHELV = STEEL 
David TLupton’s Sons C 
SHINGLES. ASBESTOS 
Tohns-Manville Corporation 


Supplies. 
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Cleveland Type” 
Oil Film 
Bearings 


“Smith Type” 
Hill Friction 
Clutches 


Spur Gear Speed 
Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type”’ Hill Friction Clutches 
“Cleveland Type” Oil Film Bearings 
“Industrial Type’? Spur Gear Speed 
Transformers 
“Steelarm”’ Automatic Belt Tighteners 
Flexible Couplings 


Your customers’ wants mean more to us than “‘so 
much material."" A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 
lems. You receive the accumulated experience of 
“half a century” serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 
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The Wonderful Stanley 
Weave 


Any thickness of Stanley Solid Woven 
Cotton Belting, single, double or triple, is 
woven as a single unit in a single ply. 
There is no internal friction in a Stanley, 
even on undersized pulleys, and therefore 
none of the self destruction so common in 
cheaper belting. Yet you can wrap a 
Stanley triple around your wrist. 


There is no ply separation and because 
the lengthwise strands lie perfectly 
straight, there is no stretch after the belt 
gets warmed up into its job. 


Our salesmen will work 
shoulder with yours. Write. 





shoulder to 


Stanley Belting Corporation 








13. N. Jefferson St. 
CHICAGO 


320 Broadway 


NEW YORK 
124 Adelaide St.. W. 
TORONTO, ONT. 
12 A Southwark St.. S. E. 
LONDON, ENG. 





When writing to Advertisers please mention Mitt 


“Industrial Type” 





Build steady business 
in gauge glasses 


Carry a full line of Moncrieff 





Gauge Glasses. These, the only 
genuine Scotch Gauge Glasses, 


PERTH O 
are the kind that make satisfied f : ak 
. 7 or steam pres- 
customers come back for more sures up to 200 
° « ss. 
the kind that build steady 
business 
UNiFic Q 
Moncrieff Glasses are made in for steam pres- 


sures up to 400 
t 


five types for varied require- i. 
ments. Each glass is made from 
special Scotch sand according 
Each 
combines strength and clearness 
to a remarkable degree 


a glass with white 
enamelled back 
or steam pres- 
sures up to 15 


Ss. 


to an exclusive formula. 


JENKINS BROS. 
Sole U.S. 


Agents for MONCRIEFF 
Scotch GAUGE GLASSES 
80 White Street .......New York, N. Y. 


BEACON REO 


an enamelled glass 
with red indicator 


524 Atlantic Ave. Boston, Mass. line for steam 

133 No. Seventh St.....Philadelphia, Pa. pressure up to 150 
646 Washington Blvd. Chicago, Ill. lbs. 

LUBRICATOR 

a lubricator glass 


that withstands 
steam pressure up 
to 400 Ibs. 























and 
other quality 


Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 


Lubricators 


Air Valves, Etc. 








Write for Catalog 
GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 








Supplirs, 














SHOVELS, HAND 
Wood Shovel & Tool Co 
SLEEVES AND SOCKETS, 
Twist Drill & Machine Co. 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
Division Smelting & Refining Co. 
Hoyt Metal Company 
SOLDERING COPPERS, 
SAL’ 


DRILL 
Morse 


FLUX, PASTE 
rs 


Chicago Solder Company 

SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co, 
Reeves Pulley Co 

SPLITTERS, NUT 
H. K. Porter, Ine. 

SPROCKETS 
The Medart Company 
A. L. Schultz & Son 


STANDS, DRILL 


The United States Electrical Tool Co. 
STANDS, EMERY WHEEL 
Bond Foundry & Machine Co. 


STEAM SPECIALTIES 
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Yellow Sleeve Valve Engine Works 
Saves Time and Labor with Black & Decker 
Portable Electric Socket Wrenches 


Illustration at left shows two BLACK & 
DECKER No. 3 REVERSIBLE ELEC- 
TRIC SOCKET WRENCHES being used 
in fitting main bearings on the engine 
assembling line. The YELLOW SLEEVE 
VALVE ENGINE WORKS takes great 
pride in a perfect bearing job, and this 
requires putting the crank shaft in and 
taking it out a number of times to check 
the bearing fit. A tremendous amount of 
time is saved by the use of electricity for 
running the bearing cap nuts on and off in 
connection with this work. 

















Illustration at right shows two Black 
& Decker No. 3 Reversible Electric 
Socket Wrenches being used on an- 
other part of the engine assembling 
line---in the foreground the crank 
case pan is being applied, and on the 
next engine the electric wrench is 
being used for applying cylinder 
heads. 





C NOTE )---The Yellow Sleeve Valve Engine Works is using a quantity of these tools on different parts of > 


their assembly line, but limited space does not enable us to show all of the operations. 


BLACK & DECKER 


Portable Electric Tools 
“With the Pistol Grip and Trigger Switch” 


Black €& Decker Portable Electric Drills, Electric Screw Drivers, Electric Socket Wrenches. Electric Valve 
Refacers, Electric Tappers and Electric Grinders are sold by the leading Mull Supply and Machinery Jobbers. 











Write for new 1927 catalog 


THE BLACK & DECKER MFG.CO. 
TOWSON, MD., U.S.A. 
Black & Decker Mfg. Co., Limited, Toronto, Ont. 
BRANCH OFFICES WITH SERVICE STATIONS IN 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 


When writing to Advertisers please mention Mitt Supplies. 
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ARGUTO BEARINGS 


Cut manufacturing costs in three ways, 


= First Cost 
Operation 
Maintenance 


Arguto Bearings eliminate the unseen 
hands that prey on profits, i. e. 


Careless Lubrication 
Accident Menace 
Fire Hazard 
Unproductive Labor 


y Are you interested in bushings and 
bearings that will save you money? 
Write us— 


ARGUTO OILLESS BEARING 
COMPANY 


Wayne Junction 
Philadelphia 


ARGUTO 


| When writing to Advertisers please mention MiLt SuPppPLies. 





























SIZE: %” Across Flats. 
TAPPED: 1%", 5/16’, 3%’, 


7/16” and 1%” inclusive. 
USS and SAE thread. 




















4 + 
Tappedas 
desired 
SIZE: 15/16” Across Flats. 


TAPPED: 1%”, 9/16” and 
54” inclusive. 


USS and SAE thread. 





An Acorn Nut 
for All Purposes 


6 Baas Ferry Patented Acorn Nut is so designed that the 
hexagon nut itself is made of steel of the same quality 
as is generally used in the manufacture of standard nuts. 
The Hexagon Steel Nut is then covered with sheet 
metal, either steel, brass or nickel silver. This covering 
gives the nut a beautiful appearance, and lends itself to 
any finish desired. 


Steel Covered Brass Covered 
Acorn Nut Acorn Nut 
MATERIAL STEEL MATERIAL BRASS 


Size: 44” Across Flats 
Plain (For Painting). ; 
Burnished (For Plating). . Plain. 

Burnished, Sherardized and . Nickel Plated—Barrel Plate. 
Burnished. ; . Polished, Nickel Plated and 
Burnished, Sherardized and Buffed. 

Buffed. ae a : 

Burnished, Cadmium Plated and ; Size: 15/16" Across Flats 
Dated. . Plain. 

Burnished, Nickel Plated and . Nickel Plated—Barrel Plate. 
Buffed. : . Polished, Nickel Plated and 
Polished, Sherardized and Ruffled. 

Buffed. 

Polished, Cadmium Plated and 


Buffed. ie = ae a 
Polished, Nickel Plated and N 1C kel-Silver 
Buffed. * 

Size: 15/16” Across Flats Covered 
Plain (For Painting). y 
Burnished (For Plating). . ad 
Burnished, Sherardized and Bur- Ac Orn N ut 
nished. 


— Sherardized and MATERIAL NICKEL SILVER 


Size: 34” Across Flats 


—- Cadmium Plated and No. Size: 34” Across Flats 


Burnished, Nickel Plated and 21. Plain. 

Buffed. 22. Burnished. 

Polished, Sherdardized and 23. Polished and Buffed. 
Buffed. ; ° / ” se 
Polished, Cadmium Plated and No. Size: 15/16" Across Flats 
Buffed. 24. Plain. 

Polished, Nickel Plated and 25. Burnished. 

Buffed. 26. Polished and Buffed. 


R BY NUMBER 
PAPPING 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 


PROCESS SCREWS 
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